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“Nothing succeeds like success!” 


OGERS is the name that has 
been featured in the most 


turnover. Smaller stock invest- 
ment. Bigger profits! 








| 


sensationally successful advertising 
in the paint industry. Millions of 
consumers have demanded Rogers 
—and only Rogers. Think what 
this name means behind a complete 
stock of paints! Less selling re- 
sistance. Easier selling. Faster 


Rogers is the advertised leader 
that opens the door to greater sales. 
The success of hundreds of Rogers 
full line dealers proves it! Write 
for the dealer proposition that en- 
ables you to make maximum profit 
from minimum investment. 


DETROIT WHITE LEAD WORKS, Detroit, Michigan 
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MAKERS OF HIGHEST GRADE PAINTS, VARNISHES, COLORS, LACQUERS 
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No. 931s 
VANITY BOX 


Silver and Black, with Mirror and French 
Print. Lift-out pad. 


34 Pieces of Argosy Pattern 


To Help You 
Make Greater 
Silverware 


Profits 


Display 
1847 ROGERS BROS. 


SILVERPLATE 








8 Hollow Handle Dinner Knives Vessiey 
8 Flat Handle Dinner Forks y : 
8 Tea Spoons 8 Dessert Spoons Box 

1 Butter Knife 1 Sugar Shell Closed 


Various combinations in the new Vanity Box . . . 
an attractive pictorial outside cover. .. . 
1847 ROGERS BROS. Silverplate an attractive setting .. . 


sales. 
fifty-four pieces—are among the various combinations. 


For further particulars that will help you to stimulate your after- 


the-holiday trade write Sales Promotion Dept., International Silver 
Co., Meriden, Conn. 


1847 ROGERS BROS ' 


NAR AS Meh KS 3 














a mirror inside the cover .. . 
They help to give your stock of 
and that means more 


No. 931s, thirty-four pieces (illustrated) ; No. 932s, fifty pieces; No. 933s, 











HARDWARE AGE, published weekly by the [RON AGE PUBLISHING CO., at 239 West 39th Street, New York, N. 
class matter May 22, 1913, at the Post Office at New York, under the Act of March 8, 1879. (Printed in U. S. Fy 
25¢ each. Vol. 121, No. 2. 


S. A. Entered as second 


£. 00 per year. 


Single copies 
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It Pays 
To Sell 
GOopD 
TOOLS 


CONCENTRATE 


Don’t Scatter: This Year ea Se 


Keep it before you, in your Tool 
Dept. so you can show it to cus- 
tomers and take their orders for 
items you don’t have on stock. 


you have much to gain, and nothing to 
lose, by adopting one make of Quality 
Tools— 


THE V & B LINE 


All Vaughan tools are up to the high 
standard set by our 


Vanadium Hammers 

Unbreakable Forged Steel Planes 
Drop Forged Steel Hatchets and Axes 
Vanadium Lathing Hatchets 





The line also includes: 


Bits Hooks Pullers Scutches 
Braces Nail Sets Punches Star Drills 
Chisels Nippers Rivet Sets Tongs 
Hammers Pincers Scrapers Etc., Etc. 


Vaughan’s Vanadium Hammer 


is drop-forged in dies from the solid bar of special-analysis Vana- 
dium alloy tool steel. This steel is so much tougher and stronger 
than ordinary hammer steel that the long thin slender claws on 
this hammer are much stronger than the thick stubby claws on 
ordinary hammers. For the same reason the driving-face of the 
hammer offers remarkable resistance to nicking or denting. 


Vaughan’s UNBREAKABLE Forged Steel Plane 


First unbreakable plane ever manufactured. Drop-forged 
from a solid bar of V & B supersteel, and scientifically 
heat treated, this plane withstands shocks that would shat- 
ter the best cast plane. 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


“Aakers of Fine Toots 
2il4 Carroll Ave.~ ~ Chicago, Wh. U.S.A. 








UNBREAKABLE 
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Here's the U.S. 
Patent Office's 
model of Dan 

Stillson’s wrench 


q 



















From a_ photograph 
taken at the Smith- 
sonian Institution by 
Underwood & Under- 
wood. 







INVENTED BY DAN STILLSON 
IN THE WALWORTH PLANT .. 
AND MADE THERE EVER SINCE 





AN STILLSON was an expert me- 
chanic in the Walworth factory 


when he invented the wrench that has DAN STILLSON 


since become most famous and the most Steamboat mechanic in the 
: ° ld. Civil War. Master craftsman 
frequently copied tool in the world i Se Seer at 


Walworth sent him to Washington to the STILLSON wrench. Re- 
get his original patents and bought the tired on his royalties. 
manufacturing rights from him. 


“Se Bin 


Dan’s first STILLSON is now a mu- 
seum exhibit in the Smithsonian Institu- 
tion, but the Walworth plant has been. 
the birthplace of all its millions of direct 
descendants for 58 years. j 


Look for Dan Stillson’s own mark 
... STILLSON ... in a diamond on 
the top jaw of any wrench you buy. If 
Walworth made it, you'll find it. It’s 
the mark of the genuine. 


WALWORTH | 


ST I LLS YQ ‘st Baw nd Sen, en York 
N 51 East 42nd Street, New York 

Distributors in Principal Cities of the World 
Walworth, Limited, 10 Cathcart St., Montreal, P. Q. 
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Shaded portion of blade shows the difference 
in width between a regular Disston D-8 anda 
Lightweight D-8 








SEE FOR YOURSELF THE 
DIFFERENCE BETWEEN LIGHT- 


WEIGHT AND REGULAR SAWS 


Carpenters are turning to the lighter, narrower, 


thin-back blade of the Disston Lightweight Saw 


Look at the illustration above. It 
shows graphically the difference be- 
tween a regular saw and a Disston 
Lightweight. The shaded portion 
of the blade represents the differ- 
ence in width. There is that much 
less steel (and consequently less 
weight) in a Lightweight. 

A new market is here—an active 
demand on the part of carpenters 
and other saw users. 

They are buying Lightweight 
Saws. Even carpenters with com- 
plete saw kits are adding one or 
more Lightweights. 

Why? Today’s method of building 
has taken away much of the heavy 
sawing. There is no longer the 





same need for a wide, heavy blade 
to give weight to the stroke. 

So carpenters are choosing the 
narrower blade and the lighter 
weight of Disston Lightweight 
Saws. 

Disston has so perfected this type 
of saw that it has all the cutting 
efficiency, the “hang” and balance 
of the regular Disston line. 

You can offer your trade practi- 
cally every Disston number in 
Lightweight model. Stock those that 
are popular in your territory. And 
display and talk about them. 

With Disston Lightweights and 
your regular Disston Saws you have 
a complete saw stock to fill any call. 


Ask your jobber. 





WE WELCOME 


Mr. Frederick A. Gould, of Mil- 
ford, Mass., is a_ recently-joined 
member of the Disston 25-Year 
Club. His record shows the con- 
tinuous sale of Disston products in 
the one store for twenty-six years. 


This unique club now boasts a 
membership from practically every 
state in the Union, and many for- 
eign countries. You are eligible if 
Disston Saws have been sold in 
your store for twenty-five years or 
longer. 








HERE'S NEWS! 


A NEW LOW-PRICED DISSTON 


HAND PRUNER LINE 





Disston No. 105—Vineyard Pattern (Nickel Plated) 
No. 205—Same as No. 105 except Black Finish 





Disston No. 104—California Pattern (Nickel 
Plated) 


No. 204—Same as No. 104 except Black Finish 





Disston No. 103—Clinch Pattern 
No. 203—Same as No. 103 except Black Finish 


Published by HENRY DISSTON & SONS, INC., Makers of “The Saw Most Carpenters Use,’? PHILADELPHIA, U. S. A. 


High in quality. Low in price. 
At last a real line of Hand Pruners 
at a price within the reach of all. 

Blade and Hook of Disston 
Steel, hardened and tempered, and 
carefully ground. 

Handles of pressed steel are light, 
yet strong and durable. They are 
knurled to give a firm grip. 

Blades are fastened to the han- 
dles with two nut rivets. In addi- 
tion, the blades extend down into 
the handles and the centre bolt ex- 
tends through blade and handle. 
This is a permanent, positive lock 
for the blades. 

A lively volute spring that gives 
quick and positive return. 

No wide variety to carry in stock. 
Just three patterns that are popular 
and sell quickly. Ask your jobber 
or write us. Remember! They are 
a low-price, quality line. 

Disston’s complete Pruning Line 
brings profits to dealers who con- 
centrate upon it. Order now. 





DISTRIBUTE THIS INTERESTING 
SAW BOOKLET 


The most complete booklet of its 
kind ever offered to the hardware 
trade for distribution to its cus- 
tomers. 

It is a real sales maker. Tells the 
difference between different saws; 
what saws to use for each job; illus- 
trates and describes the popular 
Disston hand saws and saws for 
special uses; tells how to select a 
saw, how to care for them, and con- 
tains a page of useful general facts. 

host of 
useful infor- 


i hich 
Good Work fiie° average 





begins man does not 
a have. 
with the We will 


furnish you a 
quantity of 
these book- 
lets imprinted 
with your 
name for di- 
rect mail of 
counter dis- 


Saw 


No cost to 
you, — just 
mail the cou- 
pon stating 
the quantity 

The New Disston you can econ- 
“Good Work” Booklet omically use. 





Dept. 1, Philadelphia ; 
: Please send me free........ “Good : 
' (how many) Hy 
| Work” Booklets which I plan to use : 
(Check how) ' ' 
Direct mail....... Counter distri- : 


: DOHOR:....... 
NI 5d carta F.5c R e SOREN COR ' 
ge oC a a er ee 

CG ANG BONNE 6 onc sacs kev eseeeis 


' 
' 
' 
1 
bore wn wn nn a wo we oo wn oo ee eer ee ccccoee 




















Sample Roll 


ot the 
Original 
SFRAIGHFE—HNE 

Poultry Netting 


pee! The surest way to convince yourself of 


the merits of U. S. Poultry Fence is by 

ae actual comparison. Send today for this 

miniature sample roll! Address, Indiana Steel & 

Wire Company, Dept. HA, Muncie, Indiana. See for 

yourself why U. S. Poultry Fence is setting new rec- 

ords for sales and profits wherever poultry netting 
is used! 



















“1 would rather sell one roll of U. S. Poultry Fence than five rolls 
of any other for when I sell one roll of U. S. it sells more for me.”’ 


There, in a dealer’s own words, is the story of the tremendous 
repeating sales power of U. S. Poultry Fence. It is the story of the 
buying public’s preference for this superior netting; the story of in- 
creased sales and profits for the dealer. 


U. S. Poultry Fence, designed like farm fence, requires no top rail, no base- 
board. It stretches straight and true from post to post without bagging or 
sagging. The tighter you stretch it the better it is. ° 


U S. Poultry Fence costs no more than ordinary netting. Yet, because of 
its exclusive advantages, it often commands a better re-sale price and earns for 
you a wider margin of profit. 


If you are not already getting your share of the increasing U. S. Poultry 
Fence business, start now! Be sure to specify U. S. Poultry Fence—not just 
“poultry netting”—for only in U. S. can you obtain the outstanding features 
demanded by poultry raisers everywhere. 





U. S. Poultry Fence 


(PATENTED) Indiana Steel & Wire Company 


Muncie, Indiana 


Dept. HA 
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This easier way to 


BUY Tools... 


Compact Units 
with free selling helps 


Leading sellers in the Plumb 
advertised line, now packed in 
compact Units, with display 
material and a counter stand 
in each unit to help you sell. | 
All at no extra cost to you. © 


This novel counter display, which 
holds one of these finer Plumb 
Hammers. A Silent Salesman. 


EW tools... finer tools, with all the recent improve- 
ments in design and finish are now ready for you in 
compact selling Units. 
Easier to order, easier to handle in your stock... and 
much easier to move over your counter. 
Each Unit includes selling helps which keep these 
tools on display. 
Order Plumb Sales Unit “A” from your jobber. You get 


4 Finer Plumb Nail Hammers, 1 lb. HF 81. 


1 Red, Gold and Black Window Poster announcing 
that this finer tool has arrived. 


1 Counter Demonstrator which holds an actual tool. 
1 Metal Shelf Sign—a constant Plumb reminder. 

See these attractive sales helps pictured above. Every 
one is free. You pay only regular price for the four Plumb 
Nail Hammers, the fastest seller in the line. 

Everything in one package. All you need do is order 
Plumb Sales Unit “A” from your jobber. 

Simplify your buying... stimulate your selling with 
these Plumb Sales Units. 


FAYETTE R. PLUMB, Inc. 
Philadelphia, U.S. A. - 


PLUMB 


DOUBLE LIFE 


Hammers Ratchets 


Files Sledges Axes 
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BALANCED 
to work like part of your arm 
(LAW Wiel PULL A HEADLESS NAM 
ry the 


Now the most efficient ham- 
mer has been made the finest- 
looking hammer. Ivory black 
head and red handle are richly 
stamped in gold. 










This Metal Shelf 
Sign for interior 
store display. 








WX 


Jt arrived/ > 
-afinePLUMB 


\HAMMER 















Bite 








A highly attractive poster for 
dealer’s window, which an- 
nounces that a finer Plumb 
Hammer has just arrived. 


PLUMB Hatchets, too, 
in a complete Unit 


OUR Plumb Hatchets, in their new 

Lustrous Black and Gold finished 
head, with gold decqrated Red Handle, 
are packed in a Sales Unit. With each 
Unit you get free, one handsome counter 
display which holds a hatchet in an 
eye-catching pose. This display on your 
counter will sell this finer tool faster 
than ever. 


Just order Plumb Sales Unit “B” 
from your jobber. 


"A SHARP EDGE 
A TIGHT HEAD 


It's a 


PIL | UMB 





This brilliant-colored display stand, which 
holds an actual tool, free with Sales Unit ' ie - Seg 























Your Profit is “Better 


on General “No. 100” 


O the man who comes into your store in the 

Spring, General “No. 100” presents the 
strength, all-around usefulness, high quality ap- 
pearance, and durability he wants in an all-purpose 
wheelbarrow. 


If you choose to set a price of 25c more for 
“No. 100”, you can get the difference easily. But— 


General “No. 100” actually comes to you for 
less money than the all-wood frame steel tray bar- 
row, and very close to the price of the common 
wooden barrow. Even if you sell General “No. 
100” to your customers at the same price as the 
common household barrow, you should make 
from 25cto 40c more profit—and sell morebarrows. 


Prove these statements! See and compare 
General “No. 100”. 
Let us send a complete circular on General 


‘'No. 100°’ and the names of General dis- 
tributors from whom you can secure it. 


GENERAL WHEELBARROW COMPANY 


Formerly The Akron Barrow Company 
3140 East 65th St. Cleveland, Ohio 
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~ &No. 100” Wheelbarrow 
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[HERE are six real reasons why your customers will buy the new Goodwin Grass 
Shears—six reasons why you'll find it easier to make a real profit on grass shear 
business. 


Adjustable ball-bearing action. Carbon steel blades that hold their cutting edge; 
blades that lie flat on the ground and cut all the way from tip to hilt. Balanced 
for comfort—designed to permit free, natural position of the hand and untiring 
wrist action. No skinned knuckles—hands are up out of the way. Blades well 
forward, Goodwins get the grass in the hard-to-get-at corners. And they cut clean 
through the toughest edge grass at each stroke of the blades. Handle is smoothly 
lacquered in a brilliant orange that is hard to lose in the grass. 


You can sell Goodwins to any customer that has a lawn. Let us send you a sample 

at dealer’s price for your inspection. 

THE WHEELER RADIATOR & MFG. CO. re 
1641 Collamer Ave., East Cleveland, Ohio ? 
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Grass Shears that Clip Close and Cut Fast 
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PLAIN SCREW DRIVERS 


Black walnut handles that 
fit your hand. Properly 
tempered blades that do 
not loosen. Painstaking 
finish gives a permanent 
beauty to the MILLERS 
FALLS’ Screw Drivers. 








b 


TOOL PROFI 
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MILLERS FALLS 
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FALLS COMPANY sacesman “ 
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“ - KE UP your Hardware Buyers 
an Catalog. Check the number of 


brands listed in each line. You will 
find from 10 to 50 or more listed in 
every tool classification. 


Most tools are good, honestly made by 
worthy manufacturers. But can you 
afford the time, expense and trouble? 


You can buy fifty different tools from 
fifty different makers, see fifty salesmen, 
pay freight or express on fifty shipments, 
check fifty bills, sign fifty checks — OR 
you can save 48 or 49 of these operations 
by concentrating on MILLERS FALLS 
TOOLS. 


MILLERS FALLS 
OLS 


Since 
1868 / 
/ 
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Why It Pays to Concentrate 
on MILLERS FALLS Tools 


Se AN UP-TO-THE-MINUTE LINE:-Take for example, Millers 
Falls Black Walnut Handled “Better screw drivers at higher prices.” 
The trade liked these screw drivers, yet were cautious at the start. Now 
the highest priced screw driver in history promises to be one of the 
biggest sellers of all time. New tools, better tools, constant improve- 
ment—that’s why you are safe with Millers Falls. 


y B SUPERIOR FINISH BRINGS MORE SALES:—Catch the 
eye, and the sale is half made. Offer finish as near flawless as humanly 
possible and closer scrutiny makes buyers want it more. The new No. 
248 automatic drills are typical of the finish in every Millers Falls 
Tool—that’s why they catch the eye and clinch the sale. 


f 3, REPUTATION:—Millers Falls Tools stay sold—fewer complaints, 
: fewer adjustments, and more friendly word-of-mouth advertising for 
you. Strong national advertising plays a real part in selling tools for 
you—but more important is Millers Falls quality—another reason why 
you can safely concentrate on Millers Falls. 


LE EMITS PST EER A 


or Brena) <8 


4, EFFECTIVE SALES HELPS:—Millers Falls silent salesmen 
never fail you. Day in and day out they work ceaselessly in window 
or on counter—selling, selling, selling tools. All over the world these 
display fixtures are earning bigger tool profits for merchants who use 
them. Tool buyers look for Millers Falls signs—just one more reason 
for concentrating on Millers Falls. 


7 EXTENSIVE LINE:—You need not worry about losing on little 
freight or express shipment when you buy Millers Falls. It’s easy to 
make up 100 Ibs. Select from ten complete major tool lines — each 
offers every essential range of price and quality. Whether hack saws 
or auto jacks, screw drivers or electric drills, you'll know there’s not a 





OTC ici TER 


# single shelf warmer in the lot. Concentrate on Millers Falls! It pays!, AUTOMATIC DAIL 

a Long life and smooth 
3 T — are we — this 
: popular price le 

i L Miers Fauts CompANy, Miners Fas, Mass. 4 The handle contains & 
@ : “ Ti .2) ° 

4 T NEW YORK: 28 Warren Street ‘ CHICAGO:9 South Clinton Street. qT are heavily nickel plat- 


ed and polished. 


MILLERS FALLS MILLERS FALLS 
TOOLS TOOLS MILLERS FALLS 
- w wace TOOLS 
EFFECTIVE DISPLAYS 
These displays will 


help yousell MILLERS 


DRILLS FALLS Tools. There is 


one for each of our ten 
major lines, Let us give 
you furtherparticulars. 
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New Model—Super Skate 


The most ‘combination skate made for Boys, 
Girls or Grow High steel heel back—Extra 


Wide Chetnipe wedge grip—High Speed Noise. _ 
less Rubber Tires—outwear steel—will not chip or 


: pull off, and eliminate vibration. 

; Oscillating Trucks—Self contained ball-bearings. 
Nationally Advertised—Pays Bigger Profits. 
4 Write for prices and discounts: ee 





First of Its Kind 


Order quick! Get a sup- 
ply for your customers 
now. Then check your 
stock and watch your 
Profits grow. 


SKATE CO. 


Established Over 20 Years 
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ESTABLISHED 1854 





BOXWOOD RULES 


SPLENDIDLY 
RECEIVED 
BECAUSE 
JUST WHAT 
YOU WOULD 


EXPECT 


FROM US 


PLUMBS AND LEVELS 


IN 
WOOD AND ALUMINUM 


HARDWARE COMPANY 


Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U.'S. A. 
New York Office: 151 Chambers Street 

















INCORPORATED 1864 




















Lorain Oil Cook Stoves 
are built to meet the 
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Many famous makes of oil 
cook stoves are equipped 
with Lorain High Speed Oil 
Burners including: Quick 
Meal, Dangler, Clark Jewel, 
Direct Action, New Process. 


@ 


Illustrations: 
No. 1—DANGLER 
No. 2— QUICK MEAL 
No. 3— CLARK JEWEL 
No. 4— NEW PROCESS 
No. 5—DIRECT ACTION 


AMERICAN STOVE COMPANY 


St. Louis, Mo. 
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| most exacting demands 


J ‘ODAY the American Housewife insists that any article of home 
equipment have in highest measure Good Quality, Good Looks, 


| Durability and Efficiency. These most exacting demands are fully met at 
a every point by oil stoves equipped with the Lorain High Speed Oil Burner. 
4 Good Quality—Lorain Oil Burner Cook Stoves are made of high-grade materials by 
3 expert workmen. Their quality is “built in” at the factory—not on 
q the sales-floor of the dealer! 

é Good Looks— Trim in appearance, beautiful in finish and really “good to look at”, 
é Lorain Oil Burner Cook Stoves add charm to any kitchen. 

: Durability— There’s nothing cheap, tinny, shaky or shoddy about these stoves. They 


are made to render the finest cooking service month after month, year 


after year—and they do. 


Efficiency _—_ Lorain Oil Burner Cook Stoves represent the utmost in Efficiency. 
No other oil burner generates its maximum heat so quickly as does the 
Lorain High Speed Oil Burner. Its clear-blue, clean flame comes in 
direct widespread contact with the cooking utensil. The construction 
of the Lorain Burner prevents wick-sticking. A patented wick-stop 
holds the wick at the correct lighting- and burning-point (no adjust- 
" ments are necessary after lighting). The Lorain Wick gives more actual 
burning-hours than any other. And lastly, the Lorain Burner is as near 
trouble-proof as any mechanical device can be. 


IMS it 05 


gt Re, Sa ee ae Ne 


And remember—after you’ve sold a Lorain Oil Cook Stove you don’t have to be 
bothered with furnishing “free service” to keep it in order, to keep your customer’s 
temper “smoothed down”, and to keep your figures on the right side of the ledger! 
You make a good profit—and keep it. 

Shown on these pages are the five well-known makes of oil stoves equipped with 
Lorain High Speed Oil Burners. Each of the five is made in all popular sizes, models 
and finishes. You can quickly “make good” with any one of the five brands because 
each has an attractive story of fine profits back of it. Write today for data. 


LORAIN 


HIGH-SPEED 


OIL BURNER 


RRR ACER Sigs 
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They ask for Irwin Auger Bits 


when they come into your store. 
You can sell them singly or in 
sets—a bit for every need—acom- 
plete set for every requirement. 
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to “Bear Down'to 
Sell Irwin Bits “~ 


more than you d 
fo use them - - 


REFERENCE for Irwin Bits takes them off your 
shelves without hard selling, just as an Irwin 
Bit cuts quick and clean and sharp without hard work. 
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PEE sO 


It is interesting to find that Irwin preference extends 
to Irwin dealers. They are the leaders in the trade 
because they recognize the wisdom of carrying leader 
lines that sell readily rather than laboring to sell un- 
known or inferior merchandise. 


TIGRE tS Raa Ay 


Irwin Auger Bits stand out among the leader lines that 
sell readily because they are a necessity to so many 
important tool buying groups. More Irwin Bits are sold. 
More Irwin Bits are used — More Irwin Bits are asked 
for by name. Show them and you'll sell them—easily. 


THE IRWIN AUGER BIT COMPANY 
Largest Makers of Wood Boring Tools in the World 


TE ERE SSS 058 





3 WILMINGTON, OHIO, U.S. A. 
Foreign Representatives: 
Markt & Hammacher Co., 193 West St,. New York City 
Dodge & Seymour, Ltd., 53 Park Place, New York City 
Markt & Schaefer Co., 193 West St., New York City 
EB 
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MUELLER 


RED BAND NOZZLE 


s 















washer — a good seller — 
packed in a box—retal 
for 5c. Write for sample. 










IUELLER BRASS CO. 
. MICH, 








MUELLER BRASS CO. 
Port Huron, Michigan 


“World’s Largest Manufacturers of Brass Forgings” 
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OLOR! color everywhere! Colorful 

motor cars and clothes, homes and 
furniture, walls and floors. The age of 
youth and brightness. 


Color! Even the kitchen has felt its 
magic touch. Timid whites and doleful 
grays are passing into yesterday. Today’s 
kitchen must be gay, sunny, smiling. 
And Estate Gas Ranges, gaily decorated 
in motifs of Jade Green, Mandarin Red, 
and King’s Blue, will be the center of the 


picture. 




















KING’s 
BLUE 





SMILING KX 


for this mo dern, colorful age 





Colorful ranges! The first new note in 
gas ranges in a decade. What woman 
could resist them? 


Write or wire. We will immediately 
send you information regarding these 
ranges in today’s new colors, and details 
of the most unusual and dramatic 
merchandising plan that will insure the 
sale of many additional ranges. 


THE ESTATE STOVE COMPANY 
HAMILTON, OHIO 


House Founded 1845 
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... with the “double boiler” oven that bakes with FRESH AIR 
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} OU know that the Estate Heatrola 
revolutionized the stove business. You 
know that the Heatrola has outsold every 
imitator since it was introduced. You 
know that Heatrola dealers have been 
“sitting pretty” from a sales standpoint. 
You know that the quality-Heatrola 
continues to give satisfactory service year 
after year. You know all this. 


THE ESTATE STOVE COMPANY 


‘a 


House Founded 1845 


Estale HEATROLA 


But do you know that the Heatrola 
franchise will be stiJl more valuable — 
more profitable for dealers in 1928? New 
models, new prices, new plans, new 
advertising. Watch Heatrola in 1928! 
Widened markets—increased sales. 


We would like to let you in on some 
good news. Write for complete infor- 
mation, then make plans to double your 
heater business this year. 


HAMILTON, OHIO 


There is only ONE Heatrola— ESTATE builds it 
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This advertisement will appear in 

% Saturday Evening Post, Liberty, 

2 = American Magazine, Country 

Bias. | Gentleman, Capper’s Farmer and 
Successful Farming. 
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will work overtime for McKay Dealers from 
October to March. Let them sell for you, too. 


NATIONAL AUTOMOBILE SHOWS — 1928 
New York City — January 7th-14th —Spaces C-79-80-81. Chicago— January 28th-February 4th—Spaces 120-121 


UNITED STATES CHAIN & FORGING COMPANY, PITTSBURGH, PA. 
MAKERS OF INDUSTRIAL AND COMMERCIAL CHAINS’ FOR_- EVERY PURPOSE 
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Smashing all records for in- 
stantaneous acceptance — 
ABC SPINNER is riding the 
crest of dealer popularity. 
Facts point conclusively to 
its holding its place for years 
to come. 


One power company, with only 
17,000 residential electric light 
customers, sold 210 ABC 
SPINNERS in August with no 
premiums, no special inducements. 


Another power company is selling 
one carload a week—just double 
the sale with their previous con- 
nection. 


One of the leading washing ma- 
chine distributors in the United 
States writes: ‘“We are thoroughly 
satisfied with the SPINNER. 
Our organization is sold on it. We can lick com- 
petition with it. The public received it cordially 
and is delighted with its speed and simplicity.” 


That’s what dealers think of, say about and do with 
the SPINNER. We want to tell you how this new 
favorite has revolutionized the washing machine 
departments for some of the country’s foremost 
distributors and leading dealers. Write us for facts. 


Altorfer Bros. Company 
{Est. 1909} Peoria, Illinois 


(cat in 1928 ABC SPINNER will r-) 





available withbuilt-in gasoline en- 
gine for sale in rural communities 
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WHICH? 


Expensive reconditioning —or—PORCELAIN that 
needs no refinishing (low reconditioning cost.) —— 
Costly service calls—or—no pumps, no stuffing boxes 
to repack.—Repossessions—or—sales that stick._— 
Slow collections—or—payments cheerfully made. 














The trade will tell you this new A B C SPINNER has changed 
entirely their present impressions and future outlook of the washing 
machine business. Dealers will tell you they never knew of a 
washer that met with such instantaneous consumer acceptance; 
they never saw a washer that women-folks so quickly under- 
stood, so easily handled; they never heard of a washer that so 
enthused sales departments; they 
never dreamed of a machine that 
would attract such keen, high class 
resale men—and they never expect 
to see the equal of this A B C 
SPINNER in rapid sales, absence of 
service, generous profits. 

SPINNER dryer — AGITATOR 
washer — everlasting PORCELAIN 
—these three paramount features 
(combined only in the SPINNER) 
together with a dozen other im- 
portant selling points, are the things 
that make the SPINNER franchise 
a real money making opportunity. 


Write for dealer facts TODAY! 


Altorfer Bros. Company i id 


{Est. 1909} Peoria, Illinois 
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Some of the 


H. 
ardware Manufacturers 


we serve: 





Graybar Electric 
Stanley Tools 
Prest-O-Lite 
General Electric 
Westinghouse 
Winchester 


Hammach 
Schlemmer es mg 


Timkin Bearings 
Remington 
Arms 


Shapleigh 
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While the initial cost of 
Eveready Prestone is more 
than that of ordinary anti- 
freeze solutions, it is eco- 
nomical to use because there 
are no replacements all 
winter, except to add water. 
A can of Eveready Pres- 
tone contains the pure un- 
diluted product—no water. 
For use in automobile 
radiators water is added 
according to the degree of 
protection desired. One 
gallon of pure Eveready 
Prestone is equal in pro- 
tection value to two gallons 
of the usual water-diluted 
anti-freeze solutions. Ever- 
eady Prestone is put up in 
1-gallon and ¥2-gallon cans. 















































the perfect anti-freeze 


EVEREADY 
PRESTONE 


EVERY MOTORIST WILL THANK YOU FOR SELLING HIM THIS BETTER 
COLD-WEATHER PROTECTION 








(ETHYLENE GLYCOL) 


For the preparation of anti-freeze solutions as covered 


by U. S. Patent 1213368 








LLIONS of car owners are learn- 
ing through national advertising 
that science has at last produced an ideal 
anti-freeze, an anti-freeze that does not 
require renewal, that never deteriorates, 
that never clogs nor leaves deposits, nor 
overheats, that is absolutely harmless 
and safe. Eveready Prestone, the 
perfect anti-freeze, is rapidly becoming 
as well known as Eveready Flash- 
lights and Eveready Radio Batteries, 
other products of the National Carbon 
Company, Inc. 

Eveready Prestone contains no water. 
It is a definite chemical compound— 
not a mixture containing alcohol, glycer- 
ine or similar substance, and should not 






























be confused with any other anti-freeze. 
In actual use, by every test and trial, 
it has proved to be the one product that meets every 
specification set up by the U. S. Bureau of Stand- 
ards for an “ideal anti-freeze.” 

Eveready Prestone is sold in its pure undiluted 
form. Water is added in quantities depending on 
the temperature for which protection is necessary. 
The list price of Eveready Prestone is five dollars 
a gallon. It is most economical to use, however, 
because one filling lasts all winter. It will not boil 
off under normal operating conditions, and no fur- 
ther additions are necessary unless the liquid is lost 
by leakage or through the overflow. Water boiled 
off or evaporated should, of course, be replaced. 

Eveready Prestone has the unconditional guar- 
antee of the National Carbon Company, Inc. Take 
advantage of the big demand that national adver- 
tising is creating for this new winter profit-maker. 
Order a supply of Eveready Prestone from your 


jobber. 
Manufactured for 


NATIONAL CARBON COMPANY, Inc. 
iia San Francisco 


New York CE 


by Carsipe AND CARBON CHEMICALS CORPORATION 
Units of Union Carbide and Carbon Corporation 


14 wor oints of 


iF py. superiority 





Gives complete protection 
Does not boil away 


Positively will not 
damage cooling system 


1 
2 
3 
4 Will not heat up a motor 
5 Will not affect 
paint or varnish 
6 Non-inflammable 
7 
8 


Odorless 


Does not become viscous 
at low temperatures; will 
not decompose at high 
temperatures 


Y Never deteriorates— 
economical to use 
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“How can anyone make money 
on hickory handles . 9 
if he sells them like nails . 


We speak from experience. Two years ago we 
introduced the American King Special Selected 
Hickory Axe Carton, each handle a picked item. 





































Dealers saw the advantage. They liked the clean 
carton, individually protected axe handle. So did 
their customers. They were willing to spend a 
little more for a quality handle individually pack- 
aged and displayed so attractively. Contrast this 
with a dusty, dirty handle taken from a pile under 
the counter. 


Now we offer five items in American King 
Handles, as illustrated, packed 1 dozen in a beau- 
tiful display carton, nicely colored and neatly 
labeled, with each handle packed in an air-tight, 
glassine, dust proof envelope. 


Each handle is made from hand-split second 
growth hickory, finest quality, with octagon spring 
neck, oval flexed grip, swelled butt and high lustre 
wax finish. Scout, Hunters’ and Camp Axe are 
oval. 


We can help you increase your average price per 
dozen and make handle selling more profitable. 


AMERICAN HANDLE COMPANY 
JONESBORO, ARKANSAS 


i 9S alae » sia oiliblore 174 N. Wacker Drive 
I, Ma, SOUOO. occ ckc ec cce gad 486 E. 22nd St. North 
ee ree 41-49 Lincoln Ave. 
SS!) re 1103-1105 Noble St. 
Ne ee or P. O. Box 1011 
Atlanta, Ga., Office.........707 Fourth National Bank Bldg. 





ee I SEs on 5.0 we 8 Saco wae 00 1715 California St. 
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ATKINS NEWEST DEVELOPMENT 


IN 
Cross Cut Saws 




















ATKINS NEW CROSS CUT SAWS 
NOS. 7 AND 8 


These Cross Cut Saws “THE METEOR” are posi- 
tively the finest and best—the most modern develop- 
ment in the history of saw making. 

They offer new sales possibilities to hardware job- 
bers and dealers. Their construction is individually 
and exclusively ATKINS, and there is nothing in the 
saw world that will equal them for: 


Ease of operation 
Rapidity in Cutting 
Life of cutting edge 
Rapid turnover 





Sara SNUINMLV  w3: 





’ These METEOR Saws are being advertised all over 
the United States, east of the Rocky Mountains, with 
specific direct mail advertising among farmers and tim- 
ber cutters. Once a saw user gets his hands on one he 
wants it—it will pay you to have “THE METEOR” 
Cross Cut Saws in stock. 

Made in two patterns, No. 7 Wide Pattern, and the 
No. 8 Narrow Pattern. 
Complete details and prices of these modern saws on 


request. 
Specify “THE METEOR”’—“THE FINEST ON 


EARTH.” 
THE SAWS WITH THE BLUE STICK 


IT PAYS TO FASTER CUTTING 


SELL BETTER 
SAWS LONGER LASTING 


NARROW 
PATTERN 


E. C. ATKINS & CO. 


Established 1857—The Silver Steel Saw People Home Office and Factory, INDIANAPOLIS, IND. 
Canadian Factory, Hamilton, Ontario Machine Knife Factory, Lancaster, N. Y. 


Branches Carrying Complete Stocks in the Following Cities: 


CHICAGO NEW ORLEANS PORTLAND, ORE. SEATTLE PARIS, FRANCE 
MINNEAPOLIS NEW YORK CITY SAN FRANCISCO VANCOUVER, B. C. 
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The Outer Seal i 
HE Schrader Valve Inside is the first and he Sedvedile a 
main defense against the escape of air. 880 Valve Cap 


Its construction is such that the spring, 
being at the bottom, will not force the red 
rubber seat washer against the metal plug 
directly above it until actually in service in a 
valve stem. Thus the seat washer is kept free 
from premature wear and deteriorating spring : 
pressure and, when put into use, has a smooth, + SS | The Inner Seal 
air-tight contact surface. ; ‘ is the Schrader 


The Schrader No. 880 Valve Cap is the Valve Inside 
second protection against the escape of air. It 
seals the mouth of the valve stem and prevents 
loss of air even though the valve inside may 
be worn out. 


The experience of generations devoted to 
the manufacture of valves for sealing air is 
built into the Schrader Tire Valve. It is a 
scientifically constructed mechanism made 
according to proven principles of air control. 


Re 


AAAAAA 
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— 


A. SCHRADER’S SON, INC., BROOKLYN, N. Y. 
Branches Subsidiaries 
Chicago - Toronto - London Akron - Los Angeles - Paris + 


| 
‘Weeereues wirt 











i] 





HARDWARE AGE for JANUARY 12, 1928 























Progress with ALLEN’S 


For the past number of years ALLEN 
Dealers have enjoyed steadily increas- 
ing business in the sale of ALLEN’S 
Parlor Furnace. Each succeeding 
year, sales have exceeded the previous 
year’s record. 


This phenomenal sales growth is at- 
tributable to ALLEN’S consistent na- 
tional advertising—ALLEN’S liberal, 
co-operative dealer sales and ad- 
vertising plan—ALLEN’S “Oldtime 


Fireside Cheer’”—ALLEN’S Heat 
Radiating Fins. 

With the continuation, during 1928, 
of ALLEN’S Progressive Policy, on 
a bigger scale than ever, the outlook 
for ALLEN Dealers is exceptionally 
promising. 

ALLEN’S is sold through only one 
dealer in a territory. If there is no 


agency in your town, NOW is the time * 


to write for it! 


ALLEN MANUFACTURING CO. 


Stove Specialists for Over a Quarter Century 


Nashville, Tennessee 
Distributed from Stock in the Following Cities: 


BOSTON MINNEAPOLIS PORTLAND 
SYRACUSE KANE GRAND RAPIDS 
DES MOINES ST. JOSEPH SEATTLE 
MILWAUKEE COLUMBUS 
HARRISBURG MISSOULA SAN FRANCISCO 





The “Oldtime Fireside Cheer,” developed 
and patented by ALLEN, has proved, 
for ALLEN Dealers, the biggest sales- 
winning feature ever incorporated in an 
above-the-floor furnace. When the outer 
doors swing open, ALLEN’S gives all 
the cheer, comfort and restfulness of 
the old-fashioned fireplace. With the 
doors closed, ALLEN’S resembles a piece 
of beautiful period furniture. 


ALLEN'S 


Parlor Furnace 
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DIETZ lanterns in 


your stock- good for 
dollars any time! 


DOLLAR BILL is always good for a dollar—It has KNOWN 


value. 
The same can be said of Dietz Lanterns. 
Moreover—Dollar Bills are always in demand—and so are Dietz Lanterns. 
Because of known value and unfailing demand most hardware merchants 
sell Dietz Lanterns exclusively. 
R. E. Dietz CoMPaAaNy, NEw YORK 


Largest Makers of Lanterns in the World—Founded 1840 
Output Distributed Exclusively Through the Jobbing Trade 
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POULTRY NETTING 


Galvanized Before and Galvanized c/fter Weaving 


Sed PPL LLL LOL LO LL LOI I AI IE” IA ASPEIPL ALL LOA A I MD 


—_ 
and 
Dark 

Finish 


= ‘a Ee — 
: an u BE REGULAR 
i = GRADE (12x 


13 mesh) and 


2 L 14, 16, 18, 20, 

j Y 24 and 30 

: eager » mesh, also 

< ‘ Hy EXTRA 

—__- Ar ____. m HEAVY 
Pe. 


GRADE (14 
Mesh only) 


—_j = = 


GatvanizeD Sreet Wine biel 
lt Grades 


ee Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 


Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 
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Illustrated are a few of teen many kinds of nuts that go to make up 
a complete line of Foster Nuts, a line that has been as carefully de- 
veloped as our complete line of bolts and cap screws, and special 
attention is called to our 


HOT PRESSED NUTS 
COLD PRESSED NUTS 
SEMI-FINISHED NUTS 


All Foster semi-finished nuts are milled from the bar and all ma- 
chining and threading is especially careful and accurate. 


Remember in thinking of us with reference to bolts and cap screws 
that our nut line is just as well developed in every way as our bolt 
and cap screw line. 


THE FOSTER BOLT & NUT MFG. COMPANY 


CLEVELAND CHICAGO 


Union Ave. and East 72nd St. 6249 to 6265 West 65th St. 
Telephone Broadway 0840 Telephone Hemlock 4484 


FOSIER f r BOLTS“ NUTS 


CAPS CREWS 
Personal Service ™% 


in Big Business 
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AND PRODUCT 


oD = PD. 
PROTECTION 4 








@C. F. Co. 1928 





1928 


Lawn 
Fence 
Profits 

















What will you write q here 
—a year from today? 


The answer depends on two things: The 
fence you sell, and your plan for getting the 
business. 

Successful hardware merchants concentrate 
on Cyclone “Red Tag” Fence because it is 
the easiest fence to sell. Nationally adver- 
tised for years, known to millions. No time 
wasted talking up its merits. 


And they boost their volume by talking 


fence—telling home owners about the ad- 
vantages of enclosing their premises. Safety 
for children, protection of lawn and flowers, 
increased value of property—these are the 
arguments that keep the cash register jin- 
gling. 

Only a few weeks now until the active sea- 
son begins. Be prepared! Order Cyclone 
“Red Tag” Fence from your jobber today. 


CYCLONE FENCE COMPANY 
Main Offices: Waukegan, IIl. 


GA CH-ALL Works and Offices: North Chicago, Ill.; Cleveland, 


Basket Ohio; Newark, N. 


J.; Fort Worth, Texas. 


Pacific Coast Distributors: Standard Fence Co., Oak- 


A high-grade rubbish consumer. 
Baked green enamel finish. We 
also manufacture the ‘‘Junior’’ Portland, Ore. 


land, Calif.; Northwest Fence & Wire Works, 


Burner Basket.  Low-priced to Direct Factory Branches in All Principal Cities 


get the big volume business. 










lone °° 


REG.U.S. PAT. OFF. 


ence.°Gates 








They look for the 
Red Tag,” the 
Mark of Quality. 
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The most complete line 
—simplifies buying 


STANLEY PLAN No. 16 


How to make an 





STANLEY PLAN No. 1 


How to make a 


























Kitchen Cabinet 








STANLEY PLAN No, 17 


How to make a 





Tea Wagon 
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What the Stanley plan service 
will do 


We not only make tools but we 
now offer you a way to sell more of 
them. Last year hardware dealers 
sold thousands of Stanley Plans and 
Books. Every purchaser of a Stanley 
Plan or Book becomes a prospect for 
a multitude of items that you carry 
—tools, hardware, paint and wood- 


for you 


working accessories. Feature this ser- 
vice. It will attract new customers 
who now use tools only occasionally. 
It will build new business that grows! 

There is not enough room here to 
describe this Stanley Plan and Book 
service in detail, but we will be glad 
to send you full particulars. 


THE STANLEY RULE & LEVEL PLANT, New Britain, Conn. 


New York Chicago San Francisco Los Angeles Seattle 


STANLEY TOOLS 











HARDWARE AGE for JANUARY 12, 1928 




















HARDWARE AGE 


Follows Hardware 


HEREVER hardware goes, Hard- 
ware Age is sure to follow. 





Hardware is sold everywhere—Hardware 
Age is read everywhere. 


Each issue contains sound merchandis- 
ing ideas—ideas that move merchandise. 
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~ Hardware Age 


239 W. 39th Street, New York City 
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“Color in the Home Issue” 


Publication Date—Feb. 9, 1928 


We are witnessing a remarkable renaissance in contemporary taste, re- 
flected dramatically by the movement for an increasing use of color in the 
kitchen and living room. Without retracing the genesis of this startling cur- 
rent trend, it is obvious that it is satisfying a profound hunger for a more 
varied and polychromatic background of living. 


It is a tribute to the acuity and intelligence of manufacturers that they 
have seized upon the expansive selling opportunity presented by this demand 
for colorful kitchen and household equipment and are energetically exploit- 
ing it. 

The hardware merchant will undoubtedly enjoy the largest benefit from 
this movement as he represents the most influential outlet for all kitchen and 
household merchandise which lends itself to a colorful treatment. 


A special cooperative effort in the form of a “Color in the Home Issue” 
will be published by Hardware Age, February 9, 1928. It will consist pri- 
marily of an insert printed in four colors—red, blue, green, yellow—and 
black, on heavy, coated stock. All phases of the color in the home move- 
ment will be treated editorially, and generously illustrated. It will seek to 
cement definitely the opportunity offered hardware merchants. 


Manufacturers are cordially invited to join in this effort. Space is avail- 
able for 24 manufacturers, enabling them to reproduce their merchandise in 


color on insert stock. 


A printed dummy of the editorial section will be mailed to you upon re- 
quest, or if you prefer, a representative will call with it and assist in plan- 


ning your advertisement. 


Advertising Forms Close January 20., We recommend that you give 
his issue prompt consideration to enable us to satisfactorily care for your 
requirements. Wire your reservation collect. 


Rates for Advertising in Color Insert 


$300 per page, including any two of the designated four colors, in 
addition to black. 


$350 per page, including any three of the four colors, in addition 
to black. 


HARDWARE AGE 


239 West 39th Street, New York City 
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NEW 
Radiant 
Display 

Board 


NEW 


Masterpiece 


Color 
Cards 


Advanced 
Idea in Modern 
Merchandising 


Colors 
Appropriately 
Framed in Gold 


A Quality Display Worthy of a Quality Product 


Here is a counter stand preeminent. A gripping, vital 
little salesman that will earn his keep wherever you 
put him. For counter or shelf this beautiful panel 
stand, finished in gold and showing the colors of 
KYANIZE Lustaquik Finish, carries sales suggestion 
as well as a real impression of KYANIZE quality. 


zAyanize 


An actual half pint can is mounted in the center 
so that a complete picture of the product and its colors 
is at once apparent. About 16’ inches wide at the 
base and a little over a foot in height. It can be 
placed most anywhere. Wherever used it is brimful 
of salesmanship. Just the thing to clinch the sale. 











LUSTAQUIK FINISH [= 


Not Another Lacquer— Nota Hasty Compromise 
But an Entirely New Product That Anyone 
Can Use with Satisfactory Results. 

Dust free in Sixty Minutes— 

Hard in Four Hours 


 Gramize! 


‘LUSTAQUIK | 
4 FINISH 


Comes ready for immediate use—no expensive thin- 
ners required. 


Has no offensive odor and does not settle in the can. 
No special skill required to apply it. 

Just brush it on. 

Suitable for all interior work on furniture, walls 


and woodwork. 


Produces a beautiful, lustrous finish that is water- 
proof and durable. 


Handsome color card and full information will be 
sent you on request. 


DEALER’S COUPON 


Iam nota Kyanize Agent but I would like your book, “How to Profit With 
Kyanize”’, which I understand you will send to me FREE and without 
further obligation if there is now no active Kyanize Agent in my immediate 


BOSTON VARNISH COMPANY oe 
Everett Station 
Boston, Mass., U. S. A. 


Dealer's Town and State 


Printed in U.S. A. 








Gold Tloor <-~ 
Cabinet === 


Nearly four 
feet of 24 Karat saies- 


fy, Al 
manship. This beauli- & VALET < vr 
ful stand is free with Wor ~ ) 
the“ small investment”’ d hoes WAS 


assortment, 


Free Can and am) 


_- 
Brush Sales Plen ten hl compels: 


LSE 


To induce those who have 
never tried Kyanize Floor 
Enamel to apply it and learn 
its merits firsthand. Brings 
permanent customers at no 
cost lo you. 


Show Cards 
Beautifully lithographed—size 15" x 
24’’—a real silent salesman. 


Printed in U.S. A. 


antze 
FLOOR ENAMEL 


Makes Good For 
EVERY Dealer 


HETHER your customers apply it to 

wood or cement floors, K yanize Floor 
Enamel stays “sold”. Nine solid colors make 
possible an infinite variety of attractive “‘in- 
between” shades. Wherever applied, K yanize 
Floor Enamel is tough, durable, handsome; 
quickly applied—you can guarantee absolute 
satisfaction. Externalsurfaces, too—for K yanize 
Floor Enamel gives prolonged satisfaction on 
outside porch and piazza floors and steps, on 
boat decks and on stone and concrete sur- 
faces. It prevents dusting common to con- 
crete. Acid-proof, sanitary, easily cleaned, 
durable—all that we claim for K yanize Floor 


Enamel—it will do! 


A FREE 
Floor Display Stand With 
Your Purchase 


Each square foot of store space is a square 
foot of selling space for those who will use 
it. Sales come easily when you put in the 
Kyanize Floor Enamel Gold Display Stand 
shown on this page. Get it—it’s FREE with 
a small assortment of Kyanize Floor Enamel. 
Your small investment order also brings you 
the advertising helps and all other business- 

getters shown here. 

Like all K yanize products, K yanize Floor 

Enamel is widely advertised and profit- 
able to sell. Write today for our complete 
proposition—how youcan become the K yanize 
agent for your locality. It means a better ~* 
business and bigger and steadier profits for 


you. Do it NOW! 


BOSTON VARNISH COMPANY 


Everett Station 


Boscon, Mass., U.S.A. 


RS NITRO 


[FLOOR ENAMEL ||) 


Color Cards 
Handsomely printed in colors—furnished 
free in liberal quantities, 


FLOOR 
ENAMEL 


Try Ths, Wall You? 
It’s Very Easy 


Special Circulars with Coupon 
Imprinted with your name FREE for mail or 
package distribution. Brings in new customers. 


FLOOR 
ENAMEL 


Illustrated Letters 
Sent direct from factory to selected list of your 
own making. 


Striking color panels enciosed in a beautiful gold frame. 
Durabie and washabie. Free to Kyanise Deaiers. 
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100 lineal feet to the 


It never rusts. 


Our Other Brands of Screen Cloth 
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It comes in 14, 16 and 


18 Mesh, in even inch widths 18” to 48”. 
roll. You cannot sell a more satisfactory wire cloth. 
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The Zinc provides the neces- 


Cortland Gray-wick 
Wickwire Premier 


White Metal Finish 


Cortland Black Enameled 


Your jobber will supply you 


ROTHER 


Bronze Screen Wire Cloth 


B 


Pe 


ESTAS LISHED 1673 


Customers have written us that WICKWIRE BRONZE Wire 


Cloth is still good after 24 years of service. 
Every operation from raw material to finished product is done 


under our own supervision. 


WICKWIRE BROTHERS 


sary tensile strength, as well as the ability to resist corrosion, 


quality. WICKWIRE BRONZE is made from a special alloy 
which rapidly ruins pure copper. 


This unusual service is the best proof of satisfactory wearing 
of 90% Copper and 10% Zinc. 


after roll has withstood the severest climatic conditions. 
WICKWIRE BROTHERS BRONZE Screen Wire Cloth is 


is not affected by salt air, acids or gases. 
always made from Full Gauge Wire. 
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Still Good 
After 24 Years 


Of Service 


Costs More 


Than Steel 
Wire Cloth, 


But— 
Difference 
In Service 


More than 


the 


Returns 
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No. 34-64 

Gasoline 

No. 34-54 Powered 
Power 
Pulley 


The 
HORTON No. 34 
SERIES 


The Horton No. 34 Washer in its 
three types—electric, gasoline or 
pulley power—is a real leader. It is 
very attractive, remarkably quiet in 
operation and practically service- 
proof. It has a splendid burnished 
copper tub, new type wringer with 
semi-soft roll, and an improved 
double-tilt drainboard. 


No. 34. Electric 


HORTON “honest 


G40..D D....2. +6 DB £2. oe. 7 88 T 
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HOLESALERS of America and 
Horton are working hand in hand to 
benefit you—the retailer. A virtual partner- 
ship exists between us. It has been brought 
about by a mutual desire to be of service to 
you—not to exploit you. 


For that reason, and for no other, Horton 
Washers and Ironers are distributed by 
your jobber. This is a logical method of 
distribution —fundamentally sound—inev- 
itably profitable for retailer, wholesaler and 
manufacturer. 


The preference to buy from a store is grow- 
ing. You have noticed the most certain trend 
towards buying from responsible retailers, 
rather than from high-pressure house-to- 
house canvassers. Surely more permanent 








HE complete Horton line includes the Automatic Ironer, and wood and 
copper tub washers, suction and agitator types, in electric, gasoline, 


“Partnership 


Manufacturer and 
Wholesalers Have 


Joined Hands to Benefit 
You—the Retailer 





good comes to you if you build your busi- 
ness through your own store. Selling prod- 
ucts of high quality in this way builds good 
will for you—and good will is the.true basis 
of continuing success. 


The harmonious partnership existing be- 
tween jobbers and Horton enables you to 
capitalize to the fullest extent this read- 
justment to normal buying habits. By fol- 
lowing basic principles of merchandising 
which have proved themselves for years 
and years, we all build a solid foundation 
for the future. 


Again we state this fact: The recognized 
high quality of Horton Washers and Ironers 
is a definite result of low cost distribution, 
through the jobber. 


power pulley or hand power. It meets the needs and purchasing power of 


every prospect. Write for details, and the name of our jobber nearest you. 


HORTON MANUFACTURING COMPANY 


1101 Fry Street, Fort Wayne, Indiana 


HORTO 






41 














Washers 


lroners 




































and above all else GOOD FRIENDS 
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>) PRESTON. 


PRODUCTS 
Carry Unusually Big Profits! 


HERE’S more profit for you in the — equal or better in quality than competing 

10 PRESTO SANITARY PRODUCTS products. Turn-over is fast—one item sold, 
shown below, than in any 10 similar helps sell others. 
products now on the market. We can prove Window and counter displays, samples and 
this statement to your complete satisfaction. sales literature are all a part of your first 
order. National and local adver- 
tising will help you sell Presto. 
If you want bigger profits back 
Presto Products. 


If you’re in business to make money 
you can’t afford not to handle Presto 
Sanitary Products. Here is a line sold 
only to the hardware dealer. The 
trade you build on Presto is yours. Te Special Introductory Offer — Dealers: 
There is no necessity for cutting Write for complete facts and special 
prices — you have } introductory offer. 
110 cut-rate compe- == Quickly Jobbers: Send for 
tition. It’s a line —pemores % stopped 2 Positively Prices and com- 
that willbringyou 3 yel/ow — Taek || </eans plete information. 


stains Ca without 


repeat business of instantly 6 pabes Wr scratching The CHAMBERLAIN. 


women. 7 t HABER CHEMICAL 


Each item is strict- COMPANY 
1105 West 11th Street 


ly guaranteed to be ——- - : Cleveland, Ohio 





Won't i Miraculous 
scratch fap a . forcleaning 
the finest oe ha AW, silver 
surface e 





World’s best 
2 wood-work 
CLEANER we cleaner : 
Cuts win- it Gey Alsoexcel- |<», | Pee aieres 
dowclean- Rha F_i lent fireex- eh be ges s a natura 
ingtime \arw |i tinguisher | *) This item lk my | wood oils 
_ We 8 i} never fails to | — ae | 
—— ; eR bring repeat te ol 
[SEV CLEANY’ ‘OIL SOAP. 


sales St SOL, 


AN EXCLUSIVELY HARDWARE LINE 





8 : 2) a 
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The WC! Display Case 
makes an ideal back- 
ground for a_ general 
tool window 





Dealer Helps That Actually Move Tools 


A store window is about as good an advertising medium as any hardware 
dealer could desire, providing he knows how to use it. There are a hun- 
dred items of merchandise that have little appeal when merely laid in the 
window. They do not stir the imagination; they suggest no possible use; 


they lack attention-getting value. 


















Many tools come under this classification. And that is why Crescent 

dealer helps furnish the touch which makes a window display effective. 
“mms, They make suggestions—they get attention because they 

have color and human interest. 

There are now over one hundred thousand Crescent little me- 

chanic cutouts distributed among the trade. They have produced 


ne results for thousands of dealers. How about you? 


CRESCENT 
TOOL COMPANY 


204 Harrison St. 
Jamestown, N. Y. 











Crescent Cutouts and a com- 
plete set of window cards 
“e will be furnished free on 
ae request. Order yours now. 
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Building Fence Sales for You 


HE “Pittsburgh” line of fences, which in- 

clude hinge-joint and stiff-stay fences for 
farm, poultry and garden, and beautiful Pitts- 
burgh Lawn Fences, are extensively advertised 
in your community. Here are the farm papers 
and magazines on our Spring list, and one of 
the advertisements in reduced size. 


This advertising is supported by local co-op- 
eration with our agents and has only one pur- 
pose, to help them sell more Pittsburgh Fences prof- 
itably. Ours is the most complete and distinctive 
line of fences on the market, backed by a real 
guarantee so you can stand back of every rod 
you sell. Write for our agency proposition. 





(Pittsburgh Steel Co.) 





Pittsburgh New York Detroit Chicago 


Memphis San Francisco 











You have « right to expect the fence you buy today 
to give you greater service per dollar than any fence 
you ever bought before. You have a right to de 
mand a guarantee —not a weak-kneed, evasive guar- 
antee but a red-blooded. man-size, positive guar- 
antec of satisfaction. 

That is exactly what you get with all Pittsburgh 
Fences. The most durable steel that can be drawn 
into wire! The heaviest coating of vine that can be 
successfully uriited to wire without cracking Yet 
you pay no more than for ordinary fence! 


special formula for stee! which has unusual strength 





h 

















Fences |) 


STIFF-STAY OR HINGE-JOINT : 


Your guarantee of fence value — 


sand 6 particular alfiaity for sinc gatvestislags: and’ 


Fences are made in the widest range of 
styles and designs. Pittsburgh Columbia Fence iv 
of hinge joint construction. Pittsburgh Perfect 
Pence is the electrically-welded, stiff-stay type 
Both adhere to highest quality standards. Both 
carry ous unqualified:guarantee. You are also sure 
of the saroe high quality when you buy Pittsburgh 
barbed wire, gates. steel posts and wire nails 


FREE: Valuable books 


‘These remarkable Pittsburgh Fences are described in our 
new Catalogue, sent free on request. At the same time we 
Will send you our useful book. Farm Records 


¢ 
Steel Co 
Union Trust Buz Pittsburgh, Pa 


ENTLEMEN: Please send me FREE your cate 
logue and farm record book 





Newitt 





Adtrem ices chen cbiieinaveen lia mansinaiimacantions 





» Good fences make better farms 
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A COMPLETE LINE 
FOR EVERY SERVICE 


FIG. 2216—> 


For two guns. Quad- 
ruplex Pump —chain 
driven—300 gal. tank. 





















For one gun. An 
ideal rig for vine- 
yards. Duplex pump 
—belt driven — 100 
gallon tank. 


FIG. 2177 —> 


For one gun. Recom- 
mended for communi- 
ty or ring spraying. 
uplex 
pump— 
chain driv- 
en—100, 
150 or 200 
gallon tank. 














FIG. For two guns. Quadruplex pump 
2215 —200 gallon tank — chain driven. 








Myers Power Spray Rigs have low down trucks or chassis. 
All steel- compact and sturdy. Low Down—Short Turn. 






@— FIG. 2213 


For two guns. Duplex 
pump — chain driven 
—200 gallon tank. 


FIG. 2153 


For one gun. Duplex pump— belt 
driven—150 or 200 gallon tank. 


FIG, 2230 


For one gun. Duplex pump —belt 
driven—150 or 200 gallon tank, 
trucks not included. 


















Wherever they spray—and there 
are no exceptions—Myers Self-Oil- 
ing Power Spray Rigs win recog- 
nition for their speed, economy and 
thoroughness. Their uniformity of 
service, their low operation and 
maintenance costs and the service 
rendered through a complete line of 
styles and sizes, pave the way of 
Myers dealers to the widest range 
of power spray rig business. Re- 
cent improvements make Myers 
Self-Oiling Power Spray Rigs even 
more desirable this year than ever 
before. We are ready to mail cata- 
log and quote. Write or wire. 


ae Off your Hat i 
To The 
MYERS OOR % | 


PUMPS — WATER SYSTEMS — HAY TOOLS — Di 


THE FE. MYERS & BRO.¢e: 


SHLAND, OHIO 
ASHLAND SUMP AND HAY TOOL WORKS 




















Our Line of Guns, Ex- 
tensions, Nozzles and 
Accessories is com- 
plete and proven. See 
catalog for informa- 
tion and prices. 






































«FIG. 2205 


For two guns. Duplex 
pump—chain driven, 
trucks not included. 
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Timken Bearings are 
used in the Woodrow 
Washer, made by the 
Woodrow Washing Ma- 
chine Co., Pella, Iowa 








HE prominent place which Timken Bearings 
occupy in the public mind makes them a mer- 
chandising factor as well as a mechanical factor. 


Because the public accepts Timken Bearings as a 
sign that a machine will serve well, wise dealers 
expect Timken Bearings to be present—as a sign 
that the machine will se// well. 


Timken-equipped goods move more easily, take less 
attention after sale, and send in more prospects. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 
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Get the woman’s viewpoint 





99 


on these °* WaTERLESS 
Urensixs 


The second need, _ they 
know, is a cover that fits 
tightly. Run the thin blade 
of a paring-knife under a 
Griswold cover. It can’t 

get in? This snug-fit 

proves to the wo- 
men how these 

covers hold 
in steam 
and flavor. 


Women know their first need 
Jor “waterless cooking” is a 
covered thick pan. This thick- 
ness helps keep food from 
scorching. Show them how 
thick Griswold covered 
utensils are. Women 
seldom neci _ stir 
what is cooking. 


































Women also 






how every Griswold 


has drip-rings. These drip the 
“6 juices constantly over 
ATE R food. Another Griswold pat- 


ented device for flavor, 


LESS Cooking” 

in Griswold Utensils has been na- 
tionally advertised for months. The 
term needs no explaining to cus- 
tomers. It means cooking meats, 
fruits, vegetables in no water, or in 
only the small amount that is ab- 
sorbed in the cooking process. 
Flavors are not dissolved in a lot 
of cooking water; then drained 
away. Naturally dinners have 
clearer tastes. 


Now women want to see the vari- 
ous Griswold “Waterless” Utensils. 
he Triplicate Set—that cooks meat, 
potatoes, and apple sauce in three 
utensils over one burner. The Cas- 
serole—it also bakes puddings on 
top of the stove. The Tite-Top 
Dutch Oven—for top-stove roast- 
ing, or to “water- 

= 6s ” 7eEC0e- A_ different “Aunt 
less-cook vege Ellen” recipe is ad- 
tables and pot  vertised nationally 

et a . every month. Thou- 
roasts. The Self- sands of women 
Basting Skillet. write “Aunt Ellen” 
+ e for these recipes. 
The Self-Basting The “White Pork 
: J Dinner” for _ this 
Saucepan. ' the Tite Top Dutch 
sti ris- ven. “The Russian 
interesting “GTIS- Cob Dinur” for 
wold shapes. the Triplicate Set. 
- . Show the women 
Women with an these are the uten- 
aS sils talked of in 

eye to easy dish those letters. 

washing like the 

smooth brightness of these utensils 
—no crevice or pore. Just lifting 
the utensils proves their quality 


weight. A little shaking shows how 





that finest ‘‘waterless” 
cooking should be self-basted 
cooking. Show the women 









the 


The third need, 
understand, is a very 
low flame. Tell your cus- 
tomers that with Griswold 
Utensils they save—save on 
gas. There are clever ways 
to save more gas in just the 
shapes of these utensils! The 
Triplicate Sets for instance. 


snug is the fit of their covers. 
[:specially are women interested in 
the basting rings. These, inside 
every cover, mean a good, rich bast- 
ing-down of steaming juices; and 
less attending to meats and vege- 
tables while they cook. 

The Griswold bright-colored en- 
velope-tags—special for each uten- 





sil, each a little recipe book for just 
that utensil—insure the housewife’s 
saiccess in cooking at first try! .\dd 
to these facts—the shining beauty 
of these utensils, their everlasting 
quality (even careless maids can't 
dent them)—do you wonder they 
mean sales * 

We furnish attractive window 
trim, display cards, and various dis- 
play booklets with a substantial 
order. If you cannot obtain from 
your jobber, write us. The Gris- 
wold Mfg. Co., Erie, Penna. 















GRISWOLD 
eg. U. 8. y) Pat. Of. 


“THE LINE THAT’S FINE AT COOKING TIME” 
Makers of Extra Finished Cooking Utensils in Cast Iron 
and Aluminum, Waffle Irons, Food Choppers, Reversible 
Stove and Furnace Pipe Dampers, Fruit Presses, Mail 
Boxes, Bolo and other Portable Bake Ovens, Gas Hot 
Plates, Electric Waffle Bakers and Electric Hot Plates. 

© 1928 
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“Dioneer Line” 
Vehicles far Children 


No. 2713 


f 


1928 


Gendron again offers all that’s new and practical 
in Vehicles for Children, Doll Vehicles and Baby 
Vehicles. Gendron “Pioneer” Vehicles have en- 
joyed an enviable reputation for high quality and 
fine workmanship for 56 years. This reputation 
has been jealously guarded, and for 1928, dealers 
will find in the “Pioneer” Line the same careful 
attention to details and exacting choice of mate- 
rials that has enabled Gendron products to “Set 
the Pace” for this long period, plus all the im- 
provements that have been developed by Gen- 
dron craftsmen during 1927. 


Many new numbers are included in the line, all 
of them tried and proven, all of them practical 
and up to date. : 


See the “Pioneer” Line before you buy your 
stock of wheel goods for 1928. 
On display at the New York Toy Fair, 
Feb. 6 to Mar. 10, Breslin Hotel — 
Rooms 414-416-418. 


Send for the new 1928 catalog. 


The Gendron Wheel Company 


TOLEDO, OHIO 
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eAnnouncing 
The ‘New Meisselbach cAutomatic Reel 


(D°9° news for trout ¢ aluminum with the 
fishermen! An 5 


automatic reel with all the 
known dependability and 
fine workmanship for which 


all Meisselbach Reels are 


famous—and for only*5. 


Paying out the line winds up 
the mechanism; a feather 
touchonthethumbpiecereels 
in your trout. Or, if you don’t 
want to disturb your line, the 
reelcanbewoundorunwound 
without moving the spool. 


The Meisselbach Automatic 
is made of a special metal that 
combines the lightness of 


strength of steel. The wind- 


ing mechanism is stout and 
practically wear- proof, 
and is completely enclosed. 
The entire reel is rustproof. 


The Meisselbach Automatic 
is the result of 40 years’ ex- 
perience in the making of fine 
reels. It is the latest member 
of the famous group which 
includes the Meisselbach 
Takapart, Flyer, Rainbow, 
Surf and Neptune—all 
illustrated in a cata- 
logue which is yours (Mt, 
for the asking. 


The A. F. MEISSELBACH Division of The General Industries Company 


Taylor Street 


+ Elyria, Ohio 
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Eastern Representative: Wm. H. Fox, 200 Fifth Ave., New York, N. Y. Southern Representative: Louis Williams & Co., Nashville, Tenn. 
Western Representative: Fred Goetz, 1077 Lincoln Ave., Milwaukee,Wis. FarWestern Representative: Phil.B. Bekeart Co.,717 Market St., SanFrancisco, Cal, 
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is the answer to 


r Ee your question... 


“What Ammunition shall I handle?” 


ITH these three shells — 

High Velocity, Target, and 
Victor, and Peters metallic cart- 
ridges which include Peters Rust- 
less .22’s—you can meet any am- 
munition demand 100 per cent and 
at the end of the year show more 
profit. 
High Velocity is the long range 
game getter with greater speed, 
longer range, and increased shock- 
ing power, a sensational sales re- 
peater wherever stocked. 


Target, for all-round shooting, is 
supplied in standard load combi- 
nations with either bulk or dense 
smokeless powders. 


Victor more than meets the de- 
mand for a popular priced smoke- 
less shell—it is Peters 

High Quality throughout, 
supplied in light and me- 

dium loads. 


With this standardized 
line of Peters Ammunition 


you reduce your stock investment, 
increase your stock turnover, and 
simplify your buying. 


That is one reason why dealers 
who are handling the (P) Brand 
report better than usual profits 
from their ammunition business. 


Two other equally good reasons 
are the wonderful: quality of 
Peters Shells—the exclusive 
method of loading, hair felt wad- 
ding, water-tite bevel crimp; 
round, uniform, polished shot; 
and the other features which make 
Peters the game-getting and prof- 
it-making ammunition it is—the 
other, the great national advertis- 
ing campaign which sells Peters 
Ammunition to shooters and hun- 
ters everywhere. 


The Peters Dealer Plan 
shows the way to more 
profits and satisfaction 
from your ammunition 
business. Ask about it. 


DELERS 
AMMUNITION 
THE PETERS CARTRIDGE COMPANY 


DEPT. A-22, CINCINNATI, OHIO 


Perers fiysttss 22: 


NEW YORK 


y 


LOS ANGELES 
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- ) The Portable Gas Heater 
for Homes Without Gas 


‘THE American Radiant Heater is 2 real gas heater; has a complete 
gas plant built right in it, making its own gas from gasoline. Itis 
portable; may be carried anywhere even while burning. No pipes, 
gas tubing or connections. Smokeless, sootless, odorless. Detachable 
tank for convenient filling, match lighter and built-in pump make 
it easy to operate. In the home, business and public buildings— 
wherever heat is required, there is your market for American Radiant 
Heaters. 


American Ready-Lite Lantern 


The lantern with the blue porcelain enamel top and straight, 
long-life generator. Beautiful in appearance; built for hard service. 
Show it and you will sell it. American dealers are cashing in now on 
the demand for these profitable items. Sold through exclusive dealers 
only. Terms and prices on request. 


American Gas Machine Company, Inc. 


Factory, Albert Lea, Minnesota 
Eastern Branch: 78 Reade Street, New York 
Western Branch: 4242 Hollis St., Oakland, California 


AMERICAN at oon ce s 


Complete gas lighting, cooking, heating service for homes without city gas 
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FRANK A. HOPPE, Inc. 


9 


Standard Quick Movers 


STOCK Hoppe’s Products as valuable sales builders—goods that bring you trade 
often, that sell themselves and help to sell other goods. 
Hoppe’s Nitro Powder Solvent No. 9, for cleaning the bores of all firearms and preventing rust. Hoppe’s 
Lubricating Oil and Hoppe’s Gun Grease. Separate and in combination $1.00 Gun Cleaning Pack. 
Handsomely packed in free counter display cases. Advertised in all leading magazines for sportsmen. 
Sold by the best jobbers. Write direct for free folders and booklets. 


2314-H N. 8th St., Philadelphia, Pa. 


To Stir Up Trade 


Give Hoppe’s Products more display. Every 
sportsman who comes in for a bottle, a can 
or a tube is a prospect for something else. 


























Thoroughbred Roller Skates 


The “kids” all want speed. They 
know that Winslow’s High Speed 
Rubber Rolls will give it to them. 


Get aboard! 





The Samuel Winslow Skate Manufacturing Co. 


Worcester, Mass. 


New York Sales Offices and Warehouse 
85 Chambers Street 


WINSLOW'S 
Skates 





The Year ’Round Toy 
LINDY’S 


! Own Plane 
with Sufficient 
Extra Parts to 
“Spirit, of St. Louis” "2 a 

Pes = ma Set ferent Models. 


CAN BE RETAILED AT $1.50 


Jobbers and Reaalions are reordering this ¢ educating Nov- 
elty, to be prepared for the never ending demand. Nation- 
al advertising is beginning with February Junior Home 
Magazine. Keep your orders coming. 


METALCRAFT CORP., 4215-25 Clayton Ave., ST. LOUIS, MO. 



























IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 














IVES 


New Organization Announces 


A THREE POINT PROFIT PLAN 
for 1928. 


A Totally New Merchandising Policy in 
TOY TRAINS 


Get complete details and see the new line at the New 
York Toy Fair. 


IVES Ane, CORPORATION 
RIDGEPORT, CONN. 
165 Jessie St., San Francisco 


200 Fifth Ave., New 9 5 














TOYS 


Are ACTIVE Sellers 


Hardware Age regularly publishes 
many stories of profits made by 
hardware dealers who handle toys. 
What these merchants are doing 
you can do. 


Read about these successes and 
then turn to the advertising mame 
You'll find that the a 

turers are offering 

worthwhile Be — 


There is real money in toys. 
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Children are great advertisers because they are 
great talkers. 

Sell a child a worthy Toy and every youngster 
in the neighborhood will soon hear where it came 
from and how it “goes” and they’ll all want one 
just like it. 


Besides, 


Toys Pay Good Profits 


And unlike some merchandise, good Toys are salable 
every month in the year. 

Obviously different dealers have different ideas about 
how Toys should be sold. 

Harpware AGE is continually presenting such ideas. 
Interesting articles about how Brown or Smith or Jones 
built up a big Toy trade are always welcome in its 
columns and are eagerly read. 


Read Harpware AGE each week and keep posted on 
what others are doing. 





And when one dealer in a small town can And while Toy trade may come to him who waits, 
originate a “scheme” that sells $500 worth of Toys the dealer who goes after it will get it first without 
in a single week it simply shows what can be done waiting. 


when one really tries. 


Hardware Age, 239 West 39th Street, New York City 


A “Best Seller” 
ALL the Time 

















Here’s a line that sells all year. Boys want it to make things 
with. Dads need it to tinker with. You can’t beat this dual 
appeal as a self seller and profit maker. 


Buddy “L” Chest of Tools 





Not toys—real, the firms you know best—man-sized tools by Po 
(Disston, Stanley, Greenlee and others.) Packed in an iron és 
bound chest that’s painted red—it fairly shouts “STOP— Ps ty 
LOOK—BUY!” Four numbers retail from $13.50 to $25—s0 ,o* gl 
when you make a sale you’ve sold something that means a - “ a 
worth-while product. Send this coupon for discounts. , it : gp 
ot ** ais 
MOLINE PRESSED STEEL CO. eo - l 
Dept. HA. East Moline, III. ot eels oad oe 
Builders of the World Famous Buddy “L” All-Steel-Playthings. a ¢ m2 i es o” 
Eastern Sales Office—200 Fifth Ave., New York oF Oh WS ot” 
Western Sales Office—788 Mission St., San Francisco Pd $ a5 oe rs : 33 ; : 
of oe® © " Rad go" \o 








— 


Rie 


ubnadasatiouacautt oo 


aN A RRR a ER SEE A Katee sete Tee 


EPL TANT PREG RE cif tpt 
POR BR. ‘ 


= 


* 
5 
au) 
tad 
+ 
3 


A iaEl uA, MON eee Ue SALLY. Sie eae 

















54 E HARDWARE AGE for JANUARY 12, 1928 














— 
VF LAL | 


HH, 
| (ie 










ROOMS 
805, 807 


HOTEL BRESLIN 


NEW YORK TOY FAIR / 
FEB. 6—MARCH 9, 1928 SSSSSS== 





A Great Showing of Mengel Playthings 
Popular New Ones—Proved Old Ones 


HAT are the new toys? The answers wait behind the doors ot the 

Mengel exhibition. 9 Every year successful buyers visit the exhibit of 
Mengel Playthings at the New York Toy Fair. In years of buying and hand- 
ling this line they have found it to be, individually and collectively, an ex- 
ceptionally reliable salesmaker. For there are no “dead-wood”, no freaks, 
no space-killers, in the Mengel line. The appeal of every item is pre-tested. 
Its popularity is therefore assured, and it may be bought with confidence. 
This year our exhibit will be at the Hotel Breslin, as usual; and we shall 
reward your visit by showing a group of entirely new Playthings, as well 
as the best numbers from last year’s line. Altogether a bright, varied and 
attractive assortment—rich in appeal and in its sales-making possibilities. 
We will meet you in New York! Or, write for our new catalog. 


THE MENGEL CO., Incorporated, Manufacturers, Louisville, Kentucky 


MENGE Baythings 


JUST FOR 

















Another notable triumph added to the family of 
WINCHESTER STAYNLESS METALLIC AMMUNITION 





<i _—~PRIMING MIXTURE 
| See next page .....- 




















ci 








Winchester Staynless Center Fire Cartridges, 
it will make a world of difference in your sales. 
Last year they bought and tested out the Stayn- 
less .22 Rim Fire Cartridges. They found, as 
they had hoped, that nothing of the old-time 
Winchester accuracy and dependability had been 
lost in making this new type of non-corrosive 
cartridge. They found a cartridge which could 
neither rust nor pit their rifle barrels. When 
they find this same improvement available in 


- When Sportsmen find 
_ that they can buy... 


Winchester Center Fire Cartridges, there will be 
no limit to the new demand. 

With the first success of small-bore Staynless 
Cartridges, in fact, sportsmen asked for Stayn- 
less Cartridges of larger size. It was mighty 


hard to make them with no sacrifice of former 
shooting qualities but now that this has been 
done and they are here—you will find it mighty 
easy to make sales. 
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and 
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WINCHESTER 


TRADE MARK MADE in U.S.A 
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WINCHESTER STAYNLESS CENTER FIRE CARTRIDGES 


You now can offer Staynless Center Fire Cartridges in the following popular calibers—.25-20 
Win. Lead; .25-20 Win. S. P.; .25-20 Win. Superspeed; .25-35 Win. S.P.; 30 Win. S. P.; .30 
Win. Superspeed; .32 Win. Lead; .32 Win. S. P.; .32 Win. Superspeed; .32 Win. Special S. P.; 
32 Smith and Wesson Lead; .32 Smith arid Wesson Long Lead; .32 Colt N.P.; .303 British 
Soft Point; .32-40 Win. S.P.; .38 Short Colt; .38 Colt N. P.; .38 Colt Special; .38 Smith and 
Wesson Lead; .38 Smith and Wesson Special Lead; .38 Long Colt; .45 Colt; .45 Auto Colt 
F. P.; .405 Win. F. P.; .405 Win. S.P. We are extending this Staynless Center Fire line as 
rapidly as possible to include all center fire sizes. Additional calibers will replace the present 
cartridges as they come into production. Soon, therefore, you will have a complete line of 
Staynless Center Fires which is sure to take the sporting world by storm. This is surely “a 
word to the wise.” 


WINCHESTER LESTAYN RIM FIRE CARTRIDGES [120% 


Another new departure—the complete line of .22 Rim Fire Cartridges loaded with Lesmok 
powder for greatest accuracy in target shooting, is now offered with this same non-corrosive 
priming mixture—a combination which reduces rusting and pitting to the minimum. (No 
change, however, will be made in the super-accurate target cartridges—Winchester Precision 
75 and Precision 200.) 


WINCHESTER STAYNLESS RIM FIRE CARTRIDGES 


The Winchester Staynless .22 Rim Fire Smokeless Cartridges, which have everywhere proved 
so popular with shooters, are now available in a complete line. These cartridges have laid a 
firm foundation for your 1928 success with Winchester Staynless Center Fires. 


BE FIRST TO SHOW THE WINCHESTER STAYNLESS LINE 


This line will be publicly announced in February issues of the Sporting Magazines. Get in 
touch with your jobber today. Be first to stock and show the Winchester Staynless line and 
to cash in on the prestige of the Winchester name. 


WINCHESTER REPEATING ARMS CO., New Haven, Conn., U. S. A. 
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~in Vollrath Enameled Ware ~ 








Here 1s the newest, 
biggest sales opportuntty that 
house furnishings ever had! 


LEGRAMS arriving every day 
for rush shipments . . . factory 
working nights to fill orders... 
kitchen utensils being displayed for 
the first time in big show windows 
on Broadway*. . . State Street shop- 
pers in Chicago seeing windows full 
of pots and pans where formerly 
only women’s gowns and finery 
were shown}... every housewife 
crying, ‘“‘I want some, too” 
These are proofs of the im- 


ware and department stores were 
ever offered in kitchenware! 

Only the color-blind can ignore a 
shop window full of this gorgeous 
ware. Only the meanest mind fails 
to get a thrill out of the soft tints 
and brilliant hues in two-color har- 
mony that Vollrath Ware possesses. 


Exclusive two-color combinations 
In Vollrath Enameled Ware in 


Colors woman's natural love of color 
meets its fullest gratification. For 
here are blended, in perfect harmony, 
two or more colors in every pot and 
pan—exteriors of one color, with 
linings of a harmonizing color. 
Many enameled wares employ only 
colored exterior surfaces with the 
ordihary white lining. 
If you are looking for something 
to stimulate interest in your house 
furnishings department . . . if 





mense appeal of Vollrath Ware 
in Colors! 

Here is at once the newest, 
happiest note in household 
furnishings and the greatest 
sales opportunity that hard- 





*One of New York's largest department stores 
featured Vollrath Ware in Colors in six show 
windows for one week—the first time kitchen 
ware was ever shown in these Broadway 
windows. 

Ln Chicago one of State Street's largest de- 
partment stores displayed Vollrath Ware in 
Colors in a window that attracted so much 
interest that it was allowed to stand for five 
weeks. The buyer for the store said that 
never before had kitchen ware attracted so 
much attention. 








Two-CoLor HARMONY 


Vollrath Ware in Colors comes in the following beauti- 
ful two-color combinations: Apple Green, with Ivory 
lining —Delft Blue with Tan—Old Rose, with Nile 
Green— Mandarin Red, with Vollrath Gray —Tanger- 
ine, with Indian Ycllow—Vollrath Gray inside and 
out, with Red trim. 


you are looking for something 
new with which to get people 
into your store. . . and if you 
want a line of merchandise 
with a pull in it such as you 
have never witnessed before— 
put a display of this new Voll- 
rath Ware in Colors in your 
windows and see the results. 

Our salesman will be glad to give 

you full particulars. Or write us 


and we will see that you get the 
whole story. 


THe VoLitratH ComMPANY 
Established 1874 
Sheboygan - Wisconsin 
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EVEREDY 


PNEUMATIC 


SILENT DOOR CLOSER 


No. 1000 


FEATURES 


Handsome in appearance, it not only zs exceptional 
value, but loolcs it. 


Pneumatic, simple in design, but extremely power- 
ful; closes screen and other light doors quickly and 
quietly every time. 


Easy to attach—only tool needed is a screwdriver; 
fits either right or left hand doors. 


' 


Simply turning cylinder adjusts valve to regulate 
speed of closing. 





All Prices 
Slightly More in 
Far West and 


Canada 











Permits door to open wider than any 
other screen or light door closer on the 
market. 


Write for Catalog 


THE EVEREDY CO. 


FREDERICK, MD. 


All Everedy Products are Nationally Advertised and 


are Carried by Leading Jobbers 


maT ie ea 











No tools required to adjust 


air valve. Merely turn 
eylinder to right or left. 


sh ce 
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Only Everedy construction 
allows the door to open 
all the way. 





SS 
One model — designed to 
operate either right or left 

hand doors. 
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Five minutes and a screw- 
driver are all you need to 
attach an Everedy. 


FREE 


MOUNT FOR 
DEMONSTRATION 





Order one dozen closers from 
your jobber, mail requisition 
enclosed with shipment to 
us. We will send mount 
immediately, to which can 
be attached an Everedy 
Silent Door Closer. 
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Hardware 





239 West 39th Street, New York City 


FRITZ J. FRANK, PRESIDENT 
GEORGE H. GRIFFITHS, GpneRaAL MANAGER 
Associate Hditors: 


Show Card Editor: Jos=PH BERTRAM JOWITT 
Copyright 1928 by Iron Age Publishing Com 
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GOEFT EFT aan o 


2305 Davis St. North Chicago, lil. 
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MOE’S LINE For PROFIT 


Poultry Profits depend entirely upon the proper 
feeding and care of the flock and the progressive 
poultry raiser is always in the market for the latest 
and best equipment. 








Raising poultry is no longer a side issue with 
the farmer but is getting his best thought and at- 
tention and he is buying the necessary Feeders, 
Fountains, Hoppers, etc., to save labor and prevent 
waste of valuable feed. 





Moe’s Line is a standard and distinctive line of 
Poultry Supplies. A complete line, so you can 
supply every need, moderate in price and nothing 
better made. 












Make your store headquarters for this popular 
and profitable line. The investment is not large, 
the turnover is rapid, and the profit to you ‘is satis- 
factory and worthwhile. 


Be prepared for the Big Spring Baby Chick 
Season! 


Write for latest Catalog and Prices. 


Moe’s Round Chick Feeders Large Capacity Feeders for Large and Small Flocks 
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TRADE WINDS 


By (lew S. Soule 








Building Cash Business for Others 


HE mail order houses and chain stores thrive 

on loose credits and poor collections; not 

their own loose credits, because they do not 
extend credit; not their own poor collections, be- 
cause they sell for cash, and consequently have no 
outstanding bills to collect. 


What’s the answer? We hardly need to tell you. 
It is so plainly apparent that he who runs may read. 
The chain stores and mail order houses are thriving 
on the loose credits and poor collections of the inde- 
pendent retail merchant, and in many cases he seems 
blissfully ignorant of the fact. 


It is significant that the best customers of the mail 
order houses and chain stores are not those who 
have plenty of ready money. The man with an 
abundance of cash wants quick action for his money. 
He does not want to wait for mail order deliveries. 
He wants to see the goods, buy them and have them 
as quickly as possible. At the. same time he does 
not want to be restricted in choice, and he is prone 
to buy on a quality basis. For that reason, the chain 
store does not appeal to him, strongly. 


You seldom find people with plenty of money 
bragging about the cheapness of an article. They 
are much more inclined to boast of the value and 
exclusiveness of the merchandise they buy. 


It stands to reason, therefore, that the bulk of 
chain store and mail order customers are people of 
moderate incomes with certain set amounts to spend 
during the year. Usually their income reaches them 
at definite periods, and between the income dates 
they resort to credit. . This credit is extended by local 
independent merchants. In other words, the star 
cash customers of the chain store and the mail order 
house are the regular credit customers of the average 
independent merehant. 


Now the extension of credit is economically sound, 
provided the one to whom the credit is extended is 
worthy and the transaction is handled on a business 
basis. The unwise granting of credit not only means 
a money loss to the merchant who grants it, but it 
also means the release of cash to be spent with con- 
cerns which do not extend credit. 


But the greatest builder of mail order and chain 
store business is not the unwisely granted credit of 
the independent retail merchant. Instead it is the 
laxity he displays in the matter of collections. The 
average person who opens an account with a retail 
store fully intends to pay for the merchandise he 
buys. If he is not allowed to buy too much, and is 
courteously but firmly asked to pay on the date speci- 
fied when the account was opened, he will seldom 
side-step his responsibility in the matter. If, how- 
ever, the time limit is allowed to slip by without any 
collection effort, and the income period arrives, it 
is perfectly natural for him to spend the cash he has 
on hand at the stores where cash is demanded. 


If the retail hardware merchants of this country 
were as efficient in collections as they are in selling 
on book account, there would be mighty little money 
spent for hardware in chain stores or through mail 
order catalogs. 


Why it is that an Honest merchandiser, conducting 
a legitimate business at a fair and reasonable profit, 
should hesitate to apply business methods to his 
collection system is one of the riddles of business. 
Most hardware men are capable buyers, with prac- 
tical aggressive sales policies, but they seem pos- 
sessed with the idea that it is almost an insult to 
ask for the cash equivalent of goods when due. You 
don’t fear the customer when you sell him the goods; 
why fear him when the time for payment arrives? 
It is a proven fact that the longer a bill is allowed 
to stand, the harder it is to collect, and the more 
irritated the customer becomes when payment is re- 
quested. And why not? No one likes to pay for 
a dead horse. Besides the regular income makes 
no allowance for payment, after the money which 
was on hand at the payment date has been spent 
in other ways. 

Grant credits wisely with definite agreements as 
to payment. Collect promptly when bills are due 
and repeat the selling operation. In that way only 
can the credit-granting retail merchant successfully 
compete with his modern cash-demanding competi- 
tors. 


Let’s quit building cash business for others. 
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The photos on these pages 
are from the store of the 
Miller Hardware Co., 
Olean, N. Y., where every 
effort is made to further 
the sale of toys. W. B. 
Rider, in charge of the de- 
partment, and A. O. Ewing, 
president of the company, 
attend the New York Toy 
Fair, gaining new ideas and 
information for use in their 
progressive store in Olean. 
Their understanding of the 
children’s needs gained by 
intelligent study has proved 
an efficient business builder 
in this line. 


a 























Selling Toys the Year Round 


Miller Hardware Co., Olean, N. Y., places toy merchandising 
among the important considerations of the year’s business 


IF TEEN years ago the Miller Hardware Co., Olean, are to intelligently serve customers of limited means. 
N. Y., established an all-year toy department on “Children are always welcome to visit our toy depart- 
the second floor, adjacent to the housewares de- ment. We encourage them to do so, and within reason 
partment. President A. O. Ewing made a very simple permit them to handle and inspect our stock. The 
buying rule, which has been observed faith- Revolving display stand used by kiddies of Olean know our attitude on this 
fully during that time and has helped this Marshall Field & Co., to display proposition and enjoy coming to see us. 
? : ~ ee . the Arcade line of toys % ‘ Eas 
department enjoy $15,000 in sales of toys, Often they force their parents to visit our 
dolls, games, juvenile books and the wheel Re co toy department. Frequently such visits re- 
goods, which are closely allied. This rule oe sult in immediate sales. Even though they 
still potent, is to select toys the Ewing do not buy then and there, our toy depart- 
kiddies would enjoy or toys President F ment registers with the parents and children 
Ewing would have appreciated in his child- ’ 7 ® and when they have a need or desire for a 
hood. In other words, this merchant has ; toy we are likely to get the business. 
studied toys, noted the reaction on his own 4 ‘Naturally the months of October, No- 
children and has drawn on his own memory mane vember and December are the most active 
to help him decide which toys to include ae =» selling months on toys, but if we did not 
in his stock. tee have the all-year department we would 
lose a profitable part of the local toy trade 
hest toy merchandising guide. We have in other months and would not be so well 
made a few human mistakes and profited 5 identified as the logical toy source in Olean 
through our mistakes. Our stock now pro- (iia ft. ‘ during the Christmas buying season. 
vides a retail selling range from 25 cents " “Though we display dolls in a glass par- 
to $10. Of course, some of our electric , tition room, we do not object to children 
train outfits run up to and beyond the $100 handling the stock. Our leniency in this 
mark, but 25 cents to $10 covers the matter wins many friends among 
general run of the toy stock. We the youngsters, who soon grow up 
do not attempt to become an im- ~» and become valuable customers in 
portant local factor in the other departments. Consider- 
cheaper toys. Our 25 cent, - — ation for children in the toy 
50 cent and 75 cent items are : departments makes an indeli- 
limited yet important if we ble impression in their recep- 


“Experience,” says Mr. Ewing, “is the 
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tive minds and helps build a 
permanent local good will. 
“In our advertising and sell- 
ing talks we emphasize the all- 
year feature of this depart- 7) 
ment. [very day there is a [ii : 
birthday and every week a : 
party for someone, and if they 
are young enough toys will get 
first consideration as a suitable 
gift. W. B. Rider has charge 
of this department. Each 
year he and [| attend the New 


BiG. CHE OO 
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York Toy Fair to pick up new 
goods and to study trends in 
toy merchandising. At the 
Toy Fair we meet the world’s 
best toy merchandisers and 
from them learn pointers 
which we can adopt in retail- 
ing toys in Olean. 

“When considering new 
merchandise ec the Fair we 
buy stock for the store on the 
same basis as we would buy 
a single toy for one of our own 
children. We also consider 
whether the particular lines we are considering would 
have appealed to us in our childhood days. This simple 
practice has proved very efficient. 

“All our toys are displayed and price marked. In 
many cases we find it practical to arrange toys in price 
groups. Such a plan saves the customer from any em- 
barrassment should he wish the less expensive lines. 

“Our experience is that the more simple toys are the 
best sellers. Juvenile furniture has become very popular. 
The little girls are always interested in attractive dolls. 
The dolls must be attractive and look fairly natural, not 
too painted and not too stiff. Girls are very discriminat- 
ing in their doll choices and the toy buyer should pick 
his stock carefully.” 








The people of Olean, N. Y., are like those in other 
cities. They have an all-year toy need which must and 
is served by some local merchant who wisely features 
toys throughout the entire year. It is desirable that 
those wise hardware merchants who appreciate the 
twelve-month toy market, emphasize this feature of their 
service by an occasional toy window display, a few news- 
paper ads and by the use of envelope stuffers on toys. 
These may be sent out with the monthly statements and 
may be distributed to a selected mailing list. Many 
dealers place a few toys in the windows all the time re- 
gardless of the main theme of the displavs. If this is 
done discreetly, it is a potent factor in building an all- 

year toy business. 
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Jobbers and Juries 


By Saunders Norvell 


HRISTMAS week I enjoyed passing several nights 
C in Pullman cars. It is wonderful how. much 

ground one can cover by spending the entire day 
in one city and then taking a sleeper to the next city. 
No time is wasted. I have come to the conclusion, how- 
ever, that while, like Abou Ben Adhem, I love my 
fellow man, there is one occasion when I despise and 
detest him and have murder in my heart. That occasion 
is in the washroom of a Pullman car at an ungodly early 
hour in the morning. This idea of the daily shave is 
excellent except when the shavers who get there first in 
the washroom monopolize the basins and proceed to shave 
leisurely while the other passengers stand around waiting 
with their clothes in their hands! In these columns I 
believe I have already paid my respects to the early 
riser who gets there first and then sits in the washroom 
smoking a pipe. I have often wondered just what kind 
of man it is who smokes a pipe before breakfast. I 
know he must be different from other men. 

* * * 

Now, on this recent Christmas trip I went quite a 
little distance into the South. In one night I jumped 
from one accent in a Northern State to an entirely dif- 
ferent accent in a Southern State. It was pleasant to 
hear the Southerners on the train talking in their soft 
voices with their Southern drawl. These voices and their 
curious expressions brought back many fond memories. 

* *  * 

I would like to write about some of my sales experi- 
ences on this short trip. I visited several of our largest 
hardware jobbing houses. Some of these houses I had 
not seen for fifteen or twenty years. What a wonderful 
change has taken place! In one of these houses in a 
Southern city I saw six hundred office employees on the 
top floor. This was only a part of the office force of this 
one hardware jobbing house. Their buildings and ware- 
houses covered a number of city blocks. 

oes 


I could not help but reflect as I looked over this 
enormous distributing organization what a splendid idea 
it would be if some of our advertising men in New 
York could take a trip over the country and see some 
of the jobbing houses in the various lines. It is a 
peculiar fact that a large number of advertising men 
seem to have gathered the idea that the jobber is passing 
out of the picture—that his days of usefulness are over. 
I do wish they could have been with me and seen some 
of these houses I have just visited. I am almost inclined 
to start a series of articles describing some of the repre- 
sentative hardware jobbing houses in the United States. 
I wonder if I could do this without getting into trouble! 

* * * 


On this trip I was again struck with the efficiency and 
courtesy of the railroad men. Conductors and brake- 
men become regular Lord Chesterfields for politeness. 
I was again impressed with the difference in the quality 
of the railroad men who man the crack trains and the 
others who handle the destiny of the poorer routes. On 
the main arteries of travel, there are not only better 
roadbeds, faster time and the latest and most modern 
equipment in the way of engines and cars but there are 


picked crews. Not only were the uniforms of all the 
train men and the porters on these palatial fast trains 
fresh, clean and well-pressed but their attention to 
passengers was of the very highest order. These trans- 
continental trains are a splendid illustration of how the 
best equipment can react upon the employee and of how 
the employee, in turn, reacts to the knowledge that he 
is, for instance, a porter on “The Spirit of St. Louis,” 
which is the crack train on the Pennsylvania between 
St. Louis and New York. From the engineer of these 
fast trains clear down to the porters, an esprit de corps 
is in evidence that is lacking on many of the other lines. 
x * * 


Then, with such thoughts about the railroads in his 
mind, a traveler visiting jobbing houses can hardly fail 
to notice the difference in their salesmen. The sales 
force of some houses in personnel, in appearance, in 
attention to a speaker—in fact—in their general make- 
up of intelligence, are far superior to the sales force 
of other houses. It is exceedingly interesting to study 
this difference. Of course the condition of superiority in 
their sales organization on the part of certain houses 
has not been brought about in one year or in several 
years. To my mind, it is an evolution. It is a process of 
selection and elimination. The best have been held. 
The unfit have dropped by the wayside. 

: -— 


One sales manager laughingly told me a little story 
that I think is worth repeating. He said that one of 
their salesmen had just been in the week before and had 
been simply full of trouble. He had a long list of 
grievances against the house. The sales manager listened 
to this salesman patiently for quite a while. Finally he 
said to the salesman “I am not going to argue with you 
about all these complaints of yours. No doubt many 
of them are true. Possibly most of them are true, but 
I just wish to make this remark: We may not be an 
ideal house. On the other hand, did it ever occur to you 
that you are not an ideal salesman? Did you ever hap- 
pen to think that if I were to sit down and think out 
all the things I could criticize in your work, I also could 
make up a long list?’ The sales manager told me that 
this come-back seemed to take this salesman by surprise. 
It had never occurred to him that as a salesman possibly 
he himself had just as many shortcomings as his house! 

xk * * 


My trip was a very interesting one. However, I was 
delighted to get home again. It would be fine to get 
back to my own bed and my own easy chair. Then, as 
I stood in my library, I picked up a slip of paper on 
the table. Jt was a jury summons. I was ordered, under . 
threat of a long list of penalties, to report the very next 
day at an early hour at a certain court in New York City. 
What a time for jury service—just home from a long 
trip and confronted with all the work incident to clos- 
ing up the old year’s business! I must confess that I 
telephoned to several of my political friends in the hope 
of finding some one who could use his influence to get 
me off. All of my friends were either out of town or 
away from their offices. There was nothing to do but 
turn up in court, so I went. 
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Now, I was interested first in the courthouse itself. 
It was a most ornate building. All over the walls, the 
windows, the cornices and the roof this courthouse 
looked as if the architect had planned to see just how 
much work he could make in putting up a building. 
There were hardly any straight lines anywhere. There 
were curves and balls and carved stone at almost every 
possible place. 

a 

I walked through the storm doors and found myself 
in the rotunda of this courthouse. The floor was made 
of mosaic. There were magnificent designs—more work. 
The pillars were of Italian marble, the railings of 
wrought iron and brass. Everything twisted and turned. 
Everything was expensive. At the top of the rotunda 
was a stained glass roof—real stained glass. It must 
have cost a fortune. Everywhere, over everything, there 
was dirt. The stained glass roof over the rotunda had 
not been washed for many moons. The light can only 
struggie through the dirt in spots. On the mosaic floor, 
which reminded one of the ancient baths in Rome, were 
common cast-iron cuspidors and, judging from the state 
of the floors, the gentlemen who used tobacco were very 
poor shots! And the people! They were dirty, too— 
dirty clothes, dirty fingernails, dirty shoes, dirty linen. 
They wandered around smoking cigarettes and cheap 
cigars in all the expensive magnificence of the rococo 
courthouse. 

* * * 

I went to the door of my court room. Three men were 
on guard there. They politely told me that I could 
smoke the rest of my cigar before the jury was called, 
but that I would have to smoke out in the corridor. I 
appreciated their courtesy and so I stood leaning against 
a highly decorated brass rail watching the people. This 
happened to be a criminal court and I tried to pick 
out criminals from jurors, but I think I made a bad 
job of it. 

oe ee 

In one case I-decided that a certain woman was one 
of the criminals but she turned out to be one of the 
victims. In another case I was sure that a man stand- 
ing near the prisoners’ dock was a confidence man with 
a long record but upon inquiry he turned out to be one 
of our most prominent metropolitan attorneys! It is 
queer, isn’t it, that when you size up a lot of people or a 
lot of pictures, it is so difficult—in fact, impossible—to 
tell the sheep from the wolves? 

* * * 


After a while, when I finished my cigar, I wandered 
into the courtroom. There were about two hundrea 
jurors waiting. Each of them held his summons firmly 
in his hand. Along one side of the courtroom, I was 
interested to observe an aisle protected by a wire netting. 
Then I observed that at the end of this aisle there was 
a door. As I followed the outlines of the architecture of 
the buildings through the window, I noticed this court- 
house was connected with the Tombs. It dawned upon 
me that this was the “Via Doloroso” along which the 
prisoners are brought from the jail to the courthouse. 

* * * 


This courtroom carried out the same general architec- 
tural scheme as the rest of the building. Nothing was 
done simply. Everywhere was the evidence of the effort 
to consume labor. I never saw so many balls of all kinds 
in my life. The architect who designed this building 
must have been a pawnbroker once upon a time. Some- 
times these balls stood out of the wood—just one-quarter 
or one-half of a ball. On other occasions there was a 


depression in the wood in circular shape. It occurred to 
me that probably the architect who did this work cut out 
balls in some places, leaving a concave surface, and then 
stuck the same wood on other surfaces, making them 
convex! Even the railing behind which I sat was 
beautifully carved. Now, just imagine all of this carv- 
ing in a dirty city. All the carving made an excellent 
place for dirt to lodge in. 
* * * 

Glancing at the side walls of the courtroom, I noticed 
beautiful Corinthian capitals at the top. This reminded 
me of my early lessons in art, when I learned that a 
Greek artist devised the Corinthian capital just because 
he happened to see a lot of plants growing out of a 
wicker basket, this basket covered with a flat piece of 
wood. The leaves of the Acanthus plant curved down- 
ward over the edge of the basket and from this, all down 
through the ages, we have enjoyed the beauty of these 
classic Corinthian capitals. 

a ae 

However, our architect who decorated this courtroom 
was not satisfied to simply copy the Greeks. He took 
the flat column on the wall and deeply corrugated it. 
Then, half-way up, he arranged a design which looked 
like an ovis poli or some other kind of sheep or steer. 
Ye gods and little fishes! Think of a steer’s head sus- 
pended on a Greek column! Possibly this is some type 
of art with which I am not familiar. It may have escaped 
me in my reading and travels. 

* *x x 

How much better and more in keeping it would have 
been if this courthouse had been simply built! What 
is more effective than a noble, well-proportioned, simple 
building? Then, how much easier it would be to keep 
plain surfaces clean! I have never forgotten the simple 
white marble building erected in the Fifteenth Century 
in The Vatican Gardens in Rome. This building, sur- 
rounded by the trees and flowers, was so restful—so 
dignified—in its pure simplicity! I must admit that this 
one little building in these gardens gave me a greater 
aesthetic thrill than the great St. Peter’s! Poor St. 
Peter’s! There were too many architectural cooks in the 
making of that broth. What unpleasant sacrilegious 
ideas will come to us uninvited! I remember, when I 
stood in the center of St. Peter’s and looked at the high 
altar, that the dark, choéolate-colored, serpentine columns 
reminded me forcibly of the muscle-dancing girls I had 
seen indulging in their contortions in the Desert of 
Sahara ! 

ose 

However, in our courthouse in New York we did not 
have any of these corkscrew columns. I remember that 
even in the chapel next to the Tomb of Napoleon in 
Paris, some architect or artist worked in four of these 
corkscrews. How could they do it? Just imagine a 
Greek temple with the facade supported by ten or 
fifteen dancing corkscrew columns! 

* %* * 


As time passed I became restless. I wandered up to 
the clerk who sat under the Judge’s bench and chatted 
with him. No, he did not have the power to excuse me. 
Only the Judge could do that. He was very polite. 
It is remarkable how polite all of these attendants around 
these courthouses are. I noticed, however, that the men 
in uniform around this court all wore large shields 
and that on their hips something bulged in a rather 
menacing fashion. I do not think that this something 
was a hip flask, either! 

(Continued on page 110) 
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This style lettering is suited to the wallpaper show cards 








The Use of Wall Paper for Show Cards 


Sheets from old wall paper sample books are pleasing 


to letter on, and make distinctive show cards. 


Ma- 


terial may be used several times by simply pasting 
new wall paper over the old. 


By Joseph Bertram Jowitt 


HE use of wall paper for show cards suggests an 

original and artistic idea and is also a practical 

substitute for fancy tinted and colored cardboard. 
Many very effective results may be obtained with some 
of the many beautiful patterns in plain and figured wall 
papers which, when pasted on old cardboard box covers 
or compo or beaver board, make an ideal surface to letter 
on, and if placed in a plain black frame will present 
a more finished appearance. 

The scarcity of cardboard at the present time makes it 
difficult to obtain in some of the smaller towns, but wall 
paper may be had almost anywhere. In this article the 
writer shows visible proof of what has actually been 
accomplished with different patterns of wall paper taken 
from a sample book. 

Of course, it is impossible to reproduce the many 
beautiful tints and colors herewith, but a general idea 
may be had from these illustrations. 

The beginner will find wall paper a very pleasing sur- 
face to letter on; the ink dries quickly and the brush is 
not so apt to slip like it sometimes does when lettering 
on highly glazed bristol cardboard. 





The scheme is to procure a picture frame (without 
glass) any stock size desired. Take the cover or bottom 
of a heavy pasteboard box, or a piece of compo or beaver 
board and cut it to fit the frame; the wall paper is then 
pasted on both sides of board, which gives a double- 
service show card, as both sides may be lettered, featur- 
ing different merchandise. A show card of this character 
will be found most serviceable, as it may be used several 
times by simply re-pasting. The picture frame greatly 
enhances the appearance of the show card and prevents 
the edges becoming bent or broken. Also a card made 
of a dark pattern wall paper may be handled several 
times without becoming soiled. A few tacks or pins in 
the back will hold the card snugly in the frame. 

Pasting the wall paper on the card is a very simple 
process. For those who do not know just how to go 
about it, the following instructions may be of help: 

First of all, in pasting do not use too small a brush, 
as the surface must be covered quickly, otherwise the 
paste will dry in spots, causing air bubbles, making the 
surface wrinkled and uneven. The best, surest and 
quickest way is to apply the paste to the cardboard in- 























HARDWARE AGE for JANUARY 12, 


1928 67 








stead of the wall paper. After the wall paper has been 
pasted on the surface, smooth out any wrinkles with a 
piece of cloth or the palm of the hand, then set aside to 
dry thoroughly before lettering. It is a good plan to 
place some books or heavy weight of some kind to insure 
perfect adhesiveness. 

Some of the rich colorings in floral designs and two- 
tone effects which may now be had in wall papers sur- 
pass some of the most expensive ripple matboard show 
cards, and in comparison the price is very low, as the 
pasting may be done in spare moments. The same color 
scheme may be worked out for small show card and 
price tickets, with very pleasing effects. 

Any of the regular prepared pastes will prove satis- 
factory. A very good, cheap paste made according to 
the old reliable formula of equal parts of white flour and 
starch mixed with hot water will produce the best results. 
A bristle brush kept in water is the best for applying it. 

The beginner should be careful in drawing lines and 
laying out lettering on wall paper, as pencil marks are 
sometimes hard to erase without defacing the wall paper 
pattern. Use a hard lead pencil or white crayon or a 
piece of charcoal. 


The 


cards 


Here is an Idea 
for the Show 
Card Writer 


reproduc- 
tions of these 
give 
a suggestion of 





The alphabet shown herewith in both capitals and 
lower case letters are technically known as “Modern 
poster style”; it is a mongrel extraction of the full 
roman alphabet and very much in vogue nowadays. It 
is a decidedly easy alphabet for beginners and was 
originally designed for speedy work. Each letter car- 
ries the “thick-and-thin” proportions of the roman type. 
The great popularity of this style of alphabet lies in the 
fact that there is no set rule laid down for the exact 
formation of each letter as is generally the case with 
extremes of any kind. For instance, if the tail of the 
lower case “g”’ extends below the line to an exaggerated 
degree, or the letter “s” has the appearance of being 
top heavy, or the letter “o” is twice the size of any other 
letter, it will all be in keeping with this modern style 
of poster lettering. These letters may also be extended or 
condensed to suit any space. The student may impro- 
vise and in his own way often improve on this particular 
type. While the knack of learning to write legible show 
cards is within the reach of the average intelligent per- 
son, the beginner cannot reasonably expect to master this 
important business aid in three or four attempts. 
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their real effec- 
tiveness. The 
beautiful tints in 
the wall paper 
were brought out 
by the gray card- 
board frames and 
the black borders. 
In the case of the 
Valspar card the 
frame was of 
dark olive green 
around a_ wall- 
paper center of 
buff with a beau- 
tiful ripple finish. 
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Making Tools for Bricklayers 
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and Plasterers 


By GEORGE K. GOODWIN 


Proprietor, Wm. Rose & Sons, Sharon Hill, Pa. 


on “Making Tools for Bricklayers and Plaster- 

«“ ers.” A hand too calloused to become that of 
a real journalist can still accept the privilege of con- 
tributing to columns which began to excite my interest 
even before they were born of IRoN AGE. 

The first step in manufacturing that impressed itself 
on my memory was accomplished by two men with 
hammer and chisel cutting diagonally a bar of crucible 
steel into diamond shaped pieces about five and one-half 
inches long. Thirty-three years have passed. The suc- 
cessive forms which this diamond shape is made to 
assume in producing either a Pointing or Brick Trowel 
remain unaltered but American enterprise has revolu- 
tionized the devices by which these transformations are 
obtained. 

Crucible steel bars, however, remain the raw material 
because no other substance has been found to endure the 
exposure to cold and shock of winter building, which 
has become universal. , 

The steel flats are selected of thickness equal to the 
diameter of the shank we will forge and width seven 
sixteenths the extreme breadth of the trowel. The sec- 
tion of the country for which it is intended may determine 
the angle at which the operator must feed the hot bar 
to the guillotine shear. To make a pattern forming an 
obtuse heel angle at the base of the shank, which is so 
popular beyond the Rocky Mountains, the diamond 
shaped piece is similarly made more blunt than it would 
be if an acute heel angle were desired as in the London 
patterns. 

Preliminary to cutting, a stop beyond the shear has 
been set at the point where just the proper weight of 
hot bar will be included between shear blade and bumper. 
At the end of the day three or four tons of hot diamonds 
will have fallen to the ‘floor below the stop. 

By forging the trowel shank from one acute angle of 
our diamond we will get a good grip for the tongs to be 
used in subsequent operations. A length of the piece 
sufficient to form the finished tang is inserted below 
a wedge cut on the upper hammer die. A sloping edge 
of the diamond rests on a wedge on the lower die, the 
length of the diamond, of course, making a right angle 
with the working edge of each V. Two or three quick 
strokes divide our piece into unequal parts with a con- 
nection between them of the same thickness as the desired 
shank and then the smaller part is inserted between sec- 
tions of the dies which have approximately flat faces. 
Where the use of a rolling mill is impossible, no equip- 
ment will elongate metal faster than a power hammer, 
while the work is being given a quarter turn after each 
alternate blow. The force is controlled by the operator’s 
foot on a treadle. The tang is given its final shape be- 
tween grooves rounded into both dies. 

Our forging, now shaped like the head of a spear, 
must be made wider and longer at the expense of its 
thickness. Rolling is the best, method for working 
plates thin enough to be indented too deeply by blows 
of a hammer, so we will leave rolling to length as the 
last forging process and at once plate out our spearhead 


Her Making AGE has invited me to write a series 
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shape to full width of the finished forging under a 
power hammer. Crowned; that is to say, convex, dies 
are used and the hammerman moves the hot blade side- 
wise, back and forth on the face of the lower die until 
a contour is formed which he knows by experience will 
roll to the desired pattern, and thus he makes a rude 
heart with irregular grooves and ridges impressed on its 
face by the dies. 

The shank, still hot, is given its two bends by one 
stroke of a press. The fixed lower die is a concave V 
which receives the tang pressed into it by a convex V 
from above. Thus, projecting from the heart-shaped 
blade, the shank will be a convenient stop to locate the 
piece in the lower roll die at the beginning of each pass. 

The rolling mill suggests in appearance a large clothes 
ringer but the working faces are not continuous cylin- 
ders. Dies project from the rolls and make contact with 
the hot piece during only a quarter of each turn. As 
the direction of rotation is opposite to that of the ringer, 
the piece is thrust back toward the operator until the 
dies swing apart. Then during three-fourths of a rev- 
olution there is an open interval between the rolls permit- 
ting the downward projecting section of the shank to 
be guided inward to meet the notch formed to receive 
it in the near edge of the lower die. The rolling action 
does not alter the width but elongates the blade to a 
smooth sheet tapering in thickness and roughly tapering 
in width. 

Our forging is complete but its irregular edge must 
be trimmed. It is placed upon a flat die enclosing a hole 
having exactly the shape of the trowel blade desired. 
The upper die accurately fits into the hole through the 
lower die and pushes the blade being trimmed with one 
stroke of the press so that it falls to the floor through 
a hole in the press bed below. The irregular edge as 
scrap remains upon the lower die. As in all shearing 
operations, we avoid cutting the entire length simulta- 
neously by making the upper die thicker above the small 
end of the blade so that this thinner portion receives the 
first shock and thenceforth the work is steadied against 
a stop behind the shank at the other end. 

Any wire edges remaining around the circumference 
of the blade are ground against a dry abrasive wheel 
and the back of the shank is given a smooth surface so 
that it will not irritate the finger of the user. 

Heat treatment follows—tempering, the despair of 
the learned but the pride of the experienced—the soul of 
the toolmaker’s job. It is applied to jointers, hammers, 
chisels, plastering—all steel blades—in much the same 
way as to trowels and I am anticipating the pleasure of 
initiating you into its mysteries in a later article. 

Accurately heat-treated blades warp only slightly but 
even now there is some distortion which is straightened 
by hand hammering the blade on an anvil, as Fig. 9. 
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Selling ’ 
Sporting 
Goods 
South 


Carolina 


CTING as an agent for the State License Bureau 
the Ball Supply Co., Charleston, S. C. issues, 
every fall, about 350 to 400 hunting permits. 

Though the State of South Carolina allows the firm a 
small fee for acting as an agent, the real advantage; of 
this service to the local hunters comes from the. sales 
made to those who take out hunting permits. E. Jones, 
who has charge of the sporting goods department, finds 
that he can sell shells to about 90 per cent and to about 
10 per cent he can sell a hunting jacket, boots, camping 
equipment or some other necessary part of the hunter’s 
outfit. 

Charleston’s lovers of the outdoor sports are fortu- 
nate enough to be able to play golf, tennis and other 
healthful games practically 365 days of the year. This 
provides the Ball Supply Co.’s sport goods department 
with a twelve-month, sales market in practically all 
sporting lines. 

Mr. Jones is an outdoor enthusiast and is conversant 
with the rulé& and activities of practically all of the 
sports popular in and.ground Charleston. Like all cities 
with civic pridgyéta} teams are boosted in all the 
leagues and ts of this active Southern city 






ERE are two pho- 

tos of the sport- 
ing goods department 
of the Ball Supply Co., 
Charleston,S.C., where 
an agency of the State 
License Bureau is con- 
ducted. 
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Ninety per cent of appli- 
cants buy shells and 10 
per cent buy other hunt- 
ing or camp equipment, 
says E. Jones, who has 
charge of this depart- 
ment. 





are always interested in the progress of their teams. 
Naturally there are many contests within the city limits. 
Decisions of officials are not always popular with the 
majority and frequently customers are wont to discuss 
such matters with Jones. He avoids being placed in 
position to offer an opinion on such matters just as he 
would avoid a political discussion with a customer. 

It is well to be interested in local sporting events, he 
tells us, but equally as fatal to get caught in any con- 
troversy over some umpire’s alleged favoritism. Many 
sporting goods managers have carelessly allowed them- 
selves to be drawh into such arguments. In doing so, 
says Mr. Jones, they often jeopardize their prestige with 
those taking an opposite view. It is possible to be 
vitally interested yet remain perfectly neutral in such 
matters. This strikes us as good logic worth remem- 
bering. 

All local sporting organizations are solicited for their 
team and individual requirement business. Mr. Jones 
keeps posted on such matters and finds that personal 
calls are most productive. 

The Ball Supply Co. is owned and operated by Elias 
Ball and Isaac G. Ball, brothers. 
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OCATE your juvenile vehicles in a roomy section 

of the store so that children can ride up and down 

an aisle, and your sales will mount up with a mini- 
mum of actual sales effort, according to N. W. Kirkman, 
manager of the Phipps Hardware Co., Greensboro, N. C. 
Mr. Kirkman is fortunate enough to have a spacious 
second floor, where he displays china, glassware, toys and 
the vehicles. The last is apparently a hobby with this 
merchant. He takes unusual delight in making sales in 
this end of the business and has plenty of opportunity 
to indulge in this profitable pleasure. 

Recently we had the privilege of visiting this store. 
Standing in the second floor sales department talking 
with Mr. Kirkman we noted a youngster climb into a 
juvenile auto, which faithfully reproduced the charac- 
teristics of a popular make automobile. It had a gear 
shift, warning signal, electric lights and hand brake. 
Kirkman walked toward the youngster, smiled iqe-his 
friendly way and said: “That’s a pretty nice car, istt it, 
sonny?” He showed the child how to work the horn, 
lights, brake and gear shift, much to the delight of the 





The spacious room in which the Phipps Hardware Co., 


Greensboro, N. C., displays its juvenile vehicles. 


Children “Sell” 


Themselves 


North Carolina hardware store provides 
room for kiddies to try out the juvenile 
vehicle line and the sales are increased. 


would-be chauffeur. A look of victory was mildly evi- 
dent in Kirkman’s eyet The sale was practically made. 
The child was more than sold and could hardly be pried 
out of the car even with his mother’s faithful promise 
that Santa would deliver that very car to their home 
Christmas eve. The child had confidence, but none too 
much. He was all for an imniediate possession, but 
finally agreed to trust Kirkman, his mother and Santa. 
Mother paid the necessary amount and, while waiting for 
change, our friend and host, like a true friend of the 
kiddies, urged the child to try the car once more on the 
aisle. We learned in a few minutes that the lady had 
actually entered the store to buy some extra pieces of 
china. Such is the power of display. 

The Phipps stock of vehicles is always maintained on 
this second floor. To attract interest at least one display 
rack of vehicles is always shown in the front doorway 
downstairs. Parents appreciate the health-building value 
of a vehicle and are easily sold with the help of the 
child; and, believe us, the child sure does help if you 
give him a little leeway and allow him to play with the 
vehicle which particularly appeals to his tastes. 

The Phipps Hardware Co. is one of the several retail 
hardware stores controlled by Odell Hardware Co., also 
of Greensboro, the firm headed by the well-known Chas. 
H. Ireland, a veteran merchant. 
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The two windows at the top are those of J. A. Lilletto, Des Moines, Iowa 


Second and Third 


Remington’s Sportsmen’s Week 


The second and third prize winners of the Sportmen’s 
Week Window Display Contest appear on these pages 
arranged as follows: Starting with the second from 
the top on the left-hand column—William Plummer Co., 
Minnewauken, N. D.; 2nd in group 1; Sportsmen’s 
Service, Inc., Portland, Me., 3rd in group 3; Thomp- 
son Hardware Co., Breckenridge, Tex., 2nd im group 2; 
Leonard Hardware Co., Cherokee, Iowa, 2nd in group 2. 

In the next column the upper picture shows one of 
the windows of the entry of the Idaho Hardware Co., 
Boise, Idaho, which won a second prize in group 3 and 
was an elaborate and effective display. Below is the win- 
dow H. F. Kuehnle Hardware Co., Brooklyn, Md. 





Idaho Hardware 
Co. 
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Two windows of the Escondido Hdw. Co., Esez:nd‘do, Cal. 


Award Winners 


Window Display Contest 


On this page and commencing with the second window 
from the top are the following:—Jermyn Brothers, 
Scranton, Pa., a third prise; Raymond Hardware Co., 
Raymond, Wash., 2nd in group 2; Polthers Bros. & 
Co., Shiner, Tex., a third prize winner; and Woodwards, 
Cairo, Ill., which won the remaining third prize. 





The upper photo in the inner column is from the 
Lynnes Hardware Co., Pelican Rapids, Minn., a second 
prise winner in group 1; the lower one is from the 
Northern Commercial Co., Fairbanks, Alaska, a third 
prise winner, 


Lynnes Hardware 
Lo. 


Northern Commercial Co. 
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The Pullman Surcharge 


What It Really Is,‘and Why It Should Be Repealed 


By Seymour N. Sears 


President, National Council of Traveling Salesmen’s Associations 





EYMOUR N. SEARS, vice- 

president Tucker Co., 
New York City, is one of 
the best known hardware 
salesmen in the East. He is 
often termed the Dean of 
Hardware Salesmen; was 
first Chief Booster of the 
New York Hardware Boosters 
and is a director of the Nut- 
meggers, also a charter mem- 
ber of both organizations. 
Mr. Sears is now serving his 
second term as president of 
the National Council of 
Traveling Salesmen’s Asso- 
ciations. 








Seymour N. Sears 








war, in order to discourage unnecessary civilian travel 
and to leave transportation facilities more free for war 
operations as has been publicly stated by the 
then Director-General and this charge was 
promptly discontinued by the Director-General in 1918, 
immediately after the Armistice 

Two years after the war was over, however, the Pull- 
man surcharge was reinstated by the Interstate Commerce 
Commission, following the close of hearings in increased 
rates, 1920, without hearing whatsoever to justify such 
charge as a legal rate, and without application by the 
carriers, but purely on its own voluntary motion and 
merely as a temporary expedient to counterbalance in 
part an expected increase in wages tentatively announced 
by the Railroad Labor Board and estimated at $618,000,- 
000 a year. 

Instead of the wage increase amounting to $618,000,- 
000 yearly, the actual award granted by the Railway 
Labor Board proved to be only $518,000,000, a bulge 
of $100,000,000 yearly 
which the public has 





MERICAN business men should be vitally 
A interested in the current appeal being made 
before the National Legislature for the 
repeal of the war-time Pullman surcharge. This 
extra cost of traveling, while patd directly by the 
traveling salesman is obviously added on to the 


had to pay in passen- 
ger and freight rates, 
based on a false and 
exaggerated wage es- 





cost of goods purchased by the dealer and con- 
sumer. Each factor in distribution pays some 
share of this surcharge because it is a definite 
part of the costs of selling merchandise. 


timate. Furthermore, 
since 1920, this $518,- 
000,000 then awarded 


has been wiped out by 














later wage reductions : 





The Pullman surcharge is the only war-time 
“surtax” which has not been repealed. Presi- and _ the carriers, 
dent Coolidge in his inaugural address on March | Anp COLLECTED AS AGENT FOR THE through : subsequent 
4, 1925, said: RAILROAD COMPANY, 3s follows: changes in working 

“We do not any longer need war-time reve- Pullman Companyretains =~ << $ 6.00 conditions, now save 
nues. The collection of any taxes which are not mene a De od — an additional amount 
absolutely required, which do not beyond rea- Property taken into car will be entirely of some $400,000,000 

owners yearly in wages as 





sonable doubt contribute to the public welfare, is 
only a species of legalized larceny.” 

That the travelers’ fight is not a strictly selfish 
one, on the part of the salesmen only, is evidenced by 
the fact that rich and poor, young and old, on pleasure 
or on business, any traveler going 500 miles or more, all 
must use the Pullman and pay this unwarranted tax 
on travel. 

Some one group must lead the fight for the public in 
any such campaign, and the National Council of Travel- 
ing Salesmen’s Associations has directed the effort in co- 
operation with other interested organizations for the past 
six years. 

Much time, thought and effort has been given to this 
matter, and it is our purpose to interest the general 
public, who are as vitally interested as the traveling men, 
and to educate them as to what this surcharge really is 
and why it should be repealed. 

The so-called Pullman surcharge was originally insti- 
tuted by the Director-General of Railroads under gov- 
ernment operation of the carriers, during the recent 


a against the rules in 

force when the said 
surcharge was imposed, a total disparity of over one 
billion dollars yearly, in wages as against rates based on 
those wages ; nevertheless the Interstate Commerce Com- 
mission has failed to discontinue the collection of the 
petty Pullman surcharge, the only war-time surtax still 
being imposed on the public nine years after the war is 
over, in spite of the fact that the very reason moving 
the Commission to reinstitute the war-time charge has 
been long ago eliminated. 

In addition to the “wage” excuse given as a reason 
for reinstituting the surcharge, there was a $200,276,- 
755 operating deficit for the year to August 31, 1920. 

The return of the carriers to their private owners in 
March, 1920, occurred. during a period of business de- 
pression, and to help them meet this temporary emer- 
gency the Commission allowed general increases on all 
passenger and freight rates, as well as restoring the war- 
time surcharge. 

These rate increases so changed the revenue situation 
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that, with the natural return of national prosperity, rail- 
way earnings have grown in “leaps and bounds.” An- 
nual net railway operating income is now over $1,231,- 
000,000 in excess of 1920, when the surcharge was re- 
instated and we contend that if there was any emer- 
gency revenue need for it in 1920 there is obviously no 
longer any justification for its continuance in 1928. 

The great bulk of the surcharge goes to roads that are 
earning in excess of the return prescribed by law; and 
as far back as 1923, when the hearings in the Pullman 
surcharge case were in progress before the Commission, 
the carriers themselves admitted a return of 5.19 per 
cent on the tentative valuation found by the Commission 
pursuant to the act of Congress. 

It is common knowledge that since 1923 the condition 
of the carriers has remarkably improved to the extent 
that, as a whole, they are now earning far in excess of 
5.75 per cent on the I. C. C. valuation, prescribed by law. 

If any conclusive evidence were sought to substantiate 
the true earnings of the carriers, which are so carefully 
hidden from public view, no better barometer could be 
found than in the tremendous gain of market value of 
common stocks. Money talks, and a comparison of these 
figures clearly shows what Wall Street thinks of the 
carriers’ prosperity and their real earning power. 

Twenty-five representative passenger lines, being all 
the lines receiving $100,000 or more yearly in surcharge 
benefits have increased their common-stock market values 
more than two billion dollars since 1920. Ten of these 
twenty-five lines have more than trebled the market 
value of their common stock, and sixteen out of twenty- 
five have more than doubled their market value during 
the past seven years! Does this look like there is any 
longer “an emergency revenue need for the Pullman 
surcharge,” which was the only excuse for its reinstate- 
ment in 1920? 

Of course, the answer will be: “Economy under private 
ownership.” Perhaps so, dnd we say: “Bully good work, 
but it’s about time that some of the economy was passed 
on to the rate-paying public! 

We greatly appreciate the opportunity of presenting 
this matter through the medium of HARDWARE AGE and 
other trade publications, due to the fact that the carriers 
are ina much more favorable position to receive generous 
publicity in the daily press and magazines because of the 
large volume of their railway advertising. While we do 
not for a moment argue that this railway advertising 
influences the news or editorial policy of the daily and 
monthly publications, we do feel that it inclines them to 
“minimize” publicity which would be offensive to their 
advertising accounts, such as our fight against the Pull- 
man surcharge. At any rate, it has been very difficult 
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in the past to get any amount of publicity in the daily 
press on the Pullman surcharge, whereas, for some reason 
or another, propaganda against the repeal of the sur- 
charge always seems to receive generous and frequent 
mention. 

One of the means which the carriers have taken in the 
past to delay the passage of this legislation is by attempt- 
ing to pit one section of the public against the other 
through threatening the great agricultural organizations 
that there can be no reduction in farm freight rates if 
the Pullman surcharge is removed. They (the carriers) 
defeated this measure at the 68th session of Congress, on 
the grounds of this indirect threat to the Farmers’ Bloc, 
but instead of fulfilling their promise to protect farm 
freight rates the railroads, almost immediately after 
Congress adjourned, filed an application for increased 
freight rates. The travelers feel that they have well 
substantiated the fact that there is not only undeniable 
opportunity and sound economic reason for the removal 
of the Pullman surcharge, but that there is equal right, 
and reason, and room for freight rate reductions many 
times exceeding the amount of the Pullman surcharge. 


It has been said that the Pullman surcharge repeal bill 
is an attempt at “Congressional Rate-Making.” ‘That is 
not so. The Robinson bill simply lays down a policy for 
the guidance of the people’s rate-making agent, the In- 
terstate Commerce Commission, to the effect that there 
shall be no discrimination, no unsustained charges, no 
double payment, first to the Pullman company and again 
to the carriers for the same service. The bill does not 
disturb the passenger rate and it does not disturb the 
Pullman rate. The power to adjust those rates is left 
untouched to the Interstate Commerce Commission. The 
failure of the Commission to act in effectuating the man- 
dates under which its powers were granted will be 
remedied by this law, and a gross injustice to the people 
rectified by this act of Congress. 


The commercial travelers realize that they must crys- 
tallize public opinion on this matter in order to bring 
about action by the Congress. Money alone will not ac- 
complish this purpose, for if that were true the railroads 
would be in a much better position than the public, be- 
cause the railroads are spending the public’s own money 
out of the $34,000,000 collected on the surcharge. We 
confidently believe that when this matter is brought be- 
fore the legislature of the United States Senate and the 
House of Representatives that the Congress will respond 
to the nation-wide demand for the repeal of this war- 
time tax on travel, and we earnestly ask all business men 
to write their local Congressmen «requesting early and 
favorable consideration. ; 





Raising the 


Wisconsin not long ago fixed its maximum speed on county 
roads at forty miles an hour, by act of the legislature, increas- 
ing the limit ten miles over the former mark. Thus far the 
change has apparently been a success and there is no reliable 
record to: show that safety on the highway is any less attainable 
than before. 

There are accidents every day to be sure, but that is nothing 
new, and so far as can be learned, the increased speed, alone, 
has not been an extra hazard. Motor traffic is a long way yet 
from the ideal, as to safety, and whenever there is congestion 
mishaps occur. 

While there are many instances of gross recklessness in driv- 
ing, and while no way has yet been found to bar from driving 
a considerable percentage of both sexes who are temperamentally 
unfitted to sit behind a wheel, Americans as a nation are devel- 


Speed Limit 


oping a high degree of facility in motoring, and there is greater 
skill and much greater care in driving than four or five years 
ago. ‘ 

Were this not the case the rapidly increasing registration of 
vehicles would have caused a proportionately greater number of 
accidents, while on the contrary, accidents tend to become fewer 
in proportion to the number of cars on the roads. 

Ghastly as the record of highway fatalities is, figures show 
that year by year there are fewer for the number of cars and 
drivers. 

Speed is not in itself as much a factor in casualties as care- 
less or incompetent driving. The day may yet come when dan- 
gerous speeding will be defined not in miles by the hour but in 
conditions and circumstances.—Allith Bulletin, 
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Attractve window displays helped to call attention to the Buillers’ Show. Portions of each window were given over to the 
lines shown by the four other local firms at the exhibit. 


“Van” Has His Own Builders’ Show 


Lansing, Mich., hardware man puts over successful 
exhibition that has already encouraged greater efforts. 


ANSING, MICHIGAN, with its population of spring, when “Del” Vandervoort, one of the three 

around 70,000, is a wonderful and progressive little brothers who successfully operate the Vandervoort Hard- 

city but it naturally lacks the size of such places as ware Co., came to the conclusion that such a show 
Chicago and New York, or even Detroit. It is also handi- could be made profitable and that if no one else would 
capped in promoting some of ‘the activities that have have one he would himself. 
proved successful in the larger centers. For example, Accordingly the entire second floor sa'esroom of the 
the large cities each spring stage a “Builders’ Show” store was cleared of other merchandise and fourteen 
or “Own Your Home Show” at which materials manu- regulation exhibit booths were erected in the center of 
facturers and dealers together with construction firms the space. One of the local lumber yards, a brick supply 


cooperate in exhibiting to the public all the latest ideas company and two other similar local materials firms were 


in home building. These shows naturally stimulate invited to make displays. The remaining ten booths 
considerable interest in home ownership and are well were filled with different lines ordinarily carried in 
worth while. stock and which fitted in with the general purpose of the 

However, Lansing, like many other cities of its size exhibit. Manufacturers of these various lines willingly 


Builders’ cooperated to the extent of sending 
factory representa- 


or smaller, had never had a 
Show” until last 








Various manufacturers cooperated with Mr. Vandervoort by furnishing display material and having factory representatives present to demon- 
strate the merchandise and answer questions. The paint hooth was particularly popular and many prospects for future orders were obtained 
there durinz the show. 





























tives to take charge of the displays and talk about and 
demonstrate the merchandise. 

Preceding and during the exhibit the store windows 
were given over to displays of building materials with 
considerable space devoted to the lines of the local 
“guest” firms. A large amount of advertising was done 
in the daily papers just prior to the show and during the 
event a tabloid newspaper was printed, carrying nothing 
but builders’ show news and advertising. By arrange- 
ment with the publishers, 48,000 copies of this tabloid 
were distributed as an insert in the regular newspapers. 

The show ran for three days, the store being kept 
open each evening until 10 o'clock. During that time it 
was estimated that approximately- 10,000 people visited 
the display. Of this number about 5000 registered as 
being interested in some particular item on exhibit, and 
these names were kept as future mailing and prospect 
lists. No attempt was made to sell during the show, the 
whole affair being primarily an effort to educate the 
public along building lines. 

It is, of course, impossible from such a display to 
trace many direct sales, but it is a fact that last year, 
following the show, was by far the largest in the history 
of the Vandervoort store in the volume of builders’ hard- 
ware sales. The business in that department for the 
past twelve months was slightly better than $100,000, 
which represents about a five-time turn-over. This busi- 
ness comes from a radius of 250 miles of Lansing and 
consists of materials for both residences and public 
buildings, with the former outnumbering the latter about 
10 to 1 but with the respective volumes about equal. A 
constant friendly contact with architects and contractors 
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Builders’ hardware, varnishes, paint, paint materials, building 
paper, fencing and mechanics tools were some of the lines which 
were pushed effectively by the Vandervoort store at its Builders’ 

Show. 


throughout the territory has done much to promote sales 
and it is rarely that any bill of hardware is specified 
without a quotation being voluntarily sought from Van- 
dervoorts. In other words, the store has established a rep- 
utation as headquarters for builders’ hardware and is 
now cashing in on that reputation. 

So successful was “Van’s Builders’ Show” last year 
that other materials dealers became interested and plans 
are now under way to have a general show this spring 
along the lines of the large city shows. 





A New Service to Retailers 





HE Richards & Con- 

over Hardware Co., 
Kansas City, Mo., has in- 
augurated a service whereby 
retail hardware merchants 
in its trade territory may, at 
a moderate cost, obtain store 
catalogs to send out to their 
customers. The service is 
designed to aid retail mer- 
chants meet mail order com- 
petition. 

The catalogs are com- 
piled four times a _ year, 
which allows the merchants 
to send out separate spring, 
summer, fall and winter 
issues. The cover of the catalog is appropriately de- 
signed to suit the season, and the merchandise is selected 
according to the time of year. All goods shown in the 
catalog are of standard grade, conforming to the stocks 
generally carried in the district served, and are described, 
illustrated and priced. 

When purchased in lots of 500 or more, provision is 
made for the merchant to have his store slogan and his 
name and address on both covers and inside spread of 
the catalog, without extra charge. He is also given the 
opportunity of having his own local prices in the cata- 
log. This is accomplished by sending him a sample 
catalog in advance of each quarterly issue. The sample 
is made up with suggested resale prices which are subject 
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to change at his discretion. When the sample is returned 
the permanent catalog is printed in accordance with the 
changes made by the dealer. 

In the majority of cases the completed catalogs are 
shipped to the merchant in bulk and he mails thém out 
individually to his customers. However, where desired, 
the Richards & Conover Hardware Co. will handle the 
addressing and mailing for a small additional fee. The 
catalog may be sent out third class mail, at a cost of one 
cent per copy. 

In the smaller towns a merchant may secure exclusive 
rights for distribution of the catalog to his trade, but in 
the larger places, several stores may use the service. 
The last issue of 1927 reflected the holiday season, and 
featured merchandise particularly suited as gifts, as well 
as the regular winter goods. It was appropriately printed 
in two colors, red and green. 

The catalog service is sold on a yearly contract plan 
which includes a certain amount of free window mate- 
terial. For a small additional fee, merchants using the 
catalog may also obtain attractive show cards and price 
tickets. 





A Big Part of the Sale 


There is a saving to the effect that ‘Well advertised 
is half sold.” It is taken from the Chinese proverb, 
“Well told is half sold.” Successful merchants have 
found that an item well advertised and well displayed 
is more than half sold—it is about 90 per cent of the 
sale. 
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—But Don’t Compete in Credit 


How Los Angeles Stores Standardize Their Terms 


By Lucien Kellogg 


In Business, Published by the Burroughs Adding Machine Company 


6 OMPETITION,” said J. H. Van De Water, 
general manager of the Retail Merchants Credit 
Association of Los Angeles, “may be the life 

of trade if by the term ‘trade’ we mean simply moving 
the goods off our shelves and into customers’ hands. But 
there is no profit until the goods are paid for, and in the 
matter of time allowed for payment there ought to be 
no competition. 

“Let merchants compete as much as they like in loca- 
tion; in merchandise, both as to quality and as to price; 
in advertising ; in capital and brains—in eVerything but 
credit. When they start competing in credit they’re 
headed for disaster. With other merchants asking their 
customers to pay in thirty days, suppose Robinson’s were 
to offer sixty days. Customers of Bullock’s and the May 
Company, and all the rest, would become lax in paying 
and resentful of efforts to compel promptness. ‘Huh,’ 
they would say, ‘at Robinson’s I can get sixty days; if 
you don’t give me sixty days I'll trade there.’ Thus the 
other stores continually would be forced to choose be- 
tween the certainty of losing the customer and the pros- 
pect of losing the merchandise ; the longer the time before 
payment the poorer the chance of collection. The re- 
sult would be utter demoralization, with customers play- 
ing one store against another and credit losses running 
high. Let merchants compete as much as they like in 
everything else, but when it comes to credit they must 
cooperate and standardize.” 

The Retail Merchants Credit Association of Los An- 
geles is one of the largest retail credit associations in the 
country, employing an office force of 120 persons and 
supplying between 14,000 and 15,000 reports a month. 
It also is rated as one of the best-managed associations, 
its members collecting an average of 60 per cent of their 
outstanding accounts every thirty days. 

“Our association,” Mr. Van De Water said, “is so 
strict in this matter of requiring cooperation that it will 
not even permit a member to capitalize on the time he 
closes his books. Here’s a member, for example, who 
closes his books, say, on the twenty-sixth. In many cities 
such a merchant would be likely to advertise that mer- 
chandise bought between that date and the first of the 
month would appear on the following month’s bill; that 
the buyer need not pay until the second month after the 
purchase. ‘You can’t do that’; our association insists ; 
‘you can’t advertise that system in the papers, of by 
letter, or by stickers on the package, or by any other 
means. We don’t care when you close your books, but 
you can’t make the date an argument for competitive 
purposes.’ 

“Don’t imagine, because we lay so much stress on the 
thirty-day rule, that we’re trying to be arbitrary or hard- 
boiled with the honest customer. We are trying to cir- 
cumvent the dead-beats and the trouble-makers. What 
we’re trying to accomplish is to reduce the cost of doing 


business by eliminating the wastes resulting from losses 
on bad debts, the tying up of capital on past-due accounts, 
and the deterioration of merchandise through abuse of 
the returned-goods privilege. To the extent that we ac- 
complish this purpose, we’re helping the customer who 
pays his bills promptly and otherwise keeps his record 
clean. 

“Here’s an article, let us say, that sells for nine dollars 
and on which the merchant makes a profit of one dollar. 
We want to reduce the cost of doing business to a point 
where this article may be sold—still with a dollar profit— 
for eight dollars. In eight such purchases the customer 
will save enough to enable him to make another similar 
purchase. Nine eight-dollar purchases for the customer 
and nine one-dollar profits for the merchant, as against 
eight nine-dollar purchases for the customer and eight 
one-dollar profits for the merchant. 

“Just as we want our members to stay somewhere close 
to our standard of collections, so we want them to refrain 
from going too far beyond it. Suppose one of our 
members is collecting seventy per cent, following up his 
accounts with frequent letters and telephone calls and 
annoying his customers, while others are hitting around 
fifty-eight and sixty and not driving trade away. To the 
man collecting seventy per cent we suggest that he ease 
down a bit. ‘If sixty per cent is our standard,’ we tell 
him, ‘why go beyond that? Why get the reputation of 
being too hard a collector, too anxious for the money? 
Let’s all do this collecting as nearly alike as possible ; let’s 
show the public that we’re all on the same basis.’ We’re 
trying, you see, to work as a body of merchants in a 
clean, way, dealing fairly with one another and with the 
public.” r 

Is liberty of action in granting credit terms, after all, 
too high a price to pay for the protection afforded by co- 
operation? Let us suppose that a merchant with a long 
sack sets out to play a lone hand. “You fellows,” he 
tells the association, “can go jump in the lake. I’m going 
to give my trade sixty days.” Of necessity he withdraws 
from the association. At once he loses the protection 
afforded by its reporting service; he must do his own 
investigating, and his credit department expenses mount 
higher. Meanwhile, his competitors doubtless feel jus- 
tified in attempting reprisal. They shove up their per- 
centage of credit rejections, accepting none but obviously 
good accounts. Presently the merchant playing a lone 
hand is enjoying a monopoly of all the undesirable trade 
in town. 

In one Pacific Coast city that identical situation arose. 
In a few months the recalcitrant retailer was clamoring 
for readmission to the association and promising to be 
good. “Things got so bad,” he complained “that the crooks 
were taking everything but the fixtures. If they didn’t 
steal the stuff outright, they’d use it until time to pay for 
it, then give us the laugh and make us ‘pull’ it for non- 
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payment. When I saw a truckload of merchandise in 
front of my store, I never knew whether it was going 
out or coming back in.” 

In theory, the operation of a retail credit association 
looks like a simple matter. Consider an elementary ex- 
ample of the way the association functions. Percival 
Jones, of 123 Mission Street, applies for a line of credit 
at Blackstone’s. He has lived in Los Angeles for years, 
but never before has sought credit at this store. Black- 
stone’s asks for a report, and a clerk in the association 
office looks up Jones’ record, compiled from reports sub- 
mitted by those stores with which Jones has dealt in the 
past. The clerk finds that Jones owes Desmond’s $250, 
for months past due; the May Company $175, ninety 
days past due; and the Broadway Department Store $150, 
sixty days past due. All of these stores have refused 
Jones further credit; with stch a record against him, 
Jones’ application is refused. Blackstone’s profits by the 
experience of other stores and avoids a bad debt. 

The chief function of a retail credit association, then, 
is a reporting service based on the seemingly routine 
task of compiling and exchanging retail ledger informa- 
tion, and the value of the service naturally increases in 
proportion to the number of accounts on which the asso- 
ciation can report. The Los Angeles association is pre- 
pared to supply up-to-date data on the history, financial 
status and paying habits of one million active retail ac- 
counts. 

A huge array of bulging files, however, is not enough, 
otherwise the management of a credit association would 
require no more capacity than that possessed by a con- 
scientious clerk. The management must be able to decide 
wisely and be armed with authority to enforce its deci- 
sions. It must be firm, it must be fair; and—highly im- 
portant—it must be alert. Few jobs in the commercial 
world demand this qualification in greater degree. It 
must be alert, first to insure the trustworthiness of the 
data that goes into its files when a new account is opened ; 
second, to detect changes in the subject’s financial status 
or paying habits ; third, to warn its members of possible 
danger. 

Alertness, in the Los Angeles association, begins at 
the beginning. “The time to establish proper credit 
relations,” says Mr. Van De Water, “is when the appli- 
cant for credit wants something—in other words, when 
he seeks to open the account. Volume means nothing 
unless you get the money out of your accounts. A charge 
account properly opened is half collected, just as mer- 
chandise properly bought is half sold. Here is where so 
many merchants err; their policy of opening the account 
is weak-kneed and slipshod ; they fail to impress the new 
customer at the outset with the value of credit. 

“Take the matter of time. Here in Los Angeles we 
tell the public plainly that we’re not in the banking busi- 
ness. ‘We extend credit purely as a matter of accommo- 
dation, and on a thirty-day basis,’ we say in effect, ‘and 
when terms extend much beyond that, we wish you’d go 
to your banker and get the money.’ ” 

In Los Angeles stores the task of interviewing the 
applicant for cerdit is entrusted only to a trained inter- 
viewer, and the interview itself follows a standardized 
form, complete as to detail and logical as to order. The 
interviewer goes even to the point of inquiring into the 
applicants’ domestic relations. 

Suppose the applicant resents questions of a personal 
kind and refuses to answer. What then? No answers, 
no credit! The applicant is politely asked to call at the 
office of the association. He stalks out of the store, but 
instead of going to the association office he visits another 
store. Here he encounters the same set of questions. 


Still smarting, but with somewhat less assurance, he seeks 
a third store, and with the same result. By this time he 
is subdued. If he is anxious for credit, and knows he 
deserves it, he’ll go to the association office and submit to 
questioning. 

Into the association office there strode, one day, a portly 
man who mopped a red face and whose eyes snapped 
with anger. 

“What’s the matter with you fellows here, anyway?” 
he demanded. “Back where I came from I can get any- 
thing I want; here I can’t get anything without answer- 
ing a lot ‘of questions that are nobody’s business but my 
own.” 

The card he handed Mr. Van De Water identified him, 
we'll say, as John M. Reed, a paint manufacturer of New 
Brunswick, N. J. He had just sold out, he explained, 
and moved to Los Angeles. Briefly he related that he 
had applied for credit at three Los Angeles stores and at 
each one had been referred to the association. “Now,” 
he demanded, “I want to know what’s the big idea.” 

“Mr. Reed,” said Mr. Van De Water, “you're asking 
our merchants to let you have five hundred dollars’ worth 
of their merchandise, though they know absolutely noth- 
ing about you. You wouldn’t give me credit for $500 
worth of your paint without knowing something about 
me, would you? Back in New Brunswick they may 
know you; perhaps there you can get anything you want. 
You think you can do the same thing here without iden- 
tifying yourself, but you can’t. You’re not in New 
Brunswick, where everybody knows you and knew 
your grandfather. You're in Los Angeles, where nobody 
has a grandfather and every man stands on his own feet.” 

Reed meekly gave numerous references and answered 
the identical questions he had refused, thrice, to answer. 
Eventually he got the credit he wanted, but not until the 
association had made inquiries in New Brunswick and 
submitted favorable reports to the Los Angeles stores at 
which Reed wanted to trade. 

Mr. Van De Water chuckled as he related the expe- 
rience. “As an association, you see, we can deal more 
firmly with the applicant for credit than can the indi- 
vidual merchant. We take the hot point; that’s our job.” 

If the interview at the store goes off smoothly, the 
answers are recorded on an inquiry ticket, and the ticket 
goes to the association with a request for a report on the 
applicant. If the applicant has had accounts with other 
stores in Los Angeles, the association is able to supply a 
report from ledger information and other data already 
in its files. Otherwise the inquiry ticket serves merely as 
the basis for an investigation. : 

There is one thing that members of the Los Angeles 
association never do; they never conduct independent in- 
vestigation of an applicant for credit. The association, 
Mr. Van De Water explained, is much better able to 
conduct an investigation than is the individual store; fur- 
thermore, as other stores may want reports on the same 
applicant, the association can afford to be more complete 
in its investigation. Recognizing, for instance, that an 
applicant for credit will give as references the names 
only of persons who will speak well of him, the associa- 
tion does not stop with checking up these references. 

Here’s a truck driver, let us say, whose references, in- 
cluding the man for whom he has been working a month, 
speak well of him. The association investigates further, 
however, and eventually finds that this truck driver was 
discharged by Cudahy’s for wrecking a truck while he 
was intoxicated, and by Armour’s for robbing a till. 
Maybe the persons to whom he referred were ignorant of 

(Continued on page 108) 
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HILE Milwaukee has 
Wrcieves fame in numerous 
ways, when it comes to the 
matter of dogs it is no different than 
any other city or village. In other words, it cannot be 
considered unusual in the number of dog fanciers or 
blooded canines, but merely average. Therefore it is 
logical to believe that whatever the Philip Gross Hard- 
ware Co. of Milwaukee has accomplished in the mer- 
chandising of dog supplies can be duplicated by other 
dealers located in other parts of the country. 

According to Elmer Hintz, who is in charge of the 
Gross “dog department,” the best customer or prospec- 
tive customer for dog supplies is not the kennel owner 
or breeder, although his business is considerable, but is 
the man or woman who owns only one pet dog and who 
bestows upon it as much affection as if it were a member 
of the family. Such a dog owner believes that only the 
best is good enough for his particular pet and is open 
to any sales suggestion that will promote the comfort or 
well being of the dog. 

The dog supply section at Gross’ consists of about 
16 feet of wall cases, fronted by two show cases, and 
occupies a corner of the sporting goods department. It 
houses a complete stock of collars, harness, leads, blan- 
kets, sweaters, baskets, foods and remedies. The total 
investment in this stock will average about $600. 

Sales, which reach an annval volume of approximately 
$5,000, are about evenly divided among the twelve 


This little department of the Gross Hardware Co., Milwaukee, with an average stock of about $600 does an 


annual business of $5,000 


ash from Canines 


‘ Milwaukee hardware store has annual business of 
$5,000 from accessory stock of $600 


months of the year with slightly higher peaks reached in 
the spring and fall, due to the demand at those periods 
for remedies. The best selling item is dog foods, the 
monthly average being about 1500 pounds. 

The Gross store has found it exceedingly profitable 
to have an exhibit at the Milwaukee Dog Show display- 
ing for sale items from the regular stock. Sales at the 
two-days show amount to about $75, which just about 
pays expenses, but the real value is. in the opportunity 
to acquaint the dog fanciers with the lines carried by the 
store. Many of the show visitors register at the booth 
and these names are used as a mailing list. 

One of the best features in connection with selling 
dog supplies, in the opinion of Mr. Hintz, is the lack of 
competition. Up to the present time cut-rate drug stores, 
chain stores and others, whiie 
making inroads on many hard- 
ware items, have neglected to take 
up dog supplies. As a result 
profitable resale prices may be 
maintained which, coupled with a 
more rapid turn-over than is the 
average in hardware _ stores, 
make the line extremely desirable 
to handle. 

Many other hardware stores 
are finding this interesting line of 
dog accessories and _ supplies 
profitable. 
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Hickory Handle Simplification 
Program Getting Under Way 


The hickory handle simplification pro- 
gram involves handles 24-in. and longer 
and hammer and hatchet handles. The 
grading rules provide for handles 24-in. 
and longer, a grade of all white wood and 
also in grades lower than AA for all white 
or red, white or mixed red and white on 
an equal basis. In this way handles may be 
selected from the standpoint of appear- 
ance or utility. The program for handles 
24-in. and longer includes six grades, AA, 
AW, AR, BW, BR., and C, specifications 
of which are detailed in the accompanying 
table. The hammer and hatchet handle pro- 
gram covers five grades, SAW, SAR, 
SBW, SBR, and C, whose specifications 
also are detailed in an accompanying table. 
In this program, as in the ash handle pro- 
gram, considerable discussion was given 
over to the question of colors, the program 
calling for white wood, red, white, or 
mixed red and white. 

This conference also was initiated in 
March by Mr. Babbitt, and a preliminary 


conference was held in Chicago in_ the: 


third day of that month when the rules 
as finally worked out through the National 
Association of Wood Turners were unan- 
imously adopted and a general conference 
in Cleveland, Aug. 19, was called. Robert 
H. Gates, of the Turner, Day & Wool- 
worth Handle Co., Louisville, Ky., chair- 
man of the grading rule committee, in ad- 
dressing the Cleveland conference said that 
the grading rules were prepared in coopera- 
tion with the Forest Service of the De- 
partment of Agriculture to include in part 
their recommendations for grading handles 
and the experience of the industry. Mr. 
Gates expressed the belief that the rules, 
bringing about uniformity, would develop 
a reduction in the number of grades by 
educating the consumers to the findings 
of the Forest Products Laboratory and in 
turn mean conservation. Fayette R. Plumb, 
of Fayette R. Plumb, Inc., Philadelphia, 
made the point that certain modification 
should be made, as was done, regarding 
the adoption of color grades as a matter 
of conservation and based on tests at the 
laboratory. Also the program was arranged 
to make more definite the terms heavy- 
weight, good weight or fair weight. The 
standing committee selected includes Mr. 
Gates, chairman; B. A. Copp; Mr. Plumb; 
H. D. Bender, American Telephone & Tele- 
graph Co.; L. H. Weber, the George 
Worthington Co., Cleveland, and A. G. 
Follette, Committee on Simplification and 
Standardization, Purchases and Stores Di- 
vision, American Railway Association. 

Complete data on the hickory handle 
simplification schedule may be obtained 
by writing the Publicity Bureau of the 
Department of Commerce, Washington, 
DG 


A. L. Winkie Passes Away 


Alvin L. Winkie, well known hardware 
dealer of Milwaukee, Wis., passed away 
recently as a result of a stroke. 
66 years of age. 

Mr. Winkie conducted a hardware store 
in that city for forty-two years 


He was 








American Steel & Wire Co. Promotes 
D. A. Merriman and Frank Baackes 


Hardware men throughout the country. 
who read last week of the election of 
John S. Keefe to the presidency of the 
American Steel & Wire Co., Chicago, 
Ill., will be interested in the announce- 
ment that Dennis A. Merriman, who has 





Dennis A. Merriman 


been assistant general salesmanager, has 
been advanced to the position of general 
sales manager and also made a member of 
the board of directors. Mr. Merriman is 
well known to the hardware fraternity and 
is now serving his second term as presi- 
dent of the American Hardware Manufac- 





turers Association. He began his career 


in the steel business with Ludlow Saylor 
Wire Co., St. Louis, Mo., of which city 
he is a native. After advancing to be- 
come secretary of the company, he re- 
signed in 1893 to become manager of the 
Consolidated Steel & Wire Co. In 1899 
this concern was merged with the Amer- 
ican Steel & Wire Co. of Illinois, which 
in turn, became a part of the American 
Steel & Wire Co. of New Jersey. 

In 1900 Mr. Merriman went to Seattle 
as president and treasurer of the Puget 
Sound Wire & Steel Co. When that com- 
pany was also acquired by the American 
Steel & Wire Co. in 1902, he returned to 
Chicago as assistant general sales manager, 
which position he has held until his recent 
advancement. 


Frank Baackes, whose appointment as 
senior vice-president in charge of com- 
mercial matters for the steel and wire 
company has also been announced. Mr. 
Baackes was made general superintendent 
of the company at its inception and the 
following year was appointed general 
sales agent. He was later elected vice- 
president and general sales agent. He was 
born in Germany in 1863 and came to this 
country in 1889. He was first employed 
by the H. P. Nail Co., Cleveland, Ohio, 
and in 1894 was in charge of the erection 
of a wire plant at Beaver Falls, Pa., for 
the Hartman Steel Co. He was instru- 
mental in the organization of the Salem 
Wire Nail Co., Salem, Ohio, in 1895, re- 
maining with that company as_ superin- 
tendent and general manager until its 
absorption by the American Steel & Wire 
Co. of Illinois, in 1897, of which he was 
general manager until the organization of 
the present company. 





Brigham M. Scott Passes Away— 
President, Duncan & Goodell 


Brigham M. Scott, veteran New Eng- 
land hardware executive and president of 
Duncan & Goodell Co., Worcester, Mass., 
passed away in his office on Tuesday, 
Jan. 3. His death was very unexpected, 
for he appeared to be in the best of health 
when entering his office in the morning. 

Mr. Scott had been connected with the 
hardware business for nearly fifty years, 
holding his first position with Kinnicutt & 
Co., Worcester hardware dealers. 

He was born in Uxbridge, Mass., on 
June 11, 1861, and came to Northbridge 
with his parents when four years of age. 
He entered the Kinnicutt store in 1878 as 
an apprentice and later became a salesman 
In 1885 he came to Duncan, Goodell & 
Co., as it was then known and after the 
incorporation in 1887, was elected a di- 
rector, becoming president in 1903, upon 
the death of Harlan P. Duncan. 

He was a member of Quinsigamond 
Lodge, F. & A. M., Worcester Country 
Club, Worcester Chamber of Commerce, 
Worcester Fish and Game Association, 





Worcester Historical Society and Worces- 
ter Economic Club. Mr. Scott is survived 
by his widow, one daughter and two sis- 
ters. 


We’re In the Movies Now! 


Harpware AGE recently received a let- 
ter from Timely Films, Inc., producers of 
the popular film, “Topics of the Day.” 
As jokes, witty sayings, etc., from our 
columns have been reproduced in this mo- 
tion picture feature, we quote for our 
readers’ benefit the letter in part: 

“We wish to tell you that during 1927 
Harpware AGE was quoted several times 
in our motion picture, “Topics of the 
Day.” It is not a small matter to be able 
to say that the name of your magazine 
was projected on the screens of over 3000 
theaters before an approximate audience 
of 15,000,000 people each week, at several 
different times during the past year. It 
is a matter upon which you should be 
rightfully congratulated and this letter is 
our method of offering -you our felicita- 
tions for this excellent showing.” 
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Ash Handle Simplification Is Now in Effect 


Effective Nov. 1, 1927, programs of 
simplification of grades and trade marking 
for ash handles and hickory handles were 
adopted as the result of general con- 
ferences held in Cleveland on Aug. 19. 
The grades and grade marking determined 
upon as the result of the conference, at- 
tended by manufacturers, distributers and 
users, together with a representative of 
the Division of Simplification, Department 
of Commerce, are to remain in effect for 
one year, after which they will be subject 
to revision. Meanwhile, in the case of the 
program on ash handles, the Standing Com- 
mittee appointed will consider three ques- 
tions: List of the species of ash used 
in the manufacture of handles; definition 
of defects and blemishes, and definite speci- 
fications for weight to replace the present 
term of “heavy” and “medium.” The Stand- 
ing Committee on hickory handles will con- 
sider four questions, as follows: List of the 
species of hickory used in the manufac- 
ture of handles; definition of defects and 
blemishes; definite specifications for 
weight to replace present term of heavy 
weight, good weight, and fair weight; 
and changes in the limits of the number 
of rings in each grade. 

The first conference concerned ash 
handles, covering those used for forks, 
hoes, rakes, and shovels. The recommen- 
dation adopted establishes uniform grades 
throughout the industry and reduces an 
unknown number of grades to three, XX, 
X, and NO. 1. It establishes basic require- 
ments for each grade, including color, 
weight, texture, growth and grain. Also 
the proposal provides for grade matking. 
The recommendations are shown in the 
accompanying tables. One prominent fea- 
ture of the program was the placing on 
par white wood with light red, mixed 
white and light red. The subject.of color 
came in for considerable discussion. 

The program had its initial movement 
in March of last year, when the Division 
of Simplified Practice was requested by 
W. A. Babbitt, secretary of the National 
Association of Wood Turners, to have a 
representative of the Division meet with 
the Ash Handle Association, one of the 
associations affiliated with the National As- 
sociation of Wood Turners, when mem- 
bers of the Association discussed grading 





rules by the grading rule committee of 
the Association. At a preliminary con- 
ference, held in Ft. Wayne, Ind., Mar. 1, 
the first set of grading rules proposed by 
the committee was adopted by the Asso- 
ciation subject to such minor modifica- 
tions as would be found necessary during 
a test period in the plans of each manu- 
facturer. The Association unanimously ap- 
proved the rules as finally worked out and 
through the National Association of Wood 
Turners requested the Division of Simpli- 
fied Practice to call a conference in Cleve- 
land, Aug. 19. 

In ‘addressing the conference, G. B. 
Durell, president of the American Fork & 
Hoe Co., and chairman of the grading rule 
committee, explained the purpose of the 
meeting, stating that the proposed pro- 
gram had the united support of the 11 
companies making up the association and 
representing..9@° per cent or more of the 
ash le production of the country. The 
program, he sajd, would establish a uni- 
formity that will eliminate many of the 
misunderstandi that existed and will 
permit all brakghes of the industry to do 
business on a uniform basis} The question 
of conservation also had beé#*considered, 
it was pointed out,. with,” 1¢; statement 
that it is becoming more and. miofe difficult 
to secure good ash and the price is in- 
creasing. It was asserted that inasmuch as 
there is no control by manufacturers over 
raw material, it is necessary to make 
handles as they come from the log, regard- 
less of color. After discussion of colors, 
grades, rules, etc., the program was adopted 
with some modifications. The standing 
committee consists of Mr. Durell, chair- 
man; L, H. Weber, the George Worthing- 
ton Co., Cleveland; Alfred C. Howell, 
president of the Ames Shovel & Tool Co.; 
H. D. Bender, American Telephone & Teie- 
graph Co., New York, and A. G. Follette, 
of the committee on Simplification and 
Standardization, Purchase and Stores Di- 
vision, American Railway Association, 
New York. 

Those wishing a copy of, the full text 
on the conference and its findings may ob- 
tain copies from the Publicity Bureau of 
the Department of Commerce, Washington, 
D. C. The literature available lists in full 
the simplification as adopted. 





J. L. Mott Co. to Merge with 
Two Kentucky Manufacturers 


Plans for the merging of J. L. Mott 
Co., New York City and Trenton, N. J., 
the Laib Co., and the Columbia Sanitary 
Mfg. Co., both of Louisville, Ky., were 
recently announced and the merger is now 
in the process of ‘accomplishment. The 
consolidated group, which also includes 
seven subsidiary companies, will be known 
as the J. L. Mott Co., Inc. 

George H. Laib, president of the Laib 
Co., will head the new organization and 
in addition to several prominent New York 
business men, will sit on the board of di- 
rectors. He will have associated with him 
W. G. Probst, vice-president of the Colum- 





bia Sanitary Mfg. Co. and Jordon L. Mott, 
3d, the fifth generation of the Mott family 
in the business. 

Mr. Laib has stated that the various ele- 
ments. of the business will be immediately 
coordinated and a complete and unified 
service provided in the sanitary equipment 
and plumbing supply field. 


Frank Noll, Sr., Dies 


Frank Noll, Sr., president and manager 
of the Noll Hardware Co., Marshfield, 
Wis., died recently at the age of 63 years. 
He had been active in the hardware busi- 
ness in Marshfield for about 40 years. 





Worthington City Salesmen 
Honor William D. Taylor 


William D. Taylor, president of the 
George Worthington Co., Cleveland, Ohio, 
was the honored guest at a luncheon given 
recently by the city salesmen of that com- 
pany at the Hotel Hollenden, in celebra- 
tion of his 6lst anniversary with the com- 
pany. Mr. Taylor has been president of 
the Worthington company sixteen years 
and in 1929 the company will celebrate the 
100th .anniversary of its founding by 
George Worthington. Only three men 
have served as president. After the death 
of George Worthington in 1871, who was 
head of the firm 42 years, Gen. James 
Barnett held the presidency for 40 years. 
In honor of Mr. Taylor’s long service with 
the company H. E. Hulburd, sales man- 
ager, gave him a handsome chair in behalf 
of the salesmen. 

Mr. Taylor was born in Perry, Ohio, 78 
years ago and spent his boyhood on a 
farm near Wickliffe, struggling with his 
parents to pay off the mortgage. His 
father was in need of financial help and 
Taylor left school and went to Cleveland, 
where he secured employment with the 
Worthington company running errands 
and keeping stock. At the age of twenty 
he went on the road as a salesman. After 
five years traveling he was given a posi- 
tion in the main office. He is widely 
known in hardware circles and for two 
years served as president of the National 
Hardware Association. 





Pioneer Rubber Employees 
Have Christmas Party 


Officials and employees in the head of- 
fice of he Pioneer Mills, 345 Sacramento 
St., San Francisco, Cal., gathered at the 
Commercial Club on Dec. 24 for their an- 
nual Christmas party. Over one hundred 
attended. ; 

D. D. Tripp, vice-president of the com- 
pany, welcomed the assembled gathering 
and then, vice-president H. R. Mansfield 
presented small gifts to each one. Dur- 
it:g luncheon a musical entertainment was 
given. C. M. Bliven, manager of the en- 
gineering sales, arranged the party and 
much credit must’ be given him for the 
good time that was enjoyed by all. 


Albert L. Silberstein Retires 


Albert L. Silberstein retired on Dec. 31, 
1927, from active business life and partner- 
ship in the Griffon Cutlery Works, New 
York city. The business will be continued 
by his son, Alfred L. Silberstein, as sole 
proprietor. 


Air Reduction Co., Inc., Buys 
North Carolina Plant 


The Air Reduction Co., 342 Madison 
Avenue, New York City, has acquired the 
assets and business of the Carolina Stand- 
ard Gas Products Co. with an oxygen 
plant in Charlotte, N. C. 

The Air Reduction Sales Co. has now 
the production and distribution facilities of 
36 oxygen plants and 20 acetylene plants. 
These, with warehouses give the company 
a total of 110 distributing points for oxy- 
acetylene gases, equipment and supplies. 
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Servel, Inc., Organized— 
Successor to Servel Corp. 


An important event in the mechanical 
refrigeration industry was marked on 
Jan. 1 when Servel, Inc., 51 West Forty- 
second Street, New York City, commenced 
to do business as the successor to the 
Servel Corp. All manufacturing has been 
consolidated at the Servel plant at Evans- 
ville, Ind. An adequate supply of work- 
ing capital has been provided and an ag- 
gressive sales plan will be carried out. 
The marketing of the refrigerating units 
will be conducted through a new sub- 
sidiary, known as Servel Sales, Inc., and 
with which all sales contracts will be made. 
The gas engine and commercial body sales 
will be conducted through another new 
subsidiary, to be known as Hercules Prod- 
ucts, Inc. 

Col. Frank E. Smith, who has been act- 
ing as receiver of the several companies 
since they were placed in receivership in 
August, 1927, has been elected president 
of the new company. W. F. Thatcher is 
vice-president and D. L. Adkins secretary. 
F. O. Cummings is general comptroller and 
H. W. Foulds is general sales manager. 

The work of reorganization has been 
accomplished in record time, and the new 
company is taking over the entire business 
of the former companies and will manu- 
facture and market both the motor-driven 
compressor type and the electrolux absorp- 
tion type of refrigerating units. 





Westinghouse Electric Elects 
Finney, Jones and Mulligan 


Clinton M. Finney was recently elected 
comptroller of the Westinghouse Electric 
& Mfg. Co., East Pittsburgh, Pa. War- 
ren H. Jones was elected secretary and 
Edward J. Mulligan, assistant secretary. 

Mr. Finney was formerly. with the 
Worthington Pump & Machinery Corpora- 
tion, of which he was comptroller from 
1919 to 1926 and vice-president during the 
past two years. Previously he was secre- 
tary and treasurer Mack Truck Co. and 
treasurer George V. Cresson Co. He is a 
graduate of the University of Pennsyl- 
vania. Mr. Jones has been assistant secre- 
tary since 1911 and previously was secre- 
tary to Robert Mather, former chairman 
of the board. Mr. Mulligan started as 
office boy to George Westinghouse 25 
years ago and in recent years was secre- 
tary to James C. Bennett, recently elected 
a vice-president of the company. 


Zone Managers Appointed by 
the Vichek Tool Co. 


A. L. Martin, general sales manager of 
The Vichek Tool Co., Cleveland, Ohio, 
announces the following appointments to 
the position of zone managers: 

W. L. Baldwin, Zone 1, with headquar- 
ters in Cleveland, Ohio. Clyde Newman, 
Zone 2, with headquarters in Akron, Ohio. 
C. F. Turner, Zone 3, with headquarters 
in Philadelphia, Pa. Harry Tucker, Zone 
4, with headquarters in Jacksonville, Fla. 
Ed. Harris, Zone 5, with headquarters in 





Louisville, Ky. W. H. Radford, Zone 6, 
with headquarters in Dallas, Tex.; G. G. 
Davis, Zone 7, with headquarters in Pitts- 
burgh, Pa.; T. S. Walsh, Zone 9, with 
headquarters in Boston, Mass.; W. H. 
Cody, Zone 10, with headquarters in San 
Francisco, Cal.; Paul J. Kenny, Zone 11, 
with headquarters in Kansas City, Mo.; 
J. T. Butler, Zone 13, with headquarters 
in Chicago, Ill.; W. G. Tuttle, Zone 14, 
with headquarters in St. Louis, Mo.; 
Steyn, Pease Co., Zone 15, headquarters in 
New York City; A. L. Whittemore & Co., 
Zone 17, composed of Chicago, IIl., with 
headquarters in that city. 


H. V. Kaltenborn Will Address 
Metropolitan Dinner Jan. 19. 


Plans are well under way for a bigger 
and better Metropolitan Hardware ban- 
quet to be held Thursday, Jan. 19, at the 
Hotel Commodore, Lexington Avenue and 
East Forty-second Street, New York City. 
H. VV. Kaltenborn, associate editor, 





H. V. Kaltenborn 


Brooklyn Daily Eagle, is to be the speaker. 
Mr. Kaltenborn is an authority on world- 
wide business conditions, a recognized 
economist and a very popular radio 
speaker. This year’s dinner will be the 
twentieth annual affair sponsored by the 
Metropolitan Hardware Association, of 
which Sidney J. Milligan is president. 
Al Cornell, now general manager Lud- 
low & Squier Co., Newark, N. J., is 
chairman of the banquet committee. En- 
tertainment is in charge of a committee 
headed by Matt Ludlow, president of that 
firm and a former N. R. H. A. president. 
Rev. M. Joseph Toomey, chaplain of the 
association, will deliver the invocation. 


Frederic L. Thorne Dies 


Frederick L. Thorne, for many years 
proprieor of Rising & Thorne, Newark, 
N. J., hardware firm, died in the Hotel 
Beechwood, Summit, N. J., on Dec. 29. 
He was 80 years of age and had been in 
good health until stricken with pneu- 
monia. 

Mr. Thorne was born in Newark and in 
1873 established the business with Herbert 
W. Rising. His wife survives him. 





The Dill Mfg. Co. Announces 
Two Changes in Personnel 


The Dill Mfg. Co., Cleveland, Ohio, 
manufacturer of automobile valves and 
valve parts, announces the election of A. 
E. Bronson as vice-president in charge of 
distribution and development. 

Mr. Bronson has been associated with 
The Dill Mfg. Co. as secretary and sales 
director. 

Coincident with the announcement of 
the promotion of Mr. Bronson, announce- 
ment is made of the appointment of L. F. 
Body as manager of sales. Mr. Body was 
for many years with the Sherwin-Williams 
Company and more recently with the 
Glidden companies in a sales executive 
capacity. 


John C. Guenther Passes On 


John C. Guenther, well known hard- 
ware man, passed away recently in his 
sixtieth year, at his home in Mt. Clemens, 
Mich. Mr. Guenther had been associated 
with the Fletcher Wholesale Hardware 
Co., Detroit, Mich., and for the past 
twenty years was connected with Geo. 
Worthington Co., Cleveland, Ohio, cover- 
ing the southern Michigan territory for 
this company. 

He is survived by his wife and several 
nieces and nephews. 





Belcher & Loomis Appoint 
Gordon W. Browne Manager 


Gordon W. Browne has been appointed 
manager of the Belcher & Loomis Hard- 
ware Co., 83 to 91 Weybosset Street, 
Providence, R. I., retail stores. The com- 
pany’s wholesale, contractors’ and factory 
supply departments are being moved to the 
new service building, 122-130 West Ex- 
change Street and 28 Mason Street. Its 
formal opening will be held on Feb. 1. 





Theodore R. Townley Dies 


Theodére R. Townley, veteran hardware 
dealer of Ballston Spa, N. Y., passed away 
in the latter part of December, at the age 
of 74 years. His death is attributed to 
a heart disease of several years standing. 
For 48 years he cenducted a hardware 
store in Ballston Spa, retiring eight years 
ago, and was succeeded by his nephew, 
Wendell Townley. His wife, one brother 
and two. sisters survive him. 





Moore Push-Pin Co. Announces 
Several Territory Changes 


Harold R. Horn, who has represented 
the Moore Push-Pin Co., Wayne Junction, 
Philadelphia, Pa., throughout the New 
England States, New York and Eastern 
Canada, will now represent that company 
in the Southern States, including Texas. 
His headquarters will be in Atlanta, Ga. 
Alan D. Mills, who is covering the Middle 
Atlantic States, will extend his territory 
and also cover New York. J. F. Robb, 
who has been doing special investigation 
work for the Moore Push-Pin Co., will 
now represent the company in New Eng- 
land and Eastern Canada. 
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Gold Seal Electrical Co. Buys 
Gold Seal Electric Co. 


The Gold Seal Electrical Co., 250 Park 
Avenue, New York City, one of the large 
manufacturers of radio tubes in this coun- 
try, announces that it has taken over 
the business of the Gold Seal Electric Co., 
Cleveland, Ohio. This concern manufac- 
tures household electric appliances. The 
purchase is understood to be the first step 
in an extensive program of expansion, both 
in size and scope of operations. Factories 
will be maintained at Cleveland, Ohio, and 
Newark, N. J., with executive and sales 
offices in New York City. 

Both companies have shown a large in- 
crease in business during the past year and 
further developments in expansion are ex- 
pected in the near future. 


Charles M. Kittle Passes On— 
Head of Sears, Roebuck & Co. 


Charles M: Kittle, president of Sears, 
Roebuck & Co., Chicago, Ill., and former 
vice-president of the Illinois Central Rail- 
road, died at his Chicago home on Jan. 2 
after a two weeks illness. 

He was born in Elkins, W. Va., 47 
years ago and spent most of his life in 
the railroad business. He rose rapidly 
through the ranks, and from 1920 to 1924 
was senior vice-president of the Illinois 
Central and Yazoo and Mississippi roads. 





In 1924 he was offered the presidency of 
the mail order company, which he ac- 
cepted. 


Assets of Triumph Lamp Co. 
Bought by Hygrade Lamp Co. 


Hygrade Lamp Co., Salem, Mass., re- 
cently purchased the assets of the Tri- 
umph Lamp Co., Indianapolis, Ind. This 
purchase makes the Hygrade company one 
of the largest independent manufacturers 
in the United States of large style in- 
candescent lamps. 

The immediate result of this purchase 
will be to increase the total production of 
the Hygrade Lamp Co. nearly 25 per cent, 
or over two million lamps a year. 


The Hardware Associates Plan 
Annual Pre-Convention Dinner 


Plans are progressing favorably for the 
annual convention of the New England 
Hardware Dealers’ Association to be held 
on Feb. 21 and 22, at the Mechanics Build- 
ing, Boston, Mass. The Hardware As- 
sociates will hold their Night Before Din- 
ner on Feb. 20, at the Elks Club, Tremont 
Street, Boston. This is always a stag 
party affair. If current plans are carried 
throug the associates will enjoy one of the 
biggest entertainments ever before at- 
tempted by an entertainment committee. 





The Steinite Laboratories 
Name Two Distributors 


The Steinite Laboratories Co., 506 S. 
Wabash Avenue, Chicago, IIl., manufac- 
turer of Steinite Electric Radio Sets, an- 
nounce the appointment of H. J. Gorke, 
Syracuse, N. Y., and the Crescent Electric 
Supply Co., Dubuque, Iowa, as exclusive 
distributors. 

H. J. Gorke will cover the entire Central 
New York State territory. 


G. C. Hascall Passes Away 


George C. Hascall, president of the 
Tropical Paint & Oil Co., the Hascall 
Paint Co. and the Union Products Co., 
Cleveland, Ohio, died on Dec. 20 at the 
age of 75 years. He was a pioneer in the 
paint and oil industries in Ohio, Mr. 
Hascall was also active in several other 
paint and oil companies and was president 
of the Texas Mfg. Co., Ft. Worth, Texas. 


All Pasha Space Sold for 
27th Annual Exhibition 


The Pennsylvania and Atlantic Seaboard 
Hardware Association has reported that 
all space has been completely sold out for 
its Twenty-seventh Annual Exhibition. 
This will be held in conjunction with the 
annual convention, to take place this year 
on Feb. 13, 14, 15, 16 and 17. Sharon E. 
Jones is secretary of the association, with 
offices in the Wesley Building, Philadel- 
phia, Pa. 











your ad to— 





Classified Opportunities Dept. 





He Advertised in the Right Medium 


This man wanted to represent a good hardware manu- 
facturer—he told his story in the Classified Opportunities 
Section of Hardware Age— 

A nationally known company replied to his advertisement 
and he secured a desirable position through advertising in 
the right medium. 

Hardware Age is noted for quick results—try it—send 


Hardware Age 239 W. 39th St., New York 
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“Airplane Swing” on Market 


A novelty in the form of an “airplane 
swing” has been added by Hunt, Helm, 
Ferris and Co., Harvard, Ill., to their 
popular Cannon Ball line of childrens’ 
vehicles. The swing, shaped like an air- 
plane, can be used in-doors or out. It is 
substantially made of wood, painted in 
bright colors, is 4 feet long, has three 





seats and is suspended from four points, 
making tipping impossible. 

The new swing comes packed flat, is 
equipped with the necessary manila rope 
and can be set up in a few minutes. 


Williams 200 Line Pumps 


Several new ideas have been incorporated 
into the new Williams 200-line of pumps, 
manufactured by Williams Brothers, 1125 
West Beardsley Avenue, Elkhardt, Ind. 
The capacity of these pumps is 225 gallons 
per hour which permits a_ satisfactory 
sprinkler service. A new control switch 
has been designed which incorporates a 
mercury switch. Thus the electrical cir- 
cuit is completely insulated and sealed in, 
preventing dirt from entering and elim- 
inating corrosion or burning of contact 





points. The Monel metal piston rods 
which are very hard, resist abrasions caused 
in packing. 


Only the 200 model pump is being manu- 
factured at the present time, but it is sup- 
plied in four different outfits, with tanks 
of 3, 12, 35 and 70 gallons capacity. In 





all except the smallest outfits, a fresh water 
valve is included. 





Additions to Presto Line 


Chamberlain-Haber Chemical Co., 1105 
W. Eleventh Street, Cleveland Ohio, re- 
cently placed two new Presto products be- 
fore the hardware trade. 

Presto Window Cleaner, distributed in 
6 and 12 oz. bottles to household consum- 
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ers, is an organic cleaner for windows, 
plate glass and mirrors. It has been 
prepared with the idea of using a very 
small amount on a rag, wrung out in cold 
water. Rapid drying qualities enable a 
quick polish. 

Presto Met-L-Shyn is a wax polish. A 
sales feature of this product is its ability 








from 


spots 
tarnished automobile radiators and bring 


to remove rain and alcohol 


up a bright finish. It has been found ef- 
fective on brass, copper, nickel, aluminum 
and other hard alloy surfaces. Free from 
explosive ingredients, it can be used 
equally well on hot or cold surfaces. 
Packed in flat round tins, twelve to a 
carton. 





Cotton Duck Recommendation 
Issued in Booklet Form 


Manufacturers, distributors and users of 
Cotton Duck will be interested in learning 
that the United States Department of 
Commerce, Bureau of Standards, Wash- 
ington, D. C., has issued the first revision 
booklet, Simplified Practice Recommenda- 
tion No. 27, dealing with Cotton Duck. 
Copies may be secured from the Superin- 
tendent of Documents, Government Print- 
ing Office, Washington, D. C. 





Steel Bar Clamp Fixtures 


Adjustable Clamp Co., 411 N. Ashland 
Avenue, Chicago, IIl., is manufacturing a 
novel form of carpenter’s Steel-Bar 
Clamp, known as “Pony” Steel Bar Clamp 
Fixtures. 

These fixtures consist of a set of parts, 
which when applied to any piece of 
34-inch wrought iron pipe, either standard 
weight, extra heavy or double extra 
heavy, make an excellent steel. bar clamp 
of such length as the pipe may be. A 
dozen set of fixtures plus a stock of 
34-inch pipe, enables the tool dealer to fill 
an order for clamps of any length. 

The head of the clamp is screwed fast 





to the threads at one end of the pipe. The 
foot or tail-piece, is slipped over the other 
end. No holes, notches or rivets are neces- 
sary. The foot contains a set of Multiple 
Clutch Rings, which automatically engage 
the pipe at any point to which it may be 
moved. The rings fit the work to be 
clamped and hold it firm against the pres- 
sure applied through the crank and screw 
in the head. 

The limit of strength of this clamp is 
the stiffness of the pipe used. Several 
pieces of pipe can be joined with couplings, 
permitting a “take-down” form of con- 
struction. The fixtures can be quickly re- 
moved from one pipe and put on another 
for work of unusual size. 


Robbins & Myers Catalog 


The Robbins & Myers Co., Springfield 
Ohio, have recently issued their Domestic 
Catalog No. 1354, for 1928. In _ this 
book are illustrated, described and listed 
the various types of electric fans for al- 
ternating and direct circuits; non-oscillat- 
ing, oscillating ceiling and ventilating fans 
which the company manufactures. 


Reichert’s No-Kick Hobble 


The Imperial Bit and Snap Co., Racine, 
Wis., is placing on the market to be sold 
through the regular hardware channels, a 





new cow hobble. This device, known as 
the Reichert’s No-Kick Hobble, is con- 
structed of band steel, black japanned, and 
connected with the best grade manila rope. 
It is easily adjustable and the makers 
claim will not kink or tangle and is es- 
pecially strong and effective. 
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(Washington Bureau of HARDWARE AGE) 


Efforts to enact price standardization 
legislation are awaiting the report of the 
Federal Trade Commission, which has in- 
stituted a searching study of the question. 
As is known the Commission, acting upon 
its own initiative, has sent out a question- 
naire to manufacturers, wholesalers and 
retailers with a view to obtaining a com- 
plete analysis of the situation. Being so 
broad in its character the study will re- 
quire considerable time before it is com- 
pleted and the report made. It is a ques- 
tion if it will be ready before the present 
session of Congress adjourns in March. 

Representative Kelly of Pennsylvania 
and Senator Capper of Kansas, authors of 
the price standardization bill, however, 
are hopeful that the report will be avail- 
able in time to press the legislation at 
the present session. Both feel that the pos- 
sibility of passing the legislation once it 
is brought before Congress is better than it 
has been in the past, though opponents are 
equally as confident that it will be defeated 
as has been the case consistently for the 
past decade. Greater opposition has been 
met in the House than in the Senate. 

One encouraging feature to the authors 
of the measure is that as now drafted it 
apparently meets with suggestions made 
by a subcommittee of the House Com- 
mittee on Interstate and Foreign Com- 
merce. The proposed amendments have 
been accepted by both Representative Kelly 
and Senator Capper, who claim that they 
do not change the major features of the 
measure. Representative Kelly is prepar- 
ing a presentation of the proposed legis- 
lation and likely will talk on the subject 
before the House soon. It will act as a 
forerunner to active attempts to put the 
legislation formally before Congress again. 
It is believed that the outcome of the 
proposed legislation will depend to an im- 
portant degree upon the nature of the re- 
port of the Federal Trade Commission. 


Extensive survey of business conditions 
was made at the first New Year meeting 
of the Cabinet on Tuesday of last week 
and it was made known at the White 
House that President Coolidge was pleased 
with the prospects of 1928 as disclosed by 
the reports. It is understood that much 
of the data was presented by Secretary of 
Commerce Hoover who is said to have had 
a large staff at work for some time study- 
ing conditions in a wide variety of lines, 
including iron and steel, hardware, textile, 
lumber, and many others. One of the out- 
standing matters said to have been brought 
is the change in industry, which in mod- 


Washington News Letter 


Price Standardization Legislation—President Pleased with Prospects 
for 1928—Bureau of Standards New Apparatus—Better 
Co-operation Between Government and Business 


By L. W. Moffett 


ern times has turned to mass output. The 
automobile industry was declared to be 
doing well now, after a letup, partially 
due to the non-production of one promi- 
nent producer pending arrangement for 
producing a new model. The railroads 
were said to be buying new equipment in 
good volume; credits were described as 
being plentiful, with reasonably low rates 
to encourage business and commerce to 
engage in plans of financing. Rates of 
wages generally were said to be at the 
highest point in the history of the coun- 
try. Improved machinery and advanced 
methods of production were declared to 
lead the President to anticipate a new era 
of productivity and it was implied that 
the Government is in harmony with the 
expected growth and expansion. Increased 
production was looked upon as a means of 
decreasing costs to the consumer and giv- 
ing wider distribution, making it possible 
for the average American citizen to enjoy 
many things that he otherwise could not 
afford. The relationship between produc- 
tion and distribution is understood to have 
been given consideration because of the 
importance of preventing overproduction 
and thus bringing about an adverse eco- 
nomic situation. 


The paint section of the Bureau of 
Standards has constructed apparatus for 
determining when a paint, varnish, or 
bituminous coating on a metal panel has 
failed by cracking. Such failures can not 
ordinarily be seen with the naked eye un- 
less the cracks are very had. The opera- 
tion of the apparatus is described as fol- 
lows: (1) A metal panel is coated on one 
side with the paint; (2) a set of head 
phones is connected in series with the 
back of the panel; (3) The painted sur- 
face is stamped with a number of drops 
(50 in all) of a conducting solution pre- 
pared so as to wet the surface; (4) A 
voltage from an interrupted source is 
placed across the head phones and panel, 
and the circuit completed by touching the 
return wire to the drops. If there is a 
break in the paint film a loud buzz will 
be heard in the head phones. 


Largely through correspondence, the 
Bureau of Standards is bringing to the 
attention of interested organizations the 
benefits to be derived by all concerned 
from carrying to completion the Bureau’s 
full program, in accordance with which 
“nationally recognized specifications” for 
any chosen commodity are so formulated 
as to cover the most satisfactory commod- 








ity in the best possible manner, the manu- 
facturers place this commodity in “mass 
production” in accordance with this speci- 
fication, the suppliers issue their certificates 
guaranteeing compliance with this speci- 
fication, and “guaranteeing labeling” es- 
tablishments base their tests and inspections 
on this identical specification. A recent 
compilation shows that there are 68 na- 
tionally recognized trade associations, tech- 
nical societies and similar organizations 
that are now engaged in, or have definitely 
planned for, activities tending to bring 
about a change from the prevalent hit-or- 
miss methods of specifying manufacturing 
and testing to a logical method of formul- 
ating specifications, manufacturing in con- 
formity therewith, and testing to insure 
or*guarantee compliance. 


That there is distinctly closer and great- 
er cooperation between the Government 
and legitimate business is manifested in 
different directions, an outstanding ex- 
ample being the evidently sympathetic at- 
titude of the Government toward mergers 
provided they do not reach a point where 
monopoly is likely to develop. The Sec- 
retary of Labor in his annual report has 
even suggested the necessity of amending 
the Sherman law so as to remove some 
of the present restrictions on both indus- 
try and labor and this attitude toward the 
Sherman and other anti-trust laws is grow- 
ing. The attitude of the government to- 
ward business also is reflected in the an- 
nual report of the Attorney General in 
commenting on trade association. 

W. J. Donovan, assistant to the At- 
torney General, in charge of the Anti- 
trust division, said: “Recognizing that 
trade associations kept within legal limits 
can serve a useful purpose, not only in the 
various industries of the country, but like- 
wise in aid of the purchasing consumers 
of products, the division (anti-trust) ex- 
amined the purposes and activities of a 
number of such associations. Activities 
illegal either in their purpose of effect 
were pointed out and eliminated from 
proposed organization plans or rule. En- 
couragement was given to the adoption of 
codes of rules or business ethics not in- 
tended and calculated to restrain normal 
trade but designed to accelerate trade by 
abolition of unfair trade practices. 

“It has been the purpose, insofar as 
practicable, not to interfere with legiti- 
mate trade association activities, but to 
prevent at their inception, activities bring- 
ing about undue restraints of trade.” 
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General Market News 





Hardware Market Reports Vary; 
Good Demand Expected When 


Inventories Have Been Completed 


NEW YORK, Jan. 11.—Reports on current wholesale markets vary. 
In some centers where inventories of both retailers and jobbers have 


been completed a fairly active replacement business is found. 


In 


the majority of centers retailers are still taking stock, and for that 


reason are buying only for actual current requirements. 


Wood 


screws were advanced 40 per cent, effective Jan. 4, when new lists 


and discounts were announced. 


Salesmen are back on their territories and expect an active month 
when stock taking details are finished. Collections average fair. 
There are a few price adjustments being made. 





Continental Screen Prices 
Advance, Effective January 23 


Continental Screen Co., Detroit, Mich., 
announces that prices will be advanced on 
screen doors and window screens, effective 
Jan. 23. 


Bank Duties Deciion 9.1 
Per Cent in Week 


Debits to individual accounts, as report- 
ed to the Federal Reserve Board by banks 
in leading cities for the week ended Dec. 
14 aggregated $14,205,694.000, or 9.1 per 
cent below the total of $15,628,035,000 re- 
ported for the preceding week. 

Aggregate debits for 141 centers for 
which figures have been published weekly 
since January, 1919, amounted to $13,432,- 
893,000, as compared with $14,800,117,000 
for the preceding week and $12,917,421,000 
for the week ended Dec. 15, 1926. 


Car Loadings Show Gain 
Week Ended Dec. 24 


Loading of revenue freight for the week 
ended Dec. 24 totaled 829,006 cars, show- 
ing a decrease of 39,156 cars below the 
preceding week but an increase of 60,966 
cars above the same week in 1926. 

Miscellaneous freight loading for the 
week totaled 276,863 cars, an increase of 
24,359 cars over the corresponding week 
in 1926. 

Coal loading amounted to 176,705 cars, 
a decrease of 2,929 cars under the same 
week last year. 

Grain and grain products loading totaled 
44,857 cars, an increase of 6,503 cars. 

Live stock loading amounted to 23,879 
cars, an increase of 1,473 cars. 

Forest products loading totaled 53,090 
cars, 5,021 cars above the same week in 
1926. 

Ore loading totaled 7,945 cars, 770 cars 
under the same week in 1926. 

Coke loading totaled 9,942 cars, a de- 





crease of 1,077 cars under the same week 
last year. 


New Low Price Announced on |' 


Eaton Ford Springs 


A new net price on Ford springs has 
just been announced by The Eaton Bumper 
& Spring Service Company of Cleveland, 
Ohio, which places the lowest price ever 
offered on Eaton springs for Ford cars 
and is made possible by the large volume 
which this company has reached. 





Farm Products Prices Rise 
During Last Six Months 


General farming conditions, it is true. 
stand in need of improvement, but in the 
matter of relative prices for his product 
the farmer is much better off than he 
was a year ago. Agricultural prices have 
been rising for the last six months, so 
that for the first time in years they are 
appreciably higher than non-agricultural 
prices. This would seeem to take away 
from the farm bloc one of its strongest 
arguments, says the Bache Review. 

The index of the Bureau of Labor sta- 
tistics shows that agricultural prices for 
November averaged 154, compared with 
only 144 for non-agricultural prices. The 
things the farmer buys are now cheaper 
relatively than the things he sells. Only 
last June, farm prices were at 143. They 
have risen to 154. 

Over four years ago non-agricultural 
prices were at their high of 173 (based on 
1912 prices as 100). They are now at the 
lowest in ten years. They have declined 
somewhat further during the last several 
weeks. 





Week’s Prices Average 145.1 Per 
Cent, Says Prof. Irving Fisher 
Prof. Irving Fisher, of Yale University 


announced Jan. 2 that the previous week’s 
prices, based on Dun’s quotations, aver- 





aged 145.1 per cent of the pre-war level. 
The purchasing power of the dollar was 
68.9 pre-war cents, says the Journal of 
Commerce. 
Crump’s index for the week was 134.1. 
The Italian index for the week ended 
December 24 was 482. 


Exports Show 3 Per Cent Gain 
First Nine Months of 1927 


American exports for the first nine 
months of 1927 amounted to more than 
$3,500,000,000, representing a gain of 3 
per cent over the corresponding period a 
year ago, says a bulletin on “Our World 
Trade” issued Jan. 2 by the foreign com- 
merce department of the Chamber of Com- 
merce of the United States. 

“Despite a slackening of our foreign 
shipments during the third quarter of 
1927,” the bulletin says in part, “thirteen 
of our twenty leading exports increased 
in both quantity and value. Ejighty-two of 
our 132 chief exports recorded quantity 
increases. 

“American manufacturers, both finished 
and semi-finished, continued as a group to 
find larger foreign markets, and exports 
of crude foodstuffs showed an increase of 
23 per cent, due largely to heavy shipments 
of wheat, rye, barley, apples and oranges. 
It is noteworthy that, with a price level 
generally lower during the first nine 
months of 1927 than in 1926, the values of 
two-thirds of our principal exports were 
greater than a year ago.” 





First Week of New Year 
Looks Good to Dun’s 


The first week of the new year has 
started out with a generally cheerful as- 
pect, according to the weekly reviews issued 
by the mercantile agencies. While there is 
a lack of uniformity in general trade, dull- 
ness in some lines being seasonal, industry 
itself is showing a stronger tone. 

R. G. Dun & Co. describe the favorable 
elements in the situation as follows: 

“Nothing has occurred in the first week 
of the new year to modify the cheerful 
views on the business outlook which re- 
cently have been widely expressed. The 
lack of uniformity of commercial move- 
ments is a familiar phase, having existed 
for a long time and being a natural con- 
comitant of a situation that has many 
ramifications and varied problems. Beneath 
the present irregularities, however, several 
promising and reassuring auguries are re- 
vealed, foremost among which are the close 
alignment of production to actual consump- 
tion in most channels, the comparative 
smallness of merchandise stocks, the 
strengthened financial position in different 
agricultural sections, and the continued 
stability of commodity prices. The rela- 
tively low output in that field is regarded 
as a reflection of past tendencies, and an 
early upturn is foreshadowed by the cur- 
rent broadening of demand from railroads, 
automobiles makers and building interests.” 
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Inventory Still Retards Chicago Trade, 


But Staple Lines Commence to Move 


(Chicago office of HARDWARE AGE) tubs and pails for dealers’ January 
CHICAGO, Jan. 10.—Hardware sales are still being retarded by the gen- | sales. 
eral inventory taking, although a fair volume of replacement orders on We quote from jobbers’ stocks, 
the more staple items is just beginning to develop. Every indication “ta Gade en ee a a 
points to a resumption of buying within the next few days. Rush orders a made Ba i: ghia 2 ee ne 
for spring and summer merchandise are expected to reach a considerable 14 qt., $ 1 gal all galvanized oil 
volume due to the fact that there was comparatively only a fair amount vay ‘special '§ oe Son: fete et 
of future business placed during the fall. No 3 En y emote, Saivesioed 


’ Just what price tendencies will develop with the resumption of buying measures, $4.50. 
is rather problematical, but there are indications of revisions both up- | GLASS AND PUTTY.—Sales are as 
ward and downward. Changes reported this week consist of declines | 00d as can be expected at this time of 


on manila rope, raw and boiled linseed oil, alcohol, wire and agricul- | ¥®- 
We quote from jobbers’ stocks, 


tural tool handles. At the same time an advance is announced on screen Sa Cilenme: Ginale stramath 4. 08 

cloth and substantial raises are predicted on all kinds of screws and brackets, 89-5 per cent discount; sin- 

° ° ’ gle strength B, all brackets, 90-74% 

on several items of builders’ hardware. per cent discount: double strength A, 

. s . a rackets, 8 r cent discount; 

The heavy buying by the railroads, coupled with the fact that auto- dottla cttanath & ak bradiets, 00-4 

mobile manufacturers are just beginning to place specifications, is per cent discount; putty, pure grade, 

> > P ° ° errr ° $4.25 per 100 Ib.; commercial, $3.50 
instrumental in causing a steady betterment in steel mill activities in per 100 Ib. 


the Chicago area. Production is now up to about 76 per cent of | GLASS SUBSTITUTES.—Sales are in- 
creasingly active and prices are un- 





capacity. 
changed. 
. ke Fete = Far «nied Jom, 
' -0.b. cago: Cel-O-Glass, 100 x 3 
AUTOMOBILE ACCESSORIES.—Some —. pong 9 ie ena Bmp ol vom ft., full rolls, $36 each; Glass-Cloth, 
orders for future deliveries on warm door sets, $6 per set. 150 x 3 ft., full rolls, $12 each. 
weather accessories are being received. | CHAIN.—There is a steady demand. GOLF GOODS.—A fair volume of fu- 
: We quote Sieh Sidi? “annie, Prices are unchanged. ture for later delivery is being received. 
.0.b. cago: We quote from jobbers’ stocks, 
Spark Plugs.—Splitdorf, for Fords, ‘ 7 Siices “ee “ge Ss. f.0.b. Coteus: Hien grade wood 
50c. each; regular, 58c. each; Cham- hats $8. 50 0: 100 ib, Fone B 4 clubs, $2.50 each; irons, $2.10 each; 
pion X, 45c. each; Champion Blue ~ eo B per il chai $0210 u medium grade, $1.35 each; Crawford- 
Box line, 53c. each; A. C., 53c. each; ~ hry “fe nN om00.4 4 a bad McGregor steel shaft wood clubs, $4.50 
lots of 100, 50c.; A. C. Special Ford, peer +3 4 our aah $2.75 ~ * emcee each; Crawford-McGregor steel shaft 
na ge Appleton, No. 3280 pian alee lies bebe se wile 475 moon % poner Slam 
spo _ eton, . . Saal a wo clubs, $4. each; Gran jam 
$6.50 each. COPPER RIVETS AND BURRS.—Fac iron clubs, $3.35 each; U. S. Royal 
oo ig wher dozen pair lots, tories are reluctant to take orders at Golf Balls, $6.50 dozen; St. Mungo 
5 per cen scount. : Colonel Golf Balls, $6.50 doz. 
Jacks.—National Standard, No. 21, the old prices, but advances are not sc Aareeais Saaeeine AND HATCH 
$1.30 each. being paid to date. . if 
+ “eee 1% in. cylinder, We ahsts tite jotbelw shocks, ETS.—Sales are quiet except upon the 
Tires and Tubes.—30 x 3% over- f.0.b. Chicago: Copper rivets and household grades. No recent price 
size cord tires, $8.30 each; regular urrs, 40-5 per cent discount. changes. 


ag 6.10 each; gray inner tubes, ELECTRICAL MERCHANDISE.— HAMMERS— 


0 x 3%, $1.24 each; red inner tubes, 


30 x 3%, $1.45 each. Prices on rubber covered wire are quote from jobbers’ stocks, 

, BY y Chicage: First quality, 16 oz. 

AXES.—Orders are in good volume, | Strong, — no advances have been Sait hemuinaie, Sak dana: “Mbiweehe, 
announced. $12.60 doz.; 16 oz. machinists’ ham- 


with no price changes for several sea- 
We quote from jobbers’ stocks, mers, first quality, $9.20 doz.; com- 





sons past. 
; f.o.b. Chicago: Electrical merchan- petitive grade, 16 oz. nail hammers, 

t a Fel Ag = gl nw dise, No. 14 rubber covered wire, $6.00 $6 to $8 doz. 

axes, unhandled, at $14 per doz.; han- Peete No is: las ee ite — HATCHETS 

dled at $19.25 per doz.; double bit 1000 tt.: ‘in 1000 re lots, $12; % in We quote from jobbers’ stocks, 

base weight axes, unhandled, at $19 brush brass key sockets, 1514c. each: f.o.b. Chicago: First quality hatch- 

per doz.; handled, at $24.50 per doz. two-way 0 nang 45c. each, ri lots of ets, No. 2 shingling, $12.50 doz.; first 
BOLTS AND NUTS.—Prices are un- 10, 40c. each; two-piece attachment ee cand ae — ge 
changed and sales are normal for this Fe iidea uct bias’ than ekee toe, shingling, $8 doz; medium quality 
season. 36c. each. hatchets, No. 2 broad, $12.50 doz. 

We quote from jobbers’ stocks, Electrical Appliances.—Iron. Hot | HANDLES, AGRICULTURAL.—It is 
f.o.b. Chicago: Carriage bolts, cut Point, $4.20; lots of six, $3.89; Sun- till littl oy for any. considerable 
thread, 60 per cent discount; small beam, $5; lots of six, $4.72. Per- still a little early 10 y ; 
carriage bolts, rolled thread, 60-10 colator, Universal 9169, $16.65. volume of future orders. Prices for the 
per cent discount; machine bolts, cut Radio Supplies.—Radio B batteries, : h b bsta 
thread, 60 per cent discount; small D 779 E, $1.40 each; base lots of 5, coming season have been very substan- 
machine bolts, rolled thread, 60- “le i a ae Fi: Ne Te, sh08 tially reduced. 
cae oe ‘Se srees, 0 each; packages of 5, $2.44; No. 486, We quote from jobbers’ stocks, 
per cent discount $3.58 each; No. 486, packages of 5, f.o.b. Chicago: Hay fork handles, 

7 " A $3.33. straight, chucked and bored, X 4 ft., 
BUILDERS’ HARDWARE.—There is a Battery Chargers.—Apco line, lots straight, chucked and bored, 4 ft., 
seasonable demand and prices are firm. of less than 10, $9.90 each. er Gos % oO ay ver Gos. 

We quote from jobbers’ stocks, FILES.—Prices are unchanged and the per doz.; ash fork handles, | bent, 
f.o.b. Chicago: 3% x 3% steel butts, demand is normal chucked and bored, X 4 ft., $2.90 per 
old copper and dull brass finish, $2.07 ‘i doz.; 4% ft., $3.20 per doz.; ash hay 
per doz. pair, case lots, less quanti- We quote from jobbers’ stocks. fork handles, bent, with strap, ferrule 
ties, 9c. per doz. pair higher; 4 x 4 f.o.b. Chicago: American files, 60-10 and cap, X 4 ft., $4.90 per doz.; 4 
steel butts, old copper and dull brass per cent off list; Nicholson files, 50 ft., $5.25 per doz.; XX 4 ft., $6.1 
finish, $2.90 per doz. pair, case lots; per cent off list; Black Diamond files, per doz.; 4% ft., $7.10 per doz.; bent 
less quantities, pee —_ —_ 50 per cent off list. $305 pe —_ nee ory x tor? 
higher; heavy steel bevel inside sets are s per doz. . per doz.; 
$5°75 per doz. sets, case lots: steei | GALVANIZED WARE.— Interesting |  Xxx°"4 ¢t., $4.65 per doz.: 4% ft.. $5 








bit-keyed front door sets, $1.45 per specials are being offered by jobbers on per doz.; bent manure fork handles, 
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with strap, ferrule and cap, X 4% ft., 
$5.25 per ~~; XX 4 ft., $6.65 per 
doz.; 4 $7.10 P se doz. ; garden 
hoe han “hong = 4% ft., $2.60 per doz.; 
XX 4% "te doz.; rake 


handles, regular pattern, X 4% 
$4.25 per doz.; XX 4% ft., $5.95 per 
doz.: D. shove! handles, X, $5.25 per 
doz.; XXX, $8 per doz.; wood D,. spade 
handles, a + 90 per doz.; D. shovel 
handles, x, DD; Be top, $4.45 per 
doz.; X, Sturd- E top, $4.50, 


HANDLES, TOOL.—Orders are larger, 
with no market change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Ax Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Jobbers’ prices are still un- 
changed but an advance may be ex- 
pected shortly. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap stuns 
in — 4 in., 88c.; 5 in., $1.16; 6 


in., $2. 25; 10 in., sf. 62 per 
doz, pair; extra heavy + hinges, in 
bundles, 4 in., $1.21; 5 in., $1.49; 6 in., 

$1.70; 8 in., $2. 55; 10 in., $4. 10 per doz. 


HOCKEY STICKS.—The demand 
very large at this time. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Boys’ Hockey stick, 
$2 doz.; Youth’s Hockey stick, $4 
College Hockey stick, $8.25 
Professional Hockey stick, $20 
doz.; practice pucks, $2.25 doz.; of- 
ficial pucks, $3.50 doz. 


ICE CREAM FREEZERS.—A fair 
amount of business for later delivery is 
being placed and prices for the coming 
season remain the same as last. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
t., $4.80 list; 2 qt., $5.60 list; 3 qt., 


in., $1.40; 8 


6.75 list; 4 qt., $8.25 list; 6 qt., 
10.45 list; 8 qt., $13.40 list; 10 qt., 
$17.90 list; 12 qt., $21.50 list; 15 qt., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 
$42.60 list; Arctic, 1 qt., $4 list; 2 aqt., 
$4.60 list; 3 qt., $5.45 list; 4 qt., $6.80 
list; 6 qt., $8.60 list; 8 qt., $11.10 list. 


All the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.95 list; 2 qt., 
$3.45 list; 3 qt., $4.10 list; $5 
we - at., $6.30 list; 8 qt., $8.20 ‘jist; 
2 $10.75 list; 12 qt., $14 list; 

i list; 20 qt., $21.50 list. A dis- 
Sid of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
doz.; 2 qt., enamel, $10 per doz.; 4 
qt., enamel, $18 per doz. Above prices 
are net. 


{CE SKATES.—Sales are holding up 
very well. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp, Rocker, 
men’s and boys’, bright finish, 75c. 
pair. Half Key Clamp, Rocker, 
women’s and girls’, $1 pair; Key 
Clamp, hockey, men’s and boys’, $1.20 
pair. Half Key Clamp, hockey 
women’s and girls’, $1.40 pair. Tu- 
bular skates, men’s or women’s, 
racer or hockey, $5.50 pair. 


LANTERNS.—The demand is very fair 
for this season of the year, with a good 
ba of fill-in orders being received. 
uote from jobbers’ stocks, 
Lob » . Chicago: Long or short globe 
tubular lanterns, $13 per doz, net. 
LARD PRESSES AND SAUSAGE 
STUFFERS.—Cold weather is causing 
a steady increase in the demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 25, 4 
t., $8 each; No. 31, 6 qt., $8.65 each; 
No. 35, 8 qt., $9.50 each. 


NAILS.—There is good sales activity 
(season considered) and prices are well 





maintained. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: l.c.l. quantities com- 
mon wire and cement coated nails, 
current l.c.l. stock orders, $3.00 per 
*keg base, Dec. 1, 1927, extras. 


PAINTS AND OILS.—Both linseed oil 
and alcohol take substantial declines. 
Sales are seasonal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil, Raw.—Barrel lots, 86c. 
per gal.; 5 barrel lots, 83c. per gal. 

Linseed Oil, Boiled.—Barrel lots, 
~ per gal.; 5 barrel lots, 86c. per 
gal. 

Denatured Alcohol.— Barrel lots, 


lots, per 


58l4c. per gal.; steel drums, extra $6, 
returnable. 

Turpentine.—Drum 69e. 
gal. net. 

White Lead.—100 Ib. lots, $13.25; 50 
Ib. lots, $6. i: 25 Ib. lots, $3.40; 12% 
Ib. lots, $1.7 

Shellac. dat oP lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

Mad Paste.—Barrel lots, 7%c. per 


PREPARED ROOFING.— ‘Sales are 
very quiet. Prices are low but no 
changes are reported yet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.80 per 
square; best grade talc surfaced, 
$2.05 per square; medium tale sur- 
faced, $1.05 per square; light talc 
surfaced, 85c. per square; red rosin 
sheathing, $55 per ton. 


PYREX WARE.—Jobbers are offering 
attractive specials on pie plates for 
January sales. 


We quote from jobbers’ 
f.o.b, Chicago: 

Bread Pans.—No. 212, $7.20 dozen; 
No. 214, $12 dozen. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz. ; ogg Gi No. 642, $12 doz.; 
No. 643, $14 

Pie Plates. ib. 208, $6 per dozen; 
No. 209, $7.20 per dozen. 

Tea Pots.—2 cup, $21 doz.; 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

Iced Tea Sets.—$4 per set. 


ROPE.—Priees on Manila are reduced 
1%c. per lb. No change on Sisal rope. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: No. 1 Manila standard 


stocks, 


4 cup, 


brand, 22c. to 24c. per lb.; No. 2 
Manila, 21lce. per Ib.; No. 1 Sisal, 
14%e No. 2 Sisal, 


to 16c. per Ib.; 
13%c. to 15c. per Ib. 
SAWS.—There is a fair demand and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Circular cord wood, 
20 in., $2.20 to $3; 22 in., $2.64 to $4; 
24 in., $3 to $4.50; 26 in., $3.50 to $5; 
28 in., $4 to $6; 30 in., $4.75 to $6.50. 


SASH CORD.—Present prices are ad- 
mittedly low and manufacturers are 
said to be awaiting an opportunity to 
make an advance. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No, 7 standard brands, 
$7.90 per doz. hanks; No. 8, $8.90 per 
doz. hanks. 


SASH PULLEYS.—Sales are rather 
light and prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
55c. per doz.; barrels, 50c. per doz.; 
Common Sense, 2 in., 55c. doz.; bar- 
rels, 50c. doz.; No. 110, 50c. doz.; 


barrels, 45c. doz. 


SCREWS.—New lists and heavily ad- 
vanced prices are effective Jan. 1. 
Orders are very active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head _ bright 
screws, 50-10 per cent; round head, 
blued, 45-10 per cent; flat head brass, 





45-10 per cent; round head, brass, 


40-10 per cent. 


SKIS.—General snows have greatly 
stimulated the demand. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: 5 ft. Norway Pine 
skis, $1.05 per pair; 5 ft. mahogany 


finish Magnolia skis, $1.60 per pair; 
5 = Northern White Ash, $1.85 per 
pair. 


SLEDGES AND WEDGES.—Prices are 


firm and sales are quite good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or  black- 
smiths’ sledges, 5 Ib. and heavier, 
10c. per lb.; common wood chopper’s 
wedges, 7c. per Ib. 


SOLDER AND BABBITT.—Sales are 
fair and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $38.60 per 100 Ib.; medium 
45.55 solder, $35.60 per 100 Ilb.; tinners 
40-60 solder, $33.15 per 100 Ib.; high 
speed babbitt metal, $20 per 100 Ib.; 
standard No. 4 babbitt metal, $13 
per 100 Ib. 


STEEL SHEETS.—There has been no 
actual change in the market, which is 
still strong. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage galvanized 
sheets, $5.30 per 100 lb.; 28 gage black 
sheets, $4.20 per 100 Ib. 

STOVE PIPE, FURNACE PIPE AND 
ELBOWS.—There is a good seasonal 
demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage, 6 in., Blued 
Stovepipe, 13c. per ft.; 28 gage, 6 in., 
Corrugated Elbows, $1.45 per doz.; 
17 in. Galvanized Coal Hods, 
per doz.; 17 in. Competition 
Hods, $4.35 per doz. 


TRAPS.—Sales have been very heavy 
and the supply inadequate. Factories 
are still behind on deliveries. January 
demand is expected to be unusually 
good and dealers should prepare for it. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.10 per doz.; 
No. 1, $1.38 per doz.; No. 1%, $2.44 


per doz.; No. 2, $3.36 per doz. 


WRENCHES.—Prices are unchanged 
and sales are normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60#10-5 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list;  Stillson 
wrenches, 70-10 per cent discount; 
Trimo, 70-5 per cent discount. 

Snap-on Wrenches. — Radio 
electrical sets in metal cases, 
No. 101, Mastér Service Set, 
No. 202 Heavy Duty Set, 
404 Flexible Socket Set, $8.80; No. 
Crankease Drain Plug Socket, $3.20; 
No. 90 Square Socket Set, $3.70; No. 
1817 Giant “Snap-on” with extra 
heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 


WIRE PRODUCTS.—There is the usual 
past inventory increase in inquiries. 
Prices for this year show a slight de- 
cline on wire and some advances on 
screen cloth. 


and 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 9 black annealed 
wire, $3.00 per 100 Ib.; No. 9 gal- 


vanized plain wire, $3.45 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.70 per 100 Ib. Pol- 


ished fence staples, $3.45 per 100 Ib. 
Wire cloth, black, 12-mesh, $1.85 per 
100 sq. ft.; galvanized, 12-mesh, 
$2.05 per 100 sq. ft.; bronze, 14-mesh, 
$5.60 per 100 sq. ft. Galvanized 
poultry netting: Galvanized before 
made, 60 per cent discount; gal- 
vanized after made, 50-10 per cent 
discount. 
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New Year Buying Und er Way in Cleveland— 
Jobbers’ December Sales Under Last Year’s 


(Cleveland office of HARDWARE AGE) 


CLEVELAND, Jan. 10.—New year buying is under way, and the trade 
is looking for a good business, although at the time of writing it is too 
early to estimate to what extent sales will develop this month. Traveling 
men did not get back on the road until after Jan. 1, and during the 


next few days sent in quite a few orders. 


Retailers are in the midst 


of inventories, and activity is expected to be rather restricted until 


these are over. 


Jobbers report that their December sales were from 5 to 10 per cent 


less than a year ago. 


move quite as well as during the previous year. 


This indicates that holiday merchandise did not 


However, part of the 


December decline can be accounted for by a slightly lower range in 
prices than prevailed at the end of 1926. 

A few price changes were made during the week. Tube type radia- 
tors were slashed as much as 40 per cent on some items by a leading 
manufacturer, who also discontinued period prices on lines of boilers 
and radiators. Wood screws, which have been very low, were advanced 
approximately 40 per cent. Manila rope in the better grades was 
reduced 1 cent per lb. Some types of radio tubes were also reduced. 

Collections are fairly good, showing some improvement over the 


previous few months. 





ANTI- FREEZE MATERIAL. — Ex- 
tremely cold weather the past week has 
resulted in a heavy demand for de- 
natured alcohol and anti-freeze com- 
pounds. 


Cleveland jobbers quote denatured 
alcohol 188 proof at 50 to 54 cents 
per gal. in 50-gal. drums; Ever 
Ready Prestone at $3.60 per gal. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—Tire chains are in moderate 
demand, icy pavements having stimu- 
lated sales recently. There is not much 
activity in tires but a better demand is 
looked for shortly. 


Cleveland jobbers quote Mansfield 
tires f.o.b. Cleveland, 30 x 3% Lib- 
erty Cord, $6.10; heavy duty oversize, 
$8.30; 32 x 4 Liberty, $11.15; heavy 
duty, $13.80; balloon tires, 27 x 4.40, 
$8.70; 29 x 4.40, $9.15; 30 x 5, $13; 32 x 
6, heavy duty, $21.10; 32 x 6.20, heavy 
ry ; tan tubes, 


balloon tire tubes, gray, 27 x 4. 
$1.80; 29 x 4.40, $1.85; 30 x 5, $2.25; 
32 x 6, $3.10; 32’ x 6.20, 3.50. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 145 
jacks, $3.75. rf spark plugs, 96c. 
each for all sizes in lots of less than 
50; Champion X spark plugs, 45c. 
each for less than 100, and 41c. each 
for over 100; Champion regular, 53c. 
each for less than 100, all sizes; 50c. 
each for over 100. 


AXES.—These are moving very slowly. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes. $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increases for dozen 
lots weighing 42 to 48 Ib. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES. — Jobbers report that 
sales of B batteries fell off about 20 per 
cent the past year because of the use of 
battery eliminators and the introduc- 





tion of AC radio sets. The volume of 


battery business in 1928 is expected to 
be about the same as last year. 


Jobbers quote f.o.b. Cleveland: 

B and C radio batteries. 
Unit Broken 
Packages Lots 
OS Seer ree 1.14 $1.22 
oe eee a 1.30 1.40 
DO, SEE Acco skid teunens 2.44 2.62 
ie , BAR re ee 3.17 3.40 
SS dies SRK ca ies 3.33 3.58 
Dry cell A_ batteries, No. 7111, 
3514c. in standard packages; 40c. in 


broken lots; Columbia igniter dry cell 
batteries, 32%4c. in standard pack- 
ages; 36c. in broken lots. 


BOILERS AND RADIATION.—The 
American Radiator Co., Jan. 2, made a 
price reduction of 10 to 40 per cent on 
tube type radiators. At the same time 
period prices on Ideal boilers and Amer- 
ican radiators were discontinued. Slight 
advances were made on two sizes of 
heaters. 


BOLTS AND NUTS.—Orders have been 
rather light recently. Prices are firm. 


Jobbers quote f.o.b. Cleveland: Ma- 
chine and carriage bolts, cut thread, 
hot pressed and cold punched nuts 
at 60 and 5 per cent off list. Bolts 
with rolled thread, 60, 10 and 5 per 
cent off list. Stove bolts, 80 per cent 
off list. 

Semi-finished nuts in bulk, 50 and 
5 per cent off list; 15 per cent higher 
for packages. 


BUILDERS HARDWARE.—A moder- 
ate amount of business has been taken 
since the recent price advance on lock 


sets. 


Cleveland jobbers quote in case lots 
lock sets, $4.75 per doz.; heavy strap 
hinges, 6 in., $1.45 per doz.: 8 in., 
$2.38 per doz.; extra heavy T hinges, 
6 in., $1.73 per doz.; 8 in., $2.80 per 


doz. 

Rutts, case lots, 3 in., 15%c. per 
pair; 3% in., 16c. per pair: 4 in., 22c. 
per pair; for less than case lots, all 
sizes are 2c. per pair higher. 

Ornamental hinges, standard fin- 
ishes, $1.05 ner doz.; nickel and sand 


blasted finished, $1.25 per doz. 








CORRUGATED ROOFING.—There is 
not much call for this at this time of 
the year. 

Cleveland jobbers quote No. 28 
gage, 1% in., corrugated roofing at 
$4.01 per sq. f.o.b. Pittsburgh, for 
ten squares or over. 

GAME TRAPS.—Sales have com- 
menced to drop off, .as the season for 
trapping will soon be over. Orders 
were unusually heavy during the sea- 


son. 

Jobbers quote f.o.b. Cleveland: 
Victor line No. 0, $1.10 each; No. 1, 
$1.38 each; No. 1%, $2.44 each; No. 
91, double grip, $2.44 each; United 
Jump, No. 1, $1.59 each; No. 1%, 
$2.81 each. 

GLASS BAKING WARE.—Jobbers had 
their stocks well cleaned out during 
the holiday season, but these have been 
replenished. 

Jobbers quote f.o.b. Cleveland: 

Casseroles.—Round or oval, 1 at., 
$1; 1% aqt., $1.17; 2 qt., $1.33; square, 


$1.17; casseroles with fancy covers, 
35c. higher. 

Pie Plates.—8 in., 50c.; 9 in., 60c.; 
10 in., 67c. 


No. 214, 
No. 


— Pans.—No. 212, 60c.; 


"Utility Dishes.—No. 231, 67c.; 
232, $1.17. 
Teapots. cy cups, $1.67; 4 cups, $2; 
6 cups, $2.3 
GLASS CLOTH AND CEL-O-GLASS. 
—A fair amount of business is being 


taken for spring shipment. 

Cleveland jobbers quote glass cloth 
24c. per yd. in 100 yd. rolls and 25c. 
per yd. in small rolls; Cel-O-Glass, 
12c, per sq. ft. 

ICE CREAM FREEZERS.—Orders for 
these are scarce. 


Jobbers quote f.o.b. Cleveland or 
factory with freight allowed to des- 
tination on 12 or more as follows: 
White Mountain, 2 qt., $5.65 each; 
4 qt., $8.25 each; 6 qt., $10.45 each; 
8 qt., $13.50 each; this price is subject 
to 50 per oe discount. 

Lightning, 2 qt., $5.50 each; 4 qt., 
$8 each; 6 qt., $10 each; 8 at., $13 
eath: subject to a 55 per cent dis- 
count. 


Blizzard, 2 at., $5.50 each; 4 qt., $8 
each; 6 at., $10 each; 8 qt., $13 each: 
subject to’ discounts of 55 and 7% 
per cent. 

Acme, 2 qt.. in half dozen lots, $8 
per doz.; in broken packages, $8.40 
per doz. 


INCUBATORS AND BROODERS.— 

These are moving very slowly and job- 

bers do not anticipate a very good sea- 

son because of the increase in the num- 

ber of large hatcheries. Jobbers quote 

incubators and brooders at 35 per cent 

off list. 

LAWN HOSE.—tThis is not active, as 

most retailers have bought for spring 
delivery. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: 2-braid, molded, un- 
coupled hose, ¥% in., 71% cents per 
ft.; % in., 8% cents per ft.; in 
94% cents per ft.; coupled hose is y 
cent per ft. higher. 


MACHINE SCREWS.—The demand i 
slow. Prices are unchanged. 
Cleveland jobbers quote steel ma- 
chine screws at 85 per cent off list 
— brass at 75 and 5 per cent off 
st. 
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manila rope. Cheaper grades and sisal 
rope are unchanged. 


$45; No. 328, $72; No. 322 


No. 325, 
$114. These prices are sub- 


range, 
ject to a 33% per cent discount. 


NAILS AND WIRE.—Jobbers have 
commenced to take orders for nails at 


i i . rs quote b d 
the recent advance in price and report | pRpEPARED ROOFING.—Sales are ot ean boop quote at grade 
a moderate volume of business. light. factory shipment and rl per Ib. ree 

isal rope, 16c. per 
Jobbers quote nails at $2.75 base cl stock shipment; s 
eveland jobbers quote popular Ib. for factory shipment and 16%c. 
per keg for mill shipment and as grades: Light, 98 cents per roll; me- for shipment from stocks. 


follows from stocks: 
dium, $1.12 per roll; heavy, $1.29 per 
Nails.—Less than car lots, $2.90 per roll; slate surface roofing, $1.99 per 


keg; No. 9 galvanized wire, $3.35 per roll. 


100 Ib.; No. 9 annealed wire, $2.90 
per 100 Ib.; cement-coated nails, $2.90 POULTRY NETTING AND WIRE 
CLOTH.—Considerable activity is ex- 


ROLLER SKATES.—These are not 
moving well. 
Jobbers quote f.o.b. Cleveland: 


Union Hardware Co. line, Nos. 4 and 


r 100 Ib.; olished fence staples, 
33. r i te 5, $1.42 per pair; No. 6, $1.55 per pair; 


$3.60 per 100 lb.; galvanized fence 
staples, $3.85 per 100 Ib 
Barbed Wire.—Barbed wire stock 


shipment. Lyman, 4 point, $3.13 per 
80-rod spool. Hog wire, $3.38 per 
80-rod spool. 


OIL AND GASOLINE STOVES.— 
Quite a few retailers are placing orders 
for spring shipment. 


Jobbers quote f.o.b. Cleveland: Per- 
fection oil stoves, full white porcelain 
enamel with built-in oven, Superfex 
; full white porcelain 
—— 9 oven, double- 
burners, $12 japan finish 
stoves, $28.50, $22.50 Teal $17.50. Puri- 
tan oil stoves, full white porcelain 
enamel with short drum Puritan 
burners, $122; japan finish stoves, 
$28.50, $22.50 and $17.50. Puritan 
pressure gas stoves, full porcelain 
enamel with built-in oven and pres- 
sure gas burners, $128; japan finish 
stoves, $38, $33 and $26.50. Perfec- 
tion ovens, one burner, $2.50; one 
burner glass door, $2.70 and two- 
burner glass door, Discount on 
above stoves and ovens, 30 per cent 
for less than ten and 30 and 5 per 
cent for ten and more. 

Nesco stoves, 2-burner 
without high et, $23; same 3- 
burner, $28; same 4-burner, $33; 4- 
burner range, $65; 5-burner range, 
$70; high shelves for regular gasoline 
stoves, 2-burner, $5.25; 3-burner, 
$6.50; ’4-burner, $8; dealers’ discount 
30 and 5 per cent off list. 

Air-O-Gas gasoline stoves, No. 327, 


gasoline 





pected in these lines during the next 
few weeks. 


Cleveland jobbers quote: 12-mesh 
black wire cloth, $1.75 per 100 sq. 
ft.; 12-mesh galvanized, $2.10 per 100 
sq. ft.; 14-mesh galvanized, $2.50 per 
100 sq. ft.; 16-mesh, $2.85 per 100 sq. 
ft.; bronze, 14-mesh, $5.35 per 100 ft. 
rolls; 50 ft. rolls 10c. additional. 
Poultry netting, galvanized after 
weaving, 50 and 10 to 50, 10 and 5 per 
cent off list; galvanized before weav- 
ing, 50, 10 and 10 to 50, 10, 10 and 5 
per cent off list. 


RADIO EQUIPMENT.—Prices have 
have been reduced 20 per cent on four 
types of radio tubes. Radio sets are 
inactive but tubes are moving fairly 
well. New list prices on tubes that 
have been changed are: CX-301A, $1.50; 
CX-112, $3.50; CX-340, $2; CX-374, 
$4.75. These prices are subject to a 30 
per cent discount. 


Jobbers quote f.o.b. Cleveland: 
Philco 6-180-volt, AB-686, socket 
power units, $33; AB-386, $39; AB- 
382, $45; 6-150-volt, AB-663 and AB- 
356, $27; AB-623, $33; 4-volt, AB-463, 
$27; AB-423, $30; 6-volt A_ socket 
power units, A-603, $16.60; B socket 
power units, B-86, $21; B-603, $16.50; 
Phileo trickle charger, TC-60, $6. 


ROPE.—A reduction of 1 cent per lb. 
has been made on the better grades of 








$28.50; No. 330, $34.50; No. 324, $39; 


No. 3, children, 75c. per pair. 

SPRINGS FOR AUTOMOBILES.— 
Eaton Bumper & Spring Service Co., 
65th Street and Central Avenue, Cleve- 
land, has announced new low net prices 
on front springs for Ford cars. 
STOVE PIPE AND ELBOWS.—New 
prices which were recently announced on 
Security stove pipe and elbows for this 
year, which represented a reduction, 
have again been revised, being marked 
up about 5 per cent. 


Cleveland jobbers quote for factory 
shipment 6-in. 28-gage Security stove 
pipe at $3.28 per crate of 25 joints, 
and 6-in. elbows, 28-gage, at $1.36 
per doz. 


WINDOW SCREENS.—A price reduc- 
tion of about 20 per cent is announced 
on Diamond E, Liberty window screens. 


Cleveland jobbers quote _ these 
screens, 18 x 33 in., galvanized, $6.80 
per doz.; 24 x 37 in., galvanized, $9.20 
per doz.; 18 x 33 bronze, $10 per doz.; 
24 x 37 bronze, $12.80 per doz. 


WOOD SCREWS.—Manufacturers have 
made a price advance of about 40 per 
cent by changing the lists and cutting 
down on discounts. Jobbers will make 
corresponding changes but have not yet 
figured out their new prices. 





The New Year Starts Off Well in 
New England Jobbing Business 


(Boston office of HARDWARE AGE) 

BOSTON, Jan. 10.—The New Year is starting off well in the mat- 
ter of sales, according to the local shelf hardware jobbing houses. 
There is no big volume to business, but the number of individual 
orders placed so far this year has run well ahead of the correspond- 
ing time in 1927. Retailers are calling for staple lines of hardware 
as well as for winter goods, the cold snap recently experienced 
stimulating the demand for the latter. Jobbers are of the opinion 
that retail stocks are well assorted but not large, and that several 
lines such as ice skates, snow shovels, sleds, etc., which did not move 
particularly well up to Dec. 31, 1927, will be cleaned up by the re- 
tailer. Already the trade is reordering some of these previously 
slow moving lines, which indicates a cleanup of holdings. 

A feeling persists in jobbing circles that manufacturers have 
passed through their period of adjustment and that their produc- 
tion costs have a nearer relation to the most aggressive competition. 
It is also felt that competition in the form of price cutting has pretty 
nearly reached the limit, if it has not already, and that the market 
for various kinds of merchandise handled by the retail hardware 
dealer will be on a sounder basis in 1928. 


COAL HODS.—There is a consistent Coal Hods.—Galvanized, with wood 
yet not large demand for coal hods, par- handle, No. 615, $4.44 per doz. net; 


* e . No. 516, $4.80; No. 517, $5.15; No. 618, 
ticularly the galvanized kinds. $5.63. Japanned, No. 6, $3.44 per doz. 
We quote from Boston jobbers’ 


stocks: GLOVES.—The recent cold weather 





speeded up the sale of cotton gloves. 
It ig quite evident that many retail 
dealers suddenly found their stocks en- 
tirely inadequate to public demands. 


We quote from Boston jobbers’ 
stocks: 

Gloves. —Cotton, with Jersey wrists, 
No. 402, $2 per doz. net; No. 402B, 
$1.90; No. 403, $2; No. 
With flannel wrists, 


5; No. 873, $2.20. 
front, knit wristers, No. 322C, 
per doz. net; No. 213, $3.25; No. 327, 


LAMPS.—Here and there retail deal- 
ers are enjoying a good turnover in 
electric lamps. That statement applies 
in numerous instances to dealers hav- 
ing active competition from the local 
lighting and power company. 


We _quote from Boston 
stocks 
Lamps.—Bulb, Champion line, 110, 
115 and 120 volts list: 
Clear 


jobbers’ 


Inside 


Watt Glass Frosted 
MS iaavc ties eevageds 23c. seu 
DG buchetuydae Feasien a 23¢c 
Se UbsWctvedesvedtads 25e. 23¢ 
DO hice dike d cts newsdes 25c. 23c 
RR ay sare 25e. 25e 
Gee stestsseeeiNesse.s 30c. 25¢ 
De Vida Dacweae sin gaeeeal 45c. 

MG cekuadenanscasuds 50c. 40c 

MRO CEL  ee EU 60c. 

| pe re reer re 80c. 
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Miscellaneous.—Mill type clear, 25 
watt, 25c. each list; 50 watt, 25c. 
Flame tint, 25 watt, 28c. 

®Miscounts.—In less than standard 
packages, 25 per cent; in standard 
packages, 30 per cent. 

LAWN ACCESSORIES.—Jobbers re- 
port additional bookings of lawn acces- 
sories. Business the past week ap- 
pears to have centered very largely in 
rubber hose and lawn mowers. 


Enamels.—Green, park green, yel- 
low, orange and red, quarts, $1.08; 
pints, 58c.; half pints, 33c.; quarter 


pints, 22c. Other colors, quarts, 95c.; 
pints, 52c.; half pints, 30c.; quarter 
pints, 20c. 


POLISHES.—Retailers keep picking 
away at polishes. The weekly turnover 
from the jobbers’ viewpoint is quite en- 
couraging. 


SCRUB BRUSHES.—A few retail deal- 
ers are covering their early 1928 scrub 
brush requirements. Business is a long 
way from active, however. 


We quote from Boston jobbers’ 
stocks: 

Scrub Brushes.— Daisy, without 
handle 20c. per doz. net; with handle 
85c. Bunker Hill, with handle, $2.25 
per doz. net. Hub, $2.75 per doz. net. 








We from Boston jobbers’ 
stocks: 

Lawn Mowers.— Plain line, Her- 
cules, roller bearing, 16 in., $18.25 
each net; 18 in., $19.50; 20 in., $20.75; 
Pilgrim, roller bearing, 16 in., $16.25; 
18 in., $17.50; 20 in., $18.75. Auto- 
matic, style i1- 5, 16 in., $12; 


quote 


ae quote from Boston jobbers’ 


stocks: 

Polish. — O’Cedar liquid finishing 
floor polish, 4 oz. containers, $2.40 
per doz.; 12 oz., $4.80; quart, $10; %- 
gal., $16; gallon, $24. 

Mops.—Floor No. 22, $16 per doz. 
net; wall dusting, $12; polishing, No. 

$10, No. 6, 


SKATES.—The recent cold snap put 
considerable pep into the ice skate mar- 
ket. Shoe skates the past week sold 
very well. Jobbers are soliciting roller 
skate business, but to date bookings 
have been rather small. 








20 in., $14. Style 10-4, 
16 in., $10.50; 18 in., $11. 25; 20 
. . Style 9-4, 14 in., $9; 16 in., 
$9.5 50; 18 in., $10; 20 in., egg uni 
versal, ball bearing, Grand, in., 
$14.25: 18 in., $15.50; 20 in., ‘S16 75. 
Giant, 14 in., $9.75; 16 in., $id. 50; 18 

+ $12. High wheel, 
$9.50; 18 in. 
‘Special, style 8- 4, 
$8. 50; 16 in. -» $8.90; 18 in., $9. 30. Spe- 
cial Yankee, style 8-3 plain eH 
12 in., 4 14 in., $5.80; 16 in., $6.2 
18 in., $6. 

end <a garden, Commer- 
cial, % in., 6%c. per ft. net; Leader, 
% in., 6%c.; % in., 7%c.; Vigilant, 
Olympia, % in., 84%4c.; 
5 in., 10c.; Milo, % in., 
Bull Dog, % in., 13%e. 

Countings. —Hose, Perfect. Clinch- 
ing, $2.25 per doz. net. Hose men- 
ders, $8.40 per gross. 

Lawn Trimmers.—Popular makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipment up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller.—Water weighted, 18 
in., diameter x 24 in. long, $13.24 eath 
net; 24 in. 4 
$15.34. 

Sprinklers.—Lawn fountain, $6 per 
doz. net; fountain, half circle, $5.50. 
Rain King, $2.34 each net. 

Nails.—Effective Jan. 1, local job- 
bers put into effect the new extras 
on wire nails. 


PAINTS.—Paints are being sold for 
early spring as well as for current de- 
livery. Certain retail dealers feel 
there is an advantage in ordering paints 
through the jobber. For one reason by 
so doing it is not necessary to tie up a 
lot of money, it being possible to order 
in small amounts with prompt delivery 
assured. 

We quote from Boston jobbers’ 
stocks: 

Paints.—White, inside and outside, 
gallons, $2.85 net; half gallons, $1.50: 
quarter gallons, 79c.; pints, 43c.; half 
pints, 26c. Interior flat white, gal- 
lons, $3.30; half gallons. $1. 73: quarter 
gallons, 90c.; pints, 49c.; half pints, 
28c. Park green and ajax red, gal- 
lons, $3.25; half gallons, $1.70: quarter 
gallons, 80c.; pints, 48c.; half pints, 
28c. Other colors, gallons, $2.70: half 
gallons, $1.43; quarter gallons, 75c.; 
pints, 42¢c.: half pints, 25c. Flat wall 
paint, gallons, $2.10: half gallons, 


diameter x 24 in. 


i, oan No. 2, $14, No. 5, 


POULTRY SUPPLIES.—Jobbers _re- 
port business in incubators and brood- 
ers as picking up. In fact, all kinds of 
poultry supplies are selling better. 
Everybody seems to feel that with the 
price of meats soaring it will be a big 
year for poultry. 


We _ quote from Boston jobbers’ 
stocks 

Posttry Netting.—For direct ship- 
ment, f.o.b. mill, freight equalized 
with the nearest competing mill; Gal- 
vanized after weaving, 50, 10 and 5 
per cent discount; before weaving, 50, 
10, 5 and 10 per cent. 

Brooders. — Rite Heat, oil burner, 
wickless, No. 101, $18.55 per doz. net; 
Oil Blue 


burners, Standard, No. 
No. 118, $15.05; No. 119, er 5b. 
tric burners, No. 90, $10 15; No. 91, 
$13.83; No. 92, $17.33; No. 93, $20.65. 

Incubators._-Mammoth, No. 40, $175 
each net; style E, No. 14, $11.50; No. 
16, $19.25; No. 17, $25.73. Standard, 
No. 1, $26.25; No. 2, $31.15; No. 3, 
$40.43; No. 4, $47; No. 5, $74.90. 
SCREEN DOOR GUARDS.—Already a 
good business has been booked by job- 
bers in screen door guards for delivery 
later in the year. 

We quote from Boston jobbers’ 
stocks: 

Screen Door Guards.—In sizes from 
26-in. to 32-in., 45c. for a set of three. 
SCREEN DOOR HINGES.—Good book- 
ings also are already reported for 
screen door hinges. There are a lot of 
retail dealers who have not covered 
their 1928 requirements, however. 


We quote from Boston jobbers’ 
stocks: 


Screen Door Hinges.— No. 158J, 
$14.35 per gross pair net; No. 151J, 
$18.05. 


SCREWS.—Jobbers have revised up- 
ward prices on wood screws, the ad- 
vance being somewhat irregular, but 
averaging quite a little higher. They 
are now quoting 10 per cent beyond the 





$1.13; quarter gallons, 60c. 


jobbers’ stocks. 





new price. 


We quote from Boston jobbers’ 
stocks: 

Ice Skates.—Union line, men’s No. 
52414, $1.36 per pair net; No. 424%, 
$1.74; No. 924, $3. 31; No. 1924%, 
_ 12; No. 1624, 89c.; No. 162414, $1.24; 

1824, $2 06. Hockey and figure 
Ox3, $2. 69. ae hockey, 
No. 7, $1.67. Ladies, No. 
. No. 5624, $1.17; No. 5624%, 
$1. "49; No. 5724%, $1.92; No. 5924%, 
$3.50; No. 524%, $1. or: Children’s bob 
skates, 45c. 

Roller Skates.—Union line, No. 2, 
70c. net per a No. 3, 75c.; No. 10, 
$1.10; No. 5, $1.4 


STEPI.ADDERS. ies is a small yet 
steady movement of stepladders out of 
Much better business 
is anticipated before the close of Jan- 
uary. 


We quote from Boston jobbers’ 
stocks: 
Stepladders.—Paris line, 3 ft., bo 60 


ge net; ; a oe38; 5 tt.. $2.6 6 
, $3.20; , Serre; Bt; © an "10 
ft $5 5.34. 
Nappannee. “hy 3 ff, Bee. 
each net; $1. 20: - ft., 


re 6 


ft., $1.80; 7 tt. "$2.10; 8 ft., $2.4 


WATERING POTS.—In common with 
other garden equipment, jobbers have 
taken a fairly large number of orders 
for watering pots to be delivered a lit- 
tle later in the year. 

retail stocks are small. 
with the spring of 1927 prices are a 
little higher. 


Indications are 
As compared 


We quote from Boston jobbers’ 
stocks: 
Watering Pots.—Galvanized, 4-qt., 


$6.25 per doz. net; 6-qt., $7; 8-aqt., 
$7.90; 10-qt., $9; 12-at., $11; 16-at., 
$12.20. 


WOOD PAILS.—Although by no means 
active, the market for wood pails is 
more so than it has been 
months. 
delivery later in the year. 


in several 
The bulk of the buying is for 


We quote from Boston jobbers’ 
stocks: 

Wood Pails.—Two hoop, clear, $4.12 
per doz. net; 3- mar clear, $4.50; 
stable, iron hoop, 7; white cedar, 
galvanized hoops, sir: Star, $6.75. 





Tire Shipments Show Gain Over Volume 


Shipments of automobile tires during 
October were slightly in excess of pro- 
duction, and for the first time since last 
June made a favorable comparison with 
shipments in the corresponding month of 
1926, according to statistics published by 
the Rubber Association of America. At 
the same time, production fell slightly be- 
low the output in October, 1926. 

Production of balloon and cord casings 
and of solid and cushion tires totaled 
3,616,456 last October, as compared with 








3,871,263 in October, 1926. Shipments 
totaled 3,642,424, as compared with 3,452,- 
754 in the same month last year. Produc- 
tion of inner tubes of both high and low 
pressure fell well below last year’s pro- 
duction, amounting to 3,798,996, as com- 
pared with 4,655,969 in October, 1926. 
Production of tires to date in 1927 still 
continues to hold its lead over 1926 out- 
put, however, for in the first ten months 
of this year production of tires of all 
kinds totaled 42,074,356 as compared with 





of 1926 


39,822,437 produced during the corre- 
sponding period of 1926. Shipments 


have also been heavier, and have amounted 
to 42,184,023, 
ments of 38,365,098 in the first ten months 


as compared with ship- 


1926. Inner tubes produced have 


totaled 45,809,831 so far this year and 
shipments of tubes 47,595,949, as against 
production and shipments of 49,866,006 
and 47,282,548, 
ten months ended October 31, 1926. 


respectively, during the 
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The Remington Weekly Letter 


“On Trial” 


In discussing, by correspondence, the idea of 
price maintenence, a certain jobber writes me— 
“YOU ARE ON TRIAL.” Well, what do you think 
of thet? I read this with a smile and a twinkle of 


the eye. 


Sometimes when you try to help people you get 
interesting reactions. 


I remember on one occasion, a preacher called 
on me and asked for a special price on a heating 
stove for his own use. He had elready picked out 
his stove. When I quoted the figure to my preacher 
friend, I just cut the price of the stove in half. 
Naturally, I did this regardless of cost. Imagine 
my emotions when the good preacher remarked, 
“WELL, WELL! YOU CERTAINLY DO MAKE A 
GOOD PROFIT ON STOVES.” 


Another friend of mine, Privete John Allen, of 
Tupelo, Mississippi, when he was a Commissioner 
to the St. Louis World’s Fair, called and said it 
was necessary for him to make a wedding present, 
and he had decided to send a carving set. I took 
him to the Cutlery Department, and he was quoted 
the wholesale price. The carvers were tied up and 
instructions were given to send them by express to 
the happy bride. Then, Mr. Allen returned with 
me to my office. “Those were beautiful carvers,” 
said Mr. Allen. “Now, I would just. like to know 
how much profit you meke on a set of carvers like 
that. Won’t you tell me the cost?” I told him 
the exact cost, and then Mr. Allen counted out and 
laid on my desk THE EXACT COST of these carv- 
ers in real currency of the realm. “No, sir,” said 
he, “a Congressman of the United States and 2 
Commissioner to the St. Louis World’s Fair should 
not be expected to pay a profit. You are very lucky 
to get the cost of these carvers.” So, we called it 
square! 


We have had a number of requesta 
for reprints of these Weekly Letters, 
to be distributed to salesmen and 
others. We shall be glad to supply 
any of our customers with copies, 
upon request. 


Private John Allen, you know, is the gentleman 
who remerked on one occasion, when he was cam- 
paigning in Mississippi, that while he was not al- 
together proud of his past, HE COULD POINT 
WITH PRIDE TO HIS SPOTLESS FUTURE. 


Well, as I am rather short of material for this 
weekly letter, as the illustrators have not quite fin- 
ished several cuts I have asked them to make for me, 
I just wish to add thet I do not agree with my job- 
bing friend who states that when it comes to price 
maintenance, | 4M ON TRIAL. 


IT SEEMS TO ME THAT IN THIS PARTICU- 
LAR MATTER EVERY HARDWARE AND SPORT- 
ING GOODS JOBBER AND EVERY HARDWARE 
AND SPORTING GOODS SALESMAN IS ON TRIAL. 


After all, if my friend will carefully think out the 
matter, I believe he will conclude that if we are all 
weighed in the belance and found wanting, that the 
result will be HIS funeral and NOT MINE. 


Of course, I know when you hold up an umbrella 
and take somebody in under the umbrella that you 
are very likely to get at least one side of you pretty 
wet. 


I remember in Ben Loeb’s theatre, in Leadville, 
Colorado, in the ezrly days when somebody ob- 
jected to a song of one of the stars that the bouncer 
—an ex-prize fighter—came around and gazing 
steadfastly into the eyes of the objector, remarked, 
“Nevertheless, and notwithstending, Miss Mont- 
morency Vere de Vere will sing the remaining verses 
of ‘Way Down in Pleasant Valley’”—AND HIS- 
TORY RECORDS THAT MISS MONTMORENCY 
FINISHED THE SONG. ‘ 


So I am on trial!!!) Wouldn’t that jar you? 


AM Manne 


President 


REMINGTON ARMS COMPANY, Ine. 


25 Broadway, New York City 


Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 








eer ame la 
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Wadi Gelewd Tbk BH Ben Cant Aeetio 1 
New York Market Moderately Active 


NEW YorRK, Jan. 10.—Local jobbers announce that manufacturers 
have advanced wood screws 40 per cent and have issued a new set of 
list prices and discounts effective Jan. 4. This was mentioned in last 


week’s issue. 


This change was not entirely unexpected, as it has been 


generally agreed that prices on smaller size wood screws were inade- 
quate and that the price on larger sizes was not sufficient to equalize 


the full line with profit to manufacturers. 


Wholesalers also announce 


a few advances on builders hardware items. 
At the present time the majority of wholesalers have completed their 


annual inventories. 


Retailers are still taking stock, with the result that 


refill orders have been only fair. General demand is termed moderate. 
It is believed that another week will see an active fill-in demand on 


staple goods. 


Collections are slightly improved in most sections according to 


reports. 





ANTI-FREEZE SOLUTIONS.—Colder 
weather continues and with it a sub- 
stantial demand for this line. Dealers 
are quoted on Prestone in gallon cans, 
$3.60; half gallons, $1.80, and for bulk 
alcohol, 53 cents a gallon, in drums. 
AXES.—Fair demand at same prices. 
Stocks considered satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Axes, Jersey pattern, 3% to 4% Ib., 
$1.82% each; 4 to 5 Ib., $1.88 each. 
Box lots extra 5 per cent. 

New England pattern, 3 to 4 
$1.77 each; 3% to 4 Ib., 
each. Dayton pattern, * 
$1.82%, each; 4 to 5 Ib., $1.88 each. 
Box lots of Dayton extra 5 per cent. 

Rockaway pattern, 3 to 4 _Ib., 
$1.81% each; 3% to 4% Ib., $1.87 
each, and 4 to 4% Ib., $1.92 each. 
Box lots extra 5 per cent. 

Boys’ axes, $1.14 each; box lots ex- 
tra 5 per cent. Boy Scout axes, with 
sheath, $1.18% each; box lots extra 


5 per cent. Boy Scout axe, without 
sheath, $1 each; sheath only, 16% 
cents each. 


House axes, $1.11 each; box lots 5 
per cent extra. 
N. B.—There are 6 axes to a box. 


BATTERIES.—No price changes ex- 
pected. Normal demand. Stocks sat- 


isfactory. 
JOBBERS’ oa abe 4 anc, RE.- 
TAILERS, F.O.B. NEW Y' 
Dry cells, No. 6, Leslion “type, 
32%c.; No. 7111, same type, 35%4c. 


each. 
B batteries, No. 767, $2.62 each, in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each; heavy duty vertical type, 
No. 770, $3.40 each; in units of 5, 
$3.17 each. Layerbilt, No. 486, $3.59 
each; units of 5, $3.33 each. 
BOLTS AND NUTS.—Being a staple 
line, normal demand continues even 
through the inventory season. Prices 
firm. Stocks adequate. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Carriage bolts, 50 and 10 off list. 
Case bolts, 60 r cent off list. 
Stove bolts, 80 per cent off list. 
Machine bolts, % by 6 and smaller, 
50 and 16 off list; a ong to 1 by 30, 50 
per cent off list; 11%4 to 1%, 30 off fist. 
Cc and 10 off list. 
r cent off list. 
Step bolts, 50 per cent off list. 


BUILDERS HARDWARE. — Jobbers 
report 12% per cent advances on glass 
knob sets, and sectional handle sets, 





effective Jan. 2, 1928. They also report 
that all manufacturers prices on inside 
lock sets have taken the recently an- 
nounced 10 per cent advance. Those 
who did not make the change previously 
have done so effective Jan. 2, 1928. 


BUTTS.—Demand is fair. Price ad- 
vance predicted by local distributors. 
Jobbers quote retailers on 3% by 3% 
steel butts 19 cents per pair, and in 
case lots, 18 cents. Local stocks appear 
adequate. 

CARPET SWEEPERS.—Lacquered 
models very popular during holiday 
season. Current demand is reported 
fair. Prices the same, with stocks in 
good condition. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Carpet sweepers, Standard, $3 
each; Universal, japanned, $3.50 each; 
Universal, nickel plated, $3.83 each; 
Grand Rapids, japanned, $3.67 each; 
Grand Rapids, nickel plated, $4 each; 
Elite, $5 each; Princess, $4.17 each, 
and American Queen, $4.50 each. 
Sterling, $2.10 each. 


CLOCKS.—Light sale reported at firm 
prices. Stocks are ample. Jobbers re- 
port a new policy on products of 
Western Clock Co., which provides an 
extra 2% per cent on 2 dozen (as- 
sorted) and an extra 5 per cent on 4 
dozen (assorted). 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Alarm clocks, Big Ben, ee lots, 
$2.29; dozen lots, $2.2 2 dozen lots, 
$2.15; same aunees broken lots, 
$3.16: dozen lots, $3.06, and 2 dozen 
lots, $2.97. Baby Ben and Baby Ben 
luminous take same respective prices. 
Ben Hur, broken lots, $1.76; dozen 
lots, $1.70, and 2 dozen lots, $1.65; 
same luminous. broken lots, $2.46: 
dozen lots, $2.38, and 2 dozen lots, 


$2.32. 

Black Bird, luminous dial, broken 
lots, $1.76; dozen lots, $1.70, and 2 
dozen lots, $1.65. Blue oat broken 
lots, $1.22; dozen lots, $1.19, and 2 
dozen lots, $1.15. Sleep Meter. 
broken lots, $1.40: dozen lots, $1.36: 
and 2 dozen lots, $1.32. Jack-O-Lan- 
tern, luminous dial, broken lots, $2.10; 
dozen lots, $2.04, and 2 dozen lots, 
$1.98. American, broken lots, $1.05: 
dozen lots, $1.02, and 2 dozen lots, 
99 cents. 

Auto gene. Westclox, plain, broken 
lots, $1.76; dozen lots, $1.70, and 2 





dozen lots, $1.65; same, luminous, 
broken lots, $2.46; dozen lots, $2.38, 
and 2 dozen lots, $2.32. 


ICE SKATES.—Cold weather has 
given this territory daily outdoor ice 
skating for past ten days. Very active 
call for ice skates. Those attached to 
shoes appear to be the more popular 
seller in this market except in smaller 
sizes, where the demand for clamp 
skates and shoe sets appears about 
equal. Prices are very firm. Stocks 


are fair. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Union Hardware line: 1624, 84c. 
per pair; 5624, $1.12; 5624%4, $1.44; 
524%, $1.31; 524 L, $1.57; Plain Bob, 
45c.; Nickel Bob, 52c.; 424%, $1.69; 


424 00. 

Witt ae shoes: No. 90 and 90L, $5.50; 
290 and 290L, $6.75; 295 and 2951, . 
oe: 212 and 213, $4; 95 and 95L, 


LANTERNS.—Sale is steady with 
prices unchanged. Stocks are reported 


adequate. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 

Lanterns, Hylo, 62%c. each; Victor 
white globe, 66%c.; Noe ruby globe, 
83%c.; Blizzard, 2, $1, 08%; 
Monarch, white ‘globe, 66%c.; Mon- 
arch, ruby globe, 83%c.; Little Wiz- 
ard, 75¢c.; D-Lite, $1.08%; D-Lite 
with large fount, $1.19; Sport, 46c. 

Junior Wagon, ‘$1. 50; Buckeye Dash 
Lamp, $1.16%. and No. 39, Railroad, 
$1. 58. and No. 30, Beacon, $2. 621% 
each 

N. ‘B.—On all except Hylo an al- 
lowance of 25c. per dozen is made on 
orders of three dozen or more. 


NAILS.—Recent revision of extras on 
nails is apparently in force throughout 
this section. The base price of $3.35 
per keg remains. You will note prices 
given here are net as indicated. De- 
mand is moderate and stocks ap- 


parently adequate. 

JOBBERS’ a ee ae RE- 
TAILERS, F.O.B. NE YOR 

Common wire nails, bright, Ma; $4.25 
per keg; 64d, < 00 per keg; 8d, $3.85 
per keg; 104, 3.75 per keg. Com- 
mon wire ~My ‘galvanized, 4d, $6.75 
per keg; 6d, $6.5 er keg; 8d, $6.35 
per keg, and 10d, $6.25 per % 

Wire box nails, —~e g 4d, $4.45 
per keg; 6d, $4.10 per keg, and 8d, 
$3.95 per keg. Wire finishing nails, 
wie 4d, $4.9 : .35 


finishing nails, 
galvanized, 4d, $7.45 per keg; 6d, 
$6.85 per keg; 8d, $6.60 per keg, and 
10d, $6.50 per keg. 
RADIO TUBES.—Current demand for 
radio tubes is very heavy. Average 
stock appears adequate. Prices are 
steady in wholesale market. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
e List To Dealer 
$4.00 $2.80 
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“W Rapid Acting Vise 










te 





~a quarter turn and 
it slides 
Here is a patented vise that is a real 


time-saver. And it’s so simple! The 
moving jaw slides back and forth full 


length of the guide rod, without turn- am Se gi, 
ing. Readjustment to accommodate a 
articles of any size is made in a jiffy. The patented, two-piece, 
A simple quarter turn of the handle cam-operated nut permits 
; g instantaneous adjustment 
re-engages the nut and gives a contin- a — point. Nut is re- 
eased or engaged by a 
uous screw. quarter-turn of the handle. 
Send for the R-W Catalog 





AN Hanever forany Door that Slides 


New Youn: - - AURORA,ILLINOIS,U.S.A. - - - chicago 
Boston = eee Mme wf Indianapolis . & ee Sr Seen Bae a 


Minneapolis San Fran 
Montreal - RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. + Winnipeg 


LARGEST AND MOST COMPLETE LINE OF DOOR HARDWARE MADE 
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SASH CORD.—Prices unchanged. 
Stocks satisfactory and demand normal. 


SCREWS.—Jobbers announce an ad- 
vance of 40 per cent on wood screws. 
This was predicted in last week’s re- 
port, and came as no surpise, it being 
generally conceded that the price on 
smaller sizes was too low and the price 
on larger sizes not adequate to equalize 
and still afford a fair average com- 
pensation to the manufacturer. 
vised list and set of discounts became 


effective Jan. 3. Demand is normal. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Sash cord, Samson spot No. 8, 70c. 
to 72c.; Aetna No. 8, 3lc., and Phoe- 
nix No. 8, 38c. to 39c. 
No. 7 is 1c. higher and No. 6 is 3c. 
higher on all brands. 


Stocks are adequate. 


SLEDS.—Prediction of snow at press 
time encourages distributors to believe 
there will: be some demand for sleds 


soon. Prices are the same and stocks 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Screws, flat head, bright iron, 50- 
10-10; round heads, blued, 45-10-10; 
round head iron, nickel plated, 27%4- 
10-10; flat head, galvanized, 20-10-10; 
flat head, brass, 45-10-10; round head, 
brass, 40-10-10. These discounts ap- 
ply to new standard screw lists. 


ample. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. NEW YORK: 

Flexible Flyers, No. 1, $2.50; No. 2, 
$3.17; No. 3, $4; No, 4, $4.33; No. 5, 
$5.83; Jr. Racer, $3.50 and Racer, 
$4.33. These prices are each and are 
equivalent to a discount of 33% per 
cent off list prices. 

Fire-Fly sleds, No. 9, $1.14; No. 10, 
$1.37; No. 11, $1.71; No. 12, $1.94; 
Racer, $2. These prices are each and 


The Hardware Store 
Is the Hunter’s Arsenal 


Will He Find YOUR 
Products There? 


Guns, ammunition, hunting knives, hunters 
clothing and all the incidentals that appeal to 
‘tthe hunter are sold by hardware dealers 
throughout the country. These dealers keep 
in touch with the manufacturers by reading 
the advertising addressed to them in their 
business paper—HARDWARE AGE. 


Tell the hardware dealer about your product 
in the same manner and put yourself on an 
equal footing with your competitors. 





A re- 





are equivalent to 40 and 5 per cent 
o! st. 
Perfection baby guards for sleds, 
$1 each in case lots and extra 5 per 
cent in case lots. 


SNOW GOODS.—Conditions the same 
as in sleds. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Snow shovels, $4 per doz.; Ames 
line, $9 doz.; galvanized, $10 doz. 

Pushers, 30-in., $2.75 each. 


SPARKLET SYPHONS.— Moderate 
demand. Refill sales fairly good. 
Prices the same and stocks ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Sparklet syphons, No. 41, $4.25 
each; in lots of six or more, $4 each. 
Sparkers, 9 7-12c. each, packed in 
cartons of one dozen. Sparklet 
syrups, 50c. per pt. bottle. 

Extra parts-pin washer, 15c. each; 


piercing pin, l15c. each; tube and 
washer, 50c. each; tube washer, l5c. 
each: head complete, $2 each, and 


Sparker holder, 50c, each. 
STOVE SUNDRIES.—Stove boards re- 
ported the most active in this group. 
General line having fairly active con- 
sumer sale, but wholesale trade is 
reported light. Prices are substantially 
the same. Stocks are satisfactory. 
JOBBERS’ QUOTATIONS ‘TO RE- 
TAILERS, F.O.B. NEW YORK: 
Stove pipe, No. 28 gage, black iron, 
12 lengths in a bundle, 4 in., 13%c. 
each; 4% in., 15c. each; 5 in., 16%c.; 
5 in., 18c.; 6 in., 21c. each. 
elbows, black iron, No. 
in a bundle, 4 in., 13%4c.; 
Iéc.; & in., 15¢.; 5%  in., 
, 18c. each. 
Pipe dampers, cast iron, wooden 
handle, 4 in., 9%c.; 4% in., 10c.; 5 in., 
10c.; 5% in., lle.; 6 in., 12c.; 7 in., 
1l7e. each. 
Flue stops, tin rim, lacquered, ad- 
justable steel hoops. 8 3-16 in. diam- 
eter, 12 in a box, 6%c. each. 


4 





Stove pipe rings, tin, lacquered, 
12 in a package, 4 in., 3%c. each; 
4% in., 3%c.; 5 in. 4%c.; 5% in., 
4%c.; 6 in., 5ce.; in., 6c. each. 

Stove lifter d shaker, cast iron, 
length 8 in., 3%c.; stove lifter, nickel 
plated, cold spiral handle, 12 in a 
box, 6%c. each. Same with loop 
handle, 12 in a box, 744c. each. Stove 

kers, nickel plated, cold_ spiral 
andle, 12 in a box, No. 7, 7c. 
each; No. 8, 16c. each. Neverbreak, 
19e. each. Furnace kers, wrought 
iron, 3 ft., 66c. each; 4 ft., 84c.; 5 ft., 
$1 and 6 ft., $1.16 each. 

Flue scrapers, black iron, 30 in. 
long, 12 in a bundle, 4c. each. 

Furnace scoops, hollow black mal- 
leable D handle, $5; riveted back, 
wood D handle, $9.50. 

Fire shovels, one piece steel, ja- 

nned, 3 in a bundle, No. 54, 5%c.; 

o. 56, 6c.; No. 57, 9c. each. l- 
vanized shovels, No. 256, 7%c.; No. 
257, lle. each. Extra heavy, one 
piece japanned scoops, 6 x 9 in., 
capped end, 164%4c. each. Neverbreak 
fire shovel, 37c. each. 

Stove boards, 30 x 36 $1.40 

in., Tlc.; 26 x 26 in., 


in., 
in., 


in., 


in., 58c.; 24 x 24 
78c.; 28 x 28 in., -; 30 x 30 
$1.03; 32 x 32 in., $1.22; 35 x 35 
$1.52 each. 


VENTILATORS.—J obbers report 
fairly active demand at firm prices. 


Stocks are apparently adequate. 
JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. NEW YORK: 
Continental ventilators, wooden 
type, No. 923, $3.65; No. 937, $4.00: 

No. 949, $5.50; No. 959, $6.05; No. 

1537, $5.25; No. 1649, $7.10, and No. 

836, $3.35, all prices per dozen. 

Continental ventilators, metal type, 

No. 833, $4.60; No. 837. $4.75; No. 

1137, $5.30; No. 1145, $6.35; No. 1437, 
$6.90, and No. 1445, $7.80, all prices 
per dozen. 

Diamond E ventilators, all metal 
type, No. 01, 36% cents; No. 02, 40 
cents; No. 03, 46% cents; No. 1, 43% 
cents: No. 2, 46% cents; No. 3. 53% 


cents; No. 4, 63% cents. and No. 5, 
70 — All Diamond E prices are 
each. 





’ 
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“Positively, and by far the best saw 
file made”—that’s the decision of 
thousands of Carpenters who have 
tested Simonds Special Hand Saw 
Files. They are made expressly for 
hand saw filing and have-a backing 
of high-grade steel plus perfect work- 
manship; “take hold” at the start of 
the stroke and give a full cutting ser- 
vice from tip to tang. Carpenters de- 
clare they file double the number 
of saws as a slim taper or any other 
file. Prove this to your own satisfac- 
tion. Get one from your Hardware 
Dealer to make a test on your own 


saws. Ask him. Be sure to specify 
Simonds Special Hand Saw Files. Lae 











For Over a Year We Have Been Telling 
400,000 Carpenters About This File 


veloped by Simonds File experts for 


now selling these Files and profiting 
The shape of the 


Above is just one of a series of ad- 





vertisements we have placed in “The 
Carpenter” Magazine, which goes 
monthly to about 400,000 carpenters 
throughout the country. This copy 
appeared in December. 

Thousands of carpenters have writ- 
ten us direct about it. We refer them 
to their local Hardware Dealer. And 
as a result thousands of Dealers are 


SIMONDS SAW 


Hardware Dept. 


by the advertising we are doing. Lead- 
ing Jobbers carry the Simonds Special 
Hand Saw File in stock. Order through 
your Jobber. You should see the let- 
ters from carpenters telling how much 
better they like this File, and you 
would decide that it was more profit- 
able to sell this File than any imita- 
tion. It has a special cut of teeth de- 


Established 1832 


filing hand saws. 
File, as you can see by the illustration, 
is extra slim blunt—that is, the same 
thickness from end to end. You ought 
to have one of our counter cards to 
show up this item. Put Simonds Spe- 
cial Hand Saw Files on the card, dis- 
play it, and you will soon see that the 
carpenters know it and want it. 


and STEEL CO. 


Fitchburg, Mass. 
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Pittsburgh Reports Some Price Changes— 
Others Reaffirmed—Trade Improves 


(Pittsburgh office of HarpwWARB AGé&) 

PITTSBURGH, Jan. 10.—Several price announcements have reached the 
trade in the past week, the most interesting one being an advance in 
wood screws. The advance in that line, which averages approximately 
50 per cent, at first blush appears drastic, but the situation that has 
existed in wood screws really called for drastic action, since for some 
time small screws have been sold at a heavy loss to manufacturers, and 
this meant loss on the entire gamut, since there was not enough profit 
in the larger sizes to offset the losses in the small ones. In a new 
price list issued by leading manufacturers, the effort is plainly to 
restore prices to a profitable basis, and the upward revision is greater 
in the sizes that showed the losses than the sizes in which there was 
some profit under the old schedule. The new base discounts are 50 per 
cent on flat head iron, 45 per cent on round head iron and flat head 
brass, and 40 per cent on round and oval head brass screws. 

Present prices have been reaffirmed for 1928 on lanterns, pyrex ware 
and air rifles. A new price list has appeared on hickory handles for 
axes, sledges and mattocks; it is based upon the simplification plan 
worked out by manufacturers and distributers working in conjunction 
with the Division of Simplified Practice Department of Commerce and 
reduces the number and styles of handles, but makes little real change 
in prices, both the list and the discount being lower than they were 
previously. New prices on loaded shells, guns and rifles have been 
issued, which show advances of approximately 5 per cent in rim-fired 
shells, in pump guns and some models of high-powered rifles. One 
maker of revolvers has made an advance of 25c. each in his line. The 
continued flight of leather prices is reflected in a further stiffening in 
leather strip. 

Hardware business still waits to some extent on the completion of 
annual inventories, but is better than it has been recently. Jobbers’ 
salesmen again are on the road, and the effect is seen in a fair-sized 
gain in the orders, and then the steel mills and metal working plants 
are making ready for larger operations are freer buyers of supplies 
than they have been. The report about collections does not vary much; 
those who are behind in payments show no signs of catching up with 


them. 





34 x 4% in., $20.20; 33 x 5 in, 


$25.50; 
balloon, 29 x 4.40 in., $9.15; '30 


x 5 


AUTOMOBILE ACCESSORIES.—The 


weather is favorable to the movement in., $18; 31 x 5 in., $13.55; 30 x 6.25 

i i i in., 20 in. rim, $15. 15; 21 in. rim 

of the items seasonal to this time, but sO ee? Sox ETT in. 420.86; 20 x 6 

the report of jobbers as to sales does | in., $20.40; 32 x 6 in. 20 in. rim, 
ion. $21.10; 21 in. rim, $21.80. 

not support the weather contention Talic-—tte weaite, the, ox 


3% in. clincher, $1.60 each; 31 x 4 
in., $2.40; 32 x 4 in., $2.50; 33 x 4 in., 
$2.60; 32 x 4% ne $2.90; 33 x 4% in., 

34 x 4% in., $3.10; 33 x 5 in., $3.75; 
AE tubes sell Tee. to 50c. less; bal- 
loon, gray, 29 x 4.40 in., $1.85; 30 x 5 
in., $2.25; 31 x 5 in., $2.30; 30 x 5.25 
in., 20 in. rim, $2.55; 21 in. rim, $2.65; 
30 x 5.77 in., $3.10; 32 x 6 in., $3.10; 
33 x 6 in., $3.35, 


AIR RIFLES.—Prices of Daisy air 
rifles will be the same for 1928 as for 
the past year. 


BATTERIES.—Dry cell batteries still 
are moving very’ steadily, particularly 
for radio sets. Jobbers quote: 


Packages Packages 
Broken Unit 


Jobbers quote: 
Alcohol.—In barrel lots, 49c. to 57c. 


per gal. 
lvo.—In 55-gal. drums, $2.25 per 


gal.; 30-gal, drums, $2.30; 3-gal. cans, 
$2.45. 


Prestone.—Eveready, $3.60 per gal. 

Chains.—Lots of 1 to 9 pairs, 30 per 
cent off list; lots of 10 to 49, 35 per 
cent off list; lots of 50 or more, 40 
per cent off list. 

Freezmeters.—Best, 60c. each; good, 


pydieuedters. — Standard makes, 
65c. each. 
AUTOMOBILE TIRES AND TUBES. 
—Demands still are disappointing, 
despite favorable price terms and the 
fact that there must be considerable 





wear on tires on icy roads. Jobbers oo  bembeibetsae. <3 yy 
quote the popular sizes of tires and No 764 is sacs sow aoe 1.22 1.14 
. Oo (( SPPPreTrEr yey i, 2 . 
tubes sold through the hardware trade: ee ames rere aess 140 1'30 
Casings.—High a. cord, 30 a) RSA 2.62 2.44 
x 3% in. clincher, $6.10 each; ne, oe eae 2.62 2.44 
— size, $8.30; 31 x in., ‘$1 3; SS: ar re 3.40 3.17 
x 4 in., $13.80; 33 x 4 in., $14.50: 33 MEE. EES 42 39 
x 4% in., $18.75; 33 x 4% in., $19.50; as SAR isc kstsiersces 40 36% 





No. 6 dry cells, ignition type unit 
package, 32144c. each. 
Flashlights.—No. 1. sic mc: 
No. 950, 9%c.; No. 1844c.; 
705, 28c.; No. 750, Tesco. : No. 761, Bee. 
gait’ Shot.—No. 1461, $1.67; No. 1661, 


BOLTS, NUTS AND RIVETS.—De- 
mand show some quickening with the 
turn of the new year, prices holding 
quite firmly and encouraging freer pur- 
chases than there would be with uncer- 
tainty as to prices. Jobbers quote: 


Bolts.—All styles except stove and 
tire bolts, Py? 100 pieces, 60 to 62 
per cent off list; stove bolts, 75 an 
10 per cent off list; tire bolts, 50 and 
10 per cent off list. 

Nuts.—All styles, 
cent off list. 

Rivets.—Large, $3.50 base per 100 
pieces; small wagon and _ tinners’ 
rivets, 60 per cent off list. 


BUILDERS’ HARDWARE.—This line 
is impressive in the firmness of prices 
rather than in the size of the demand, 
which rarely is big at this particular 
time. Jobbers quote: 


Butts.—Ball tip, plated, dull’ brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $18.50 per 100 pair; 
r+ in. x 3% in., $19; 4 in. x 4 in., 
30. 


Hinges.—Heavy strap, 6 in., $1.85 
per doz.; 8 in., By =n 10 in., $4.80; 
extra heavy, T, 6 $2.30 per doz.; 
8 in., $3.40; 10 in., 8. 40; light strap, 
with screws, packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light, T, 3 in., $11 per 100 
pair; 4 in., $12.60. 

Hasps. — Hinge, without screws, 
single dozen lots, 3 in., 65c. per doz.; 
4% in., 79c.; 6 in., $1.05; safety, 3 in., 
oi ée per doz.; 4% in., $1.14; 6 in., 


Garage Sets.—Swinging hinges, 10 
n., $3.10 per set. 
GAME TRAPS.—The trapping season 
is nearing its end and demand for traps 
now appears to be largely satisfied. It 
has been easily the most successful sea- 
son in traps there has been in years. 
Jobbers quote: 
er no . 


60 to 62% per 


$1.10 per doz.; No. 1, 
$1.38 14g) $2.44; No. 2, $3.36; 
jump, No. 0, $1.59; No. 1, $1.83; coil 
spring, No. i: $1.28; Gibbs, 2-trigger, 
$5 per doz.; single grip No. 1, $1.88; 
No. 2, $3.35; No. 3, $5.50; No. 4, $6.70. 
GUNS, SHELLS AND RIFLES. — 
Prices of 1928 will be 5 per cent higher 
on rim-fired metallic shells, but un- 
changed from last year on center-fired. 
Pump guns also have been advanced 
about 5 per cent by leading makers and 
a few models of high-powered rifles 
also advanced 5 per cent over last 
year’s prices. 


HEATERS.—There is only a fair de- 
mand for oil and gas heaters, which 
local jobbers quote: 


Oil Heaters.—According to size and 
style, $3.75 to $6 each. 

Gas Heaters.—Radiant type, $9 to 
33 — reflector type, $2.25 to 


HEATING ACCESSORIES.—There is 
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Here’s a Real Salesman for you! 





Dimensions of display and sales case, 
10 4 inches long, 8% inches high, 8 
inches deep, made of metal, of strong 
durable construction attractively finished 
in dull mahogany, full vision glass front, 
storage space in back for extra stock; re- 
movable display placque covered with 
fine quality black velveteen, with inset 
spaces that display the watches to the best 
advantage, creating an unusual eye-catch- 


ing sales appeal. 





This handsome, mahogany-finished metal 


Tip-ror WATCHES DISPLAY AND SALES CASE 











e 
are a lot of value featuring 
the NO. W24 NEW HAVEN TIP-TOP 
for the money aed POCKET AND WRIST WATCH SELECTION 
No. W24 h_ selecti consists of twenty-four (24) 
they sell on looks No, W724, ofc flection consion of sme fous £0 
> : Summary of No. W24 Tip-Top Watch Dealer's Total Suggested Total 
and satisfy on ser v1ce. Selection: = a: he cd —_ 
10—on/y, TIP-TOP, POCKET WATCHES 14 Size’ 
Silver Dial, Ornate Hands, Black Cubist Numerals $1.00 Ea. $10.00 $1.50 Ea. $15.00 
WATCH YOUR WATCH SALES 5—only, TIP-TOP POCKET WATCHES (14 Size), Seu ee 
6 liver Vial, hKad/um Hands an UMECTAIS «0 ee es 4 . . . 
GROW when you feature and display 2—on/y, TIP- TOPSERVICE(lady’s) WATCH, (6 size) <. if 
New Haven Tip-Top Watches—pop- Silver Dial, Ornate Hands, Buack Cubist Numerals 2.13 4.26 3.25 6.50 
i i i 1—only, TIP-TOP SERVICE (lady’s) WATCH (6 
ularly priced True ime Tellers with ‘size, Silver Dial, Radium Hands and Numerals... 245 “ 2.45 3.73" °° 3.75 
non-breakable Krack-Proof Krystals, 4—only, TIP-TOP WRIST WATCHES (6 Size) “ : 
silver dials, and smart octagon design. Silver Dial, Ornate Hands, Black Cubist Numerals 2.29 9.16 3.50 14.00 
Each h fi d 2—only, TIP-TOP WRIST WATCHES, (6 Size) Be A 
watc passes a four- ‘ay accuracy : Silver Dial, Radium Hands and Numerals.......... 2.62 5.24 4.00 8.00 
test before leaving the factory. Backed 1—enly, No.W24 TIP-TOP WATCH Display and Shag a 
one hanes melee fF jj. —  SOBCB UGSE. 2 cccccvcceccrccccccccccccecerscccssecscce xxx : 
by a century-old reputation for crafts- “rey aaa wae toe Gueiage ai orc ed 
manship and a nation-wide advertis- a total of $18.99 on an investment of only $39.51 $58.50 
ing campaign. Place an order with yous jobber today 











THE NEW HAVEN CLOCK co. 


NEW HAVEN, CONN. 


Copt. 1927, N. C. Co. : 
Lic. Ingraham’ Pat. 14458 Makers of Good Clocks and Watches for more than five generations 
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i il ivi per cent less in lots of a ton or more; * 
> —— we arn but real ber ad oun Oh. ow alien tn enrent WIRE PRODUCTS.—Nails, fence and 
is lacking, although register and radia- lots; raw linseed oil, 11.3c. per Ib. in fencing materials are yet to show any 
tor shields still are wanted. Jobbers barrel lots. real life. 
quote: REVOLVERS.—The Iver Johnson Co., , , 
. We quote from Pittsburgh jobbers 
‘ Stove {Board.— Square, wood lined, Fitchburg, Mass., has announced an ad- stocks: 
hy eg $20 soe aig | 329 vance of 25c. each in the P rices of its iper 100 Ib) Annealed Galvanized 
per dos.; er ee 24 in. $7.50 per line of revolvers. ties 6 to 9 gage $3.00 $3.45 
0Z.; n per doz.; n., : Tic ons moana © Gneeto seis : P 
$10.80 per doz.; 35 in., $16.20 per doz. SKATES.—There is plenty of ice, but a er ie 
ay el a Ply gored the weather has been a little too cool as 
crate; 4 in., $2.90; 5 in., $3.11; 6 in., | for skating and the demand for ice 00 
4 ‘fs i any Cy en eta skates has not mounted as rapidly as 4.25 
$1. 30: 6 in., PL 42: 7 in., $1. = might be expected. Jobbers quote: Barbed Give (ar 0- ian spool): 4.45 
Dampers and Fiue Rings.—Damp- Ice Skates.—Winslow line, No. 2110, 2-point cattle $2.90 
ers, 3 in., $1 per doz.; 4 in., $1.10; 5 65c. per pair; same, L. S., $1.12; No. SRE 1c 505430 Las¥oe cen ds 3.10 
in., $1.20; 6 in., $1.35; 7 in., $2; flue 2120, $1.20; same, L. S., $1.50; No. 4-point es eS a 
rings, é in. 3 ‘per. dos. 4 in. “ea 2140, $2.20; same, L. S., $2.50. 4-point vo peeea sey ‘ ** 3'I0 
s f a, ay ae te A-point cattio ..........: Fie Oe 
Coal Hods.—Galvanized, 16 in., $4.30 SLEDS.—Snow is needed to make sleds 2-point cattle (special) ......... 2.20 
per doz.; 17 in., $4.75; 18 in., $5.25. go well and jobbers report a rather an Woven Wire Fence (per 100 
ne ae 8 ft., $6 each; light demand because there has been 1047-11 
Fire Shovels.—Stamped sheet Steel no snow lately. They quote: go +4 
japeanes pas peep 7 os weet ne Fe Ne $3. “ Seco 726- 9 
roun andie apanned, ic. to ‘ 4 0. «495 0 : ‘g 
pian as Never meek No. subject oP cientein discount ‘ 33% 939-11 
, $4.25; No. 16, $4.60; No. 20, $4.80. per cent; ning Guider, No. 19, 939- 9 
Furnace Scoops.—No. 150-B, $7.50 $1 each; "No. 20, $1.20; No. 21, $1.40; Poultry 
per doz.; No. 80, $4.80; No. 81, $4.20. No. 22, $1.60 net. No. 


tions.—Lead, ., 24e. 00) a ‘ : 
cach: 8 Ine Be 2h te 832, 5) in, | TOOL HANDLES.—There will be little 
change as compared with last year in 


38c.; 36 in., 45c. Flexible steel tubing, 
3 ft. lengths, 12c.; 4 ft., l5c.; 5 ft. hickory handles for axes, sledges and 












No. 
Steel Fence Posts: 
Galvanized, Painted, 


18c.: 6 ft. 22c. Cloth inserted tubing, peg 
5c. per foot. — _ mattocks, as the new list is lower, but Tubular Formed 
niesister and Rediater Shields. — so also are the discounts. There will : es od te hi oe ench gareesss = 
egister snieids, oor, per 0Z.; EEG Ee 5 c. eac c. eac 
wall, $6 per doz.; radiator sheet steel be many fewer styles than formerly = eee 65c. each 40c. each 
adjustable, No. 1, $4 each; No. 2, the line has been simplied. Pa ie pape: 45c. each 


$4.50; No. 3, $5; No. 4. $5; No. 5, 
$5.50; No. 6, $6 list, subject to deal- WEATHER STRIPPING.—Demand 


ers’ discount of 33% per cent. keeps up in good fashion and sales are 


Bright nails, base, per keg, $2.85. 


WOOD SCREWS.—The advance just 








LEATHER STRIPS.—Jobbers here now 
are quoting sole leather strips from 65c. 
to 85c. per lb., according to the selec- 
tion; the primary market has advanced 
3c. per Ib. in the past week and the up- 
ward tendency still is marked. 


PAINTING SUPPLIES.—No great ac- 
tivity is noted, but prices are holding. 


Price to retailers: Ready mixed 
paints, best grades, $2.60 per gallon; 
lower grades, $2; white lead, 13\%c. 
per Ib. in 100-lb. lots; 10 per cent less 
in lots of 500 lb. or more and extra 4 





quite satisfactory. Jobbers quote: 


Meta-Felt, % in., $19.50 per 1000 
ft.; % in., $26 per 1000 ft.; cushion, 
all felt, No. 18, $2.40 per 100 ft.; No. 
te $2. 85 per 100 ft.; No. 20, $3.25 per 

Burfo, hard bronze, 3 and 4 ft. 
lengths, 5c. per ft. net. Numetal, 
54ec. per ft. 


WINDOW VENTILATORS.—This line 
is having the usual good sale it has at 
this time of year. Jobbers quote: 


No. 01, $4.40 per doz.; No, 02, $4.80; 
No. 1, $5.20: No. 2, $5.60; No. 3, $6.40. 





announced by manufacturers occasions 
no great surprise here, since it has long 
been expected that sooner or later the 
manufacturers would take a step that 
would take this line out of the money- 
losing category. The advance is esti- 
mated at approximately 50 per cent 
and the new base discounts now are 50 
per cent on flat-headed iron, 45 per cent 
en round-headed iron and flat-headed 
brass and 40 per cent on round and 
oval-headed brass screws. 





Salesmen Again Operating in Northwest After 
Inventory Vacations—Prices Unchanged 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, Jan. 10.—The year is still too young for much 
progress toward the activities for the coming season. But dealers 
and jobbers are both actively engaged in cleaning up their inven- 
tories and planning stocks for the spring season. Jobbers’ sales- 
men are back on territory after the annual conventions at their re- 


spective houses. 


The next activity which is anticipated in the hardware circles 
in this part of the country is the hardware convention of state asso- 
ciations. It is buying time for the dealers for spring business. 

Prospects for business in the Northwest for 1928 are very good, 
and dealers and jobbers are planning for good trade. So far there 
has been no price activities or adjustments, but these will be made 
very shortly and this letter- will carry the changes. 


Reading matter continued on page 102 





AXES.—Sales are steady, with stocks 


ample. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes, $16; double bit base 
weight, $21.50; Plumb Dreadnaught, 
single bit, unhandled axes, $14.50; 
double bit, $19.50; handled single bit, 
$19.25; double bit, $24.25 per doz. net. 

BOLTS.—Demand still is rather light, 
and stocks are being filled for the com- 
ing business. Prices have not changed. 

We quote from jobbers’ . stocks, 
f.o.b. Twin Cities: Carriage and ma- 
chine bolts, all sizes, 60 per cent; 
stove bolts, 75-10 per cent; and lag 
sorewe) 60 per cent from standard 
sts. 

BUILDERS’ HARDWARE.—Deliveries 
of finishing hardware are light at pres- 
ent, but there is considerable activity 
in the offices of architects and estima- 
tors for hardware firms. It is expected 
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These Barn Door 
Hanger Sets are 
Designed Right! 


MW Seas! is the reason for their popularity with hard- 


ware dealers and the trade. 


Sales and Profits 


are stimulated when you carry merchandise of 


Natienal 


design and construction, because they combine all the 
No. 50 Trolley Barn Door Hanger virtues of a first class product—quality material, correct 
design and smooth operation. 





The No. 50 Trolley Barn Door Hanger featured carries wheels of pressed steel 
with large roller bearings and a rigid, embossed drop strap of heavy gauge steel. 


Equal weight is carried on all four wheels by an equalizing device. The hanger 
has both lateral and vertical adjustments which are easily made with a wrench fur- 
nished with each hanger. 


The No. 51 Trolley Rail made of heavy 
gauge steel provides an even, perfect 
tread for the hanger wheels. The rail 
is made in 4-, 6-, 8-, 9- and 10-foot 
lengths. 


The No. F-51 Brackets placed two , 
feet apart are used to hang the rail 
while a special type, No. G-51 Joint 
Splice Bracket, is provided for a 
positive method of securely joining 
the No. 51 Rail sections into one 
continuous length. 

No. F-51 Bracket No. G-51 Bracket 





No. 51 Trolley Rail 





This item of builders’ hardware is steadily in demand and if your busi- 
ness is built upon selling your trade merchandise that promotes good 
will and repeat orders you had better stock up on these sets NOW! 


National Manufacturing Company 


STERLING ILLINOIS 


Write today and order by number, our prompt shipping service will please you 
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that building in the Northwest this 
year will run far ahead of other years. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 3% x 3% steel 
butts, old copper and dull brass fin- 
ish, 19c. pair, in less than case lots, 
18c, pair in case lots; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, 26c. pair in less than case lots, 
25c. pair in case lots; broad bevel 
steel inside sets, old copper or dull 
brass finish, one piece knobs, less 
than case lots, $7 doz. sets, case lots, 
$6.75 doz. sets; steel bit-keyed front 


door sets, $1.60 per set; wrought 
brass outside trim, bit-keyed front 
door sets, $1.85 per set; cylinder 


front door sets, $6.50 per set. 

Light plain strap hinges, 3 in., 56c. 
doz. pair; 4 in., 75c. doz. pair; heavy 
plain strap hinges, 4 in., 93c. doz. 
pair; 5 in., $1.22 doz. pair; 6 in., $1.56 
doz. pair; light plain tee hinges, 3 in., 
62c, doz. pair; 4 in., 78c. doz. pair; 
heavy plain tee hinges, 4 in., $1.06 
doz. pair; 5 in., $1.20 doz. pair; 6 in., 
$1.40 doz. pair; 8 in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4 in., 
$1.28 doz. pair; 5 in., $1.58 doz. pair; 
6 in., $1.89 doz. pair; 8 in., $2.83 doz. 
pair; 10 in., $4.53 doz. pair net. 


CHAIN.—Demand is steady and fair, 
with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Log chain, 4% x 14, 
$13.85; % x 14, $10.90; %4 x 14, 
$10.15; Proof coil chain, % in., $12: 
% in., $8.90; % in., $8.30, and % 
in., $9.85 cwt., net. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Dealers are begin- 
ning to fill their stocks for the spring 
demand. Retail sales are very light at 
present. Prices have not changed. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Eaves trough, 28- 
ga., 5 in., S. B., slip joint, in crates, 
$5.50 per 100 ft.; conductor pipe, 28- 
ga., 3 in., in crates, not nested, $5.40 
per 100 ft.; 3 in., $1.73 doz. net. 


OIL HEATERS.—There is a fair de- 
mand for oil heaters, with stocks in 
good condition. Prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect Oil 
heaters, No. 12, $5.50; No. 15, $7; No. 
016, $8.25; No. 0190, $10.50; No. 151, 
$7.50; No. 0161, $8.75; No. 0191, $11; 
No. 505, Giant, $11.25; No. 605, $12.75 
each, with discount in quantities less 
than ten, 30 per cent; ten or more, 
30-5 per cent. 


PAINTS AND WHITE LEAD.—Inte- 
rior decorative materials are selling at 
a fair rate, with little call for outside 
paints. Dealers are beginning to or- 
der for spring delivery. Prices are 
firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.55 per gal., in 1-gallon 
cans; second grade house paint at $2 
per gal., in 1-gallon cans, and white 
lead in 100-Ib. containers at $12.48 
cwt. 


PUMPS.—It is believed that this year 
will be a very good one for the sale of 
water supply materials. Sales at pres- 
ent are light, with prices unchanged. 


We quote from jobbers’ 
f.o.b. Twin Cities: 


stocks, 
Deming No. 440 


plain spout windmill force pumps, 


$7.50; No. 495 Underground discharge 
windmill force, adjustable stroke, 
$14.35; No, 415, $14.65; No. 103, hand 
lift, 6 in. stroke, $14.25; No. 182 hand 
lift, 6 in. stroke, 6 ft. set length, 
$5.25 each, net. 


PYREX OVENWARE.—Sales are fair 
with stocks still in good condition. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 624 casseroles, $1.33; No. 
634 casseroles, $1.33; No. 212 bread 
pans, 60c.; No. 200 pie plates, 67c.; 
No. 209 pie plates, 60c.; No. 231 util- 
ity dishes, 67c.; No. 12 tea pots, $1.67; 
No. 26 tea pots, $2.33, and No. 953 
perculator tops, 7c. each, net. 


REGISTERS.—Demand is steady, 
though rather light at the present time. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 
ters, 20 per cent and wrought steel 
registers, 40 per cent from lists. 


REGISTER AND RADIATOR 
SHIELDS.—Sales are fairly good, with 
prices remaining firm as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Floor register 
shields, $12 doz.; wall, $6 doz., and 
sheet steel adjustable radiator 
shields, $2.67 to $4.37 each, net. 


ROPE.—Demand is steady, with stocks 
well filled for the trade. Prices have 
not changed. ‘ 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 25%c. lb., base, and best 
grade sisal rope at 17c. Ib., base. 


SCREWS.—Sales in a retail way are 
rather light at present. Stocks are in 
fair condition, with dealers beginning 
te fill for the spring trade. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 85 per cent; flat head 
japanned, 70-20 per cent; round head 
blued, 80-15; flat head, brass, 80-10; 
and round head brass, 75-20 per cent 
from lists. d 


SKATES.—There is a very good de- 
mand for skates, though perhaps slight- 
ly lower than last year, due to the 
heavy snowfall in this section. Stocks 
are in fair condition, with prices steady. 


We quote from jobbers’ 
f.o.b. Twin Cities: 
skates, 75c. pair; Speed King, boys, 
$1.35 pair; girls, $1.40 pair; ice 
skates, Nestor Johnson, North Star, 
aluminum finish, $7 pair; nickel 
finish, $8 pair; Union, No. 5%, 89c. 
pair; No. 07, $1.07 pair; No. 4244%4L, 
$1.93 pair; No. 524%, $1.27 pair; No. 
524144L, $1.55 pair; No. 1624, 84c. 
pair; No. 5624, $1.12 pair; No. 562%, 
$1.44 pair, net. 


SNOW SHOVELS.—Sales have been 
very good, and dealers’ stocks are low 
in many instances. Prices are un- 


changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bonanza wood 
snow shovels, $17.40; steel blade, 
straight handle, $14.15; galvanized 
steel blade, 15% x 17, D handle, $10, 


stocks, 
Plain steel roller 


SOLDER.—Demand is fair, with stocks 
well filled. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Strictly half and 
half solder at 38c. Ib.; and war- 
ranted half and half solder, 39c. Ib., 
net, in 100-Ib. lots. 


STEEL SHEETS.—Sales are fair, with 
stocks well assorted. Prices show no 
changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt., base (24 ga.), 


and black steel sheets at $3.95 cwt., 
base (24 ga.). 


STEEL GAME TRAPS—Demand 
shows the advance of the season. Sales 
are now of a fill-in nature, as most trap- 
pers are fitted out for the winter sea- 
son. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor game traps, 
No, 0, $1.10; No. 1, $1.38; No. 1%, 
$2.44; No. 2, $8.36; Oneida jump, 
No. 0. $1.54; No. 1, $1.83; No. 1%, 
$2.81 doz., net. 


TIN.—Call is fair, with stocks well 
filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke tin, 
ICL, 20 x 28, $14.50 box, and roofing 
tin, IC, 20 x 28, 8-lb. coating, $15.50 
box, net. 


WEATHER STRIPS.—Sales are still 
very good, with stocks in dealers’ hands 
becoming somewhat broken. Prices are 


firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 70, felt weather 
strip, $2.10; No. 71, $2.10; No. 71%, 
$3; No. 74, $4.20; No. 8 flexible rub- 
ber, $1.50; No. 9, $1.80; No. 10, $2.40; 
No. 11, $3; Flex-O-Mold, 500 ft. rolls, 
$2.25; Wirt’s, 500 ft. rolls, $4.40; Bos- 
ley’s, 500 ft. rolls, $3.94 per 100 ft., 
net. 


WINDOW VENTILATORS.—Sales are 
good, with stocks in fair condition. 
Prices are steady and firm. 


We quote from jovbers’ stocks, 
f.o.b. Twin Cities: No. 02 steel frame 
window ventilators, $4.80; No. 2, 
$5.60; No. 3, $6.40; and No, 4, $7.60 
doz., net. 


WIRE.—Dealers are beginning to plan 
their stocks of fence wire for the sea- 
son. Sales at present are very light. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.) $2.47 
per 80-rod spool; smooth black iron 
wire, No. 9, $3.10 cwt., and smooth 
galvanized wire, $3.55 for No. 9, net. 


WRENCHES.—Stocks are in fairly 
good condition, with plans being made 
for spring business. Present sales are 
slow. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call long sleeve nut, 10 in., 
$1.70; 12 in., $2.06; 15 in., $2.75 each, 








6 in. stroke, $6.85; adjustable stroke, 


and same, 16 x 21, $10.65 doz., net. 
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Do you check with usp 






CA eWHERE are lots of things in this world that 
yee “A most of us take for granted. We look for the 
ee) | morning milk with the same assurance that 
wr ] we expect the sun to rise. We turn a little 
seit cad we expect light. But when the milk doesn’t 
come or the electricity is off—that’s when habit gets a 
swift jolt on the button and people get sore. 


It’s the same way with a door 
check. Once it’s in place people ex- 


Good Buildings Deserve Good Hardware 


tested to destruction to see how long they wi// last. You 
can’t dodge that—Corbin knows there are no better 
door checks than their own make. 

But let users tell the story:— 

Case K 111. Corbin door check used as part of a test- 
ing mechanism. Test ran for 400 consecutive hours 
with 800 strokes per hour. Checking operation totaled 
320,000. When check was dis- 
mantled it was “found to be in 





pect it to do its job smoothly and 


qa 











well. They forget it’s there until it 
starts cutting up, they never no- 
tice it until it fails. When some- 
thinggoes wrong—well how would 
you feel at eleven o'clock of a 
winter night if you found some- 
body had swiped the coal shovel? 
You’d feel let down, wouldn’t 
you, even though you’d had the 
shovel so long you’d worn two 
inches off it? Sure you would. 
Your habit, what you had taken 
for granted, would be knocked 
out of its groove and you’d be sore. 


A door check gets pretty hard 
use. It’s expected to stand it, ex- 
pected to close doors and do so 
for a long, long time. And it’s a 
mysterious sort of a thing, too, 
for all its workings are inside a case and you can’t see 
the wheels go ’round. So when something goes wrong 
with a door check, people get sore because it doesn’t 
close a door and because they can’t see why it doesn’t. 


Now, about Corbin door checks—good door checks, 
Good Hardware- Corbin. We could take this whole page 
and spread across it in great big letters “Corbin makes 
good door checks—there are none better.”” That would 
be true, absolutely straight. But we want to tell you 
something about why it’s true. 


Here’s why. Corbin has a special door check testing 
department. Run-of-factory, Corbin door checks (door- 
checks of other manufacturers are also tested), are 
mounted on special doors which have an automatic 
opening device. All of the door checks are from stock— 
no specials just to see how long one can last—all being 
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tip-top shape—no apparent wear 
whatever.” 

Case K 133. Corbin door check 
purchased “sometime between 
1894 and 1898”. In 1927, owner 
wanted hand reversed and new 
spring put in. When this was done 
and new liquid supplied the check 
was good as new—ready for an- 
other 30 years of service. 

Case K 206. Corbin door checks 
installed in a college building in 
1915. Inspection made in 1927. 
One check required attention— 
just one. It was operating on a 
heavy door which was opened at 
least 750 times a day by about 
450 girls for nine months a year— 
and for more than 12 years. This 
check has already closed the door 
satisfactorily more than 2,025,000 times at a mainte- 
nance cost of less than $1.50—and it’s fit now for more 
long, hard usage. 








There are three cases—lots more are in the Corbin 
records, lots more. Then there are mechanical reasons, 
technical ones, back of the “why” Corbin door checks 
keep on the job so long and so well. If you want to know 
about them, let us know and we will see to it that you 
get the information.We’ve got it—you can depend on it. 


Corbin door checks sell readily and they stay sold, 
because they work and work and work. You can sell 
them to contractors, to school boards, to fellow mer- 
chants, to householders—they’re well advertised and 
the public knows them. If you have a reputation for high 
grade hardware, Corbin door checks should be in your 
store. They’re Good Hardware-Corbin. 


SINCE NEW BRITAIN 
1849 CONNECTICUT 


The American Hardware Corporation, Successor 


New York 


Chicago 


Philadelphia 
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Hot of the Nail Ke 


Little yarns that others have laughed 
over culled from various sources. 
contemporary puts it: 
have been copied, the rest will be.” 


Asa 
“Some of them \ 7 














“I can’t marry him, mother, he’s an 
atheist and don’t believe there’s a hell.” 

“Marry him, my dear, and between us 
we'll convince him that he’s wrong.” 


Angry Motorist—“Some of you pedes- 
trians walk along just as if you owned 
the streets.” 

Irate Pedestrian—‘“Yes, and some of you 
motorists drive around just as if you 
owned the car!” 


Two Pennsylvania farmers became at 
outs one day and neither having any spe- 
cial admiration for the appearance of the 
other, the following remarks were heard: 

“Yep,” said the one, “I had a beard like 
yourn once, and when I realized how it 
made me look I cut it off, b’gosh.” 

“Wal, I had a face like yourn once, and 
when I realized I couldn’t cut it off I 
grew this beard, by heck.” 


Mistress—“Have you given the goldfish 
fresh water?” 

Maid—“No ma’am, they ain’t finished 
the water I gave them yesterday yet.” 


A pacifist gentleman stopped to try to 
settle a juvenile row. 

“My boy,” he said to one of the com- 
batants, “do you know what the Good 
Book says about fighting?” 

“Aw!” snorted the youth, “fightin’ ain’t 
one of them things you kin get out of a 
book, mister.” 


An Italian, having applied for citizen- 
ship, was being examined in the naturaliza- 
tion court. 

“Who is the President of the United 
States?” 

“Mr. Cool.” 

“Who is Vice-President?” 

“Mr. Daw.” 

“Could you be President?” 

“No.” 

“Why ?” 

“Mister, you ’scuse, please, I vera busy 
worka da mine.” 





Parson—‘“Brother, Jones, does your 
daughter trust in God?” 
Brother Jones—“She must, judging 


from the company she keeps.” 





Waiter—“Would you like to drink Can- 
ada Dry, sir?” 

Customer—“I’d love to, but I’m only 
here for a week.” 





Architect—“And at the front of the 
building will be three beautiful doorways.” 
Client—“But one will be quite enough.” 
Architect—“To be sure, but you can 
paint ‘Use Other Door’ on two of them.” 





Stage Manager—“Lower that curtain 
and hurry up about it!” 

Stage Hand—“But the act is only half 
over.” 

Stage Manager—“Lower it, you fool; 
one of the living statues has the 


hd 


hiccoughs ! 





A draft of Missouri mules had just ar- 
rived and a new private made the mis- 
take of going too near one. His com- 
rades caught him on the rebound, placed 
him on a stretcher and started for the hos- 
pital. On the way the injured man re- 
gained consciousness. He gazed at the 
sky overhead and felt the swaying mo- 
tion of the stretcher. Feebly he lowered 
his shaky hands over the side, to find only 
space. 

“My gosh!” he groaned, “I ain’t even 
hit the ground yet.” 





A plantation negro decided to leave the 
home of his birth and migrate north. Two 
years later his former master met him 
traveling across country on an old mule. 
The old negro was delighted to see his 
master and at once began to tell of his 
life in the north. 

“Boss, since I 
a’preachin’.” 

“Why, Mose, I did not know that you 
ever preached.” 

“Lawdy, yes, I is a regular preacher. 
Not so long ago I wasgtellin’ my congre- 
gation all about Daniel and de Lion’s Den, 
how they frowed po’ Daniel in among de 
lions and they nevah touched a hair in his 


left yo’all, I’se been 





head. De niggahs were all cryin’ Glory, 
Hallelujah!—When one of them educated 
niggah don’ stan’ up and say, “Parson, I 
don’ reckon them lions was trained lions, 
circus lions, is the reason they nevah 
touched a hair of Daniel’s head.” 

“What did you say, Mose?” 

“T says, ‘Look here, niggah, the time 


9 99 


I’se speakin’ of, is B. C—befo’ circus’s’. 


Rastus, out in a boat with his best girl, 
Mandy, had been teasing for a kiss, but 


she refused again and again. Finally he 
became desperate. 
“Mandy,” he threatened, “effen you 


don’t lemme kiss you’ I’se gwine to upset 
dis here boat.” 

Getting home, Mandy told her mother 
all about it. 

“An’ did you let de gemman kiss you?” 
her mother asked. 

“Well, did youall see anything in de 
paper dis mawnin’ "bout two niggahs 
drownin’?” 


Fat was arrested for being intoxicated. 
On being brought before the judge he was 
asked by the Court what he was there for. 

Pat—“Your Honor, I was arrested for 
being intoxicated.” 

Judge—‘“Pat, where did you buy the 
liquor ?” 

Pat—“Your Honor, I did not buy it. A 
Scotchman gave it to me.” 

Judge—“Thirty days for perjury.” 


She was still rather new at driving a 
car and a little bit confused in traffic. 
Down Broadway she forgot to stop soon 
enough at the signal and shot out into the 
middle of the street. 

Pompously the traffic officer bore down 
upon her. 

“Didn’t you see me hold up my hand?” 
he shouted fiercely. 

The culprit gasped a breathless “Yes.” 

“Didn’t you know that when I held up 
my hand it meant ‘Stop’ ?” 

“No sir; I’m just a school teacher,” she 
said, in a timid, mouse-like voice, “and 
when you raised your hand like that I 
thought you wanted to ask a question.” 
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AMONG THE AUTHORS of the new Modern Merchandising Course are the following men: 


DR. PAUL H. NYSTROM, For siz years ema 
of the Associated Merchandising Corporatio 


DR. LEE GALLOWAY, First Director oe the 
School of Retailing, New York University; a well- 
known authority on Store Management. 


EDGAR J. KA President of Kaufmann 
Departmen 


UFMANN, 
it Stores, Pittsburgh. Buyers. 


J.C. PENNEY, Chairman of the Board, J.C. AMOS PARRISH, Director, Amos Parrish & Com- 
Penney Company. Counselors. 


pany, Store 


—s CHAPMAN, President, L. S. Donaldson 
Company, Minneapolis. 


PERCY H. JOHNSTON, President, Chemical 
National Bank of New York. 


— BLOCK, Kirby, Block & Fischer, Resident 


COL. DAVID MAY, Late Chairman of the Board, 
May Department Stores. 


W. T. GRANT, Chairman of the Board, W. T. 
Grant Company. 


bas hg POTTER, President, United States 
Stores. 


WILLIAM N. TAFT, Editor, Retail Ledger. 


mare HUSSON, President, Eleto Company, 
New York. —and many others, 


The old rules don’t work today 








ENT A STORE, buy merchandise at 

wholesale, mark it up one-third, sell 

it, clean up odds and ends now and then 

in a sale, pay in ninety days if conven- 

ient, advertise or trim windows when you 

get ’round to it and inventory once a 
year to see if you’ve made or lost. 

Good old easy-going days, weren’t 
they? But gone—gone forever. Run- 
ning a retail store today is a keen, scien- 
tific enterprise, not a guessing game. 


*Give us a Course on Retaili 


That’s what hundreds of merchants who 
have taken our Modern Business Course 
have asked ustodo. Because their busi- 
ness education has been limited to what 
their own stores have taught them. The 
average merchant has had little opportu- 
nity to learn how other successful dealers 
do it—or to keep posted on advanced 
methods of accounting, financing, adver- 
tising, organization, collections, stock 
control, store management, selling. 

The Alexander Hamilton Institute has 
prepared a Course on Modern Re- 
tail Merchandising. 

It is a carefully directed course 
of reading designed to fit into your 


ALEXANDER Hamitron Ps 


INSTITUTE 


In Canada, address the Alexander Hamilton Institute, Ltd., C. P. R. Bldg., Toronto ” Cc 





spare time, supplemented by personal 
service in response to inquiries. 
It is a one year’s Course and is known 
as 
The Modern Merchandising 
Course and Service 


With the cooperation of the leading 
authorities in every field of Retailing, the 
Alexander Hamilton Institute has assem- 
bled the fundamental facts and principles 
of Modern Merchandising in this new 
Course and Service. Every man ambitious 
for success in retailing—every owner, 
every general executive, every buyer, 
every controller, every merchandise man- 
ager—all men who must think and decide 
will find sound guidance here. 

This new Merchandising Course takes 
the merchant out of his store and he finds 
himself looking back with an outsider’s 
viewpoint. The outsider, like the cus- 
tomer, feels the strong points but he sees 
the weak points. ; 

A booklet called “Progress and Profits,” gives 


all the facts about the Modern Merchandis- Fl 


a 


ing Course and Service. It tells how . 


profit making plans are replac- Z 
ing the old rules. For a com- 


ys 155 Astor Place 
xy New York City 
S 


e ress and Profits,” 


oa 





. ” ALEXANDER 
plimentary copy write at HAMILTON 
once. Pd INSTITUTE 


Send me a copy of “Pro; 

whic 
tells all about the Modern Mer- 

chandising Course and Service. 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Little Rock, May, 1928. L. P. Biggs, secretary, 
815-816 Southern Trust Building, Little Rock. 

CALIFORNIA RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, Roof 
Garden of Hotel Whitcomb, San Francisco, Feb. 15, 16, 
17, 1928. LeRoy Smith, secretary, 112 Market Street, 
San Francisco. 

HarpwareE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Charleston, S. C., June 5, 6, 7, 1928. Arthur R. 
Craig, secretary-treasurer, 804-806 Commercial Bank 
Building, Charlotte, N. C. 

CoNNECTICUT HARDWARE ASSOCIATION CONVENTION, 
Hotel Bond, Hartford, Feb. 16, 17, 1928. Henry S. 
Hitchcock, secretary, Woodbury. 

IpaAHo Retart HARDWARE & IMPLEMENT DEALERS 
ASSOCIATION CONVENTION, Pocatello, Feb. 7, 8, 1928. 
E. E. Lucas, secretary, Hutton Building, Spokane, Wash. 

Ittrno1is RetatL HARDWARE ASSOCIATION CONVEN- 
TION AND ExurtsiTion, Hotel Sherman, Chicago, Feb. 
14, 15, 16, 1928. Leon D. Nish, secretary, 14-16 N. 
Spring Street, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuiBiTION, Indianapolis, Jan. 31, Feb. 1, 2, 
3, 1928. Convention headquarters, Claypool Hotel. Ex- 
hibit will be held at the Cadle Tabernacle. G. F. Sheely, 
secretary, 911 Meyer-Kiser Bank Building, Indianapolis. 

Iowa Retail HARDWARE ASSOCIATION CONVEN- 
TION AND ExHIBITION, Des Moines, Feb. 14, 15, 16, 17, 
1928. A. R. Sale, secretary-treasurer, Mason City. 

Kentucky Harpware & IMPLEMENT ASSOCIATION 
CONVENTION AND ExuiBiTION, Seelbach Hotel, Louis- 
ville, Jan. 17, 18, 19, 20, 1928. J. M. Stone, secretary- 
treasurer, 202 Republic Building, Louisville. 

LouIsIANA Retail HARDWARE IMPLEMENT AsSO- 
CIATION CONVENTION AND ExuisiTion, New Iberia, 
June 4, 5, 6, 1928. S. H. Sale, secretary, Shreveport. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND Exuisition, Detroit, Feb. 7, 8, 9, 10, 1928. 
Headquarters, Hotel Statler; Exhibition, Convention 
Hall. A. J. Scott, secretary, Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Municipal Auditorium, Minneapolis, Feb. 21, 
22, 23, 24, 1928. C. H. Casey, secretary, Nicollet at 
Twenty-fourth Street, Minneapolis. 

Misstssipp1 Retail HARDWARE AND IMPLEMENT 
AssociaTION CoNVENTION, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 

Missourt RetaiL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTion, Hotel Statler, St. Louis, Jan. 23, 
24, 25, 1928. F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

MONTANA IMPLEMENT AND HARDWARE ASSOCIATION 
ConvENTION, Butte, Feb. 6, 7, 8, 1928. A.C. Talmage, 
secretary-treasurer, Bozeman. 

MounTAIN STATES HARDWARE AND IMPLEMENT 
Association Convention, Denver, Colo., Jan. 17, 18, 
19, 1928. Cosmopolitan Hotel. W. W. McAllister, sec- 
retary-treasurer, P. O. Box 513, Boulder, Colo. 

Nationat Retatt HarDWARE ASSOCIATION CON- 
Gress, Boston, Mass., June, 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington St., Indianapolis, Ind. 

NesraSKA RetaiL HARDWARE ASSOCIATION CONVEN- 
TION AND ExursiTion, Municipal Auditorium, Omaha, 
Jan. 31, Feb. 1, 2, 3, 1928. George H. Dietz, secretary, 
414-419 Little Building, Lincoln. 


New ENGLAND HarpwareE DEALERS ASSOCIATION 


CoNVENTION AND Exuisition, Mechanics Building, 
Boston, Feb. 20, 21, 22, 1928. George A. Fiel, secre- 
tary, 80 Federal Street, Boston 9, Mass. 

New York STATE RETAIL HARDWARE ASSOCIATION 
CoNVENTION, Rochester, Feb. 7, 8, 9, 10, 1928. Head- 
quarters, Powers Hotel. Sessions and exhibit will 
be held at Edgerton Park. John B. Foley, secretary, 
City Bank Building, Syracuse. 

Norto Dakota RETAIL HARDWARE ASSOCIATION 
CONVENTION AND ExuisiTion, Minot, Feb. 15, 16, 17, 
1928. Exhibition at the Parker Auditorium. C. N. 
Barnes, secretary, Grand Forks. 

Ou1o Harpware ASSOCIATION CONVENTION AND 
ExHIBITION, Toledo, Feb. 21, 22, 23, 24, 1928. James 
B. Carson, secretary, 411 Mutual Home Building, 
Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION ConvENTION, Oklahoma City, Jan. 24, 25, 26, 1928. 
Charles L. Unger, secretary, 207-208 Bloomfield Bldg.. 
Oklahoma City. 

Orecon Retart HArpwareE & IMPLEMENT DEALERS . 
AssociaTION ConvENTION, Portland, Jan. 31, Feb. 1, 2, 
1928. E.‘E. Lucas, secretary, Hutton Building, Spo- 
kane, Wash. 

Paciric NortHwest HarpwarE & IMPLEMENT As- 
SOCIATION CONVENTION, Spokane, Wash., Jan. 25, 26, 
27, 1928. E. E. Lucas, secretary, Hutton Building, 
Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Feb. 13, 14, 15, 16, 17, 1928. 
Sharon E. Jones, secretary, Wesley Building, Philadel- 
phia. 

South Dakota Retait HARDWARE ASSOCIATION 
CONVENTION AND Exuisition, Coliseum Building, 
Sioux Falls, Feb. 27, 28, March 1, 1928. C. H. Casey, 
secretary, Nicollet at 24th Street, Minneapolis, Minn. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
AssociATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition, Atlanta, Ga., 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 

SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Los Angeles, Feb. 21, 22, 23, 1928. 
H. L. Boyd, secretary, 618 Hellman Bank Bldg., Los 
Angeles. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND ExuHisiTIon, Dallas, Jan. 17, 18, 19, 
1928. Headquarters, Hotel Baker. D. Scoates, secre- 
tary. College Station. 

VirciniA Retait HARDWARE ASSOCIATION CONVEN- 
TION AND ExHIBITION, Jefferson Hotel, Richmond, Feb. 
21, 22, 23, 1928. Thos. B. Howell, secretary, 602 Broad 
Street, Richmond. 

West VIRGINIA HarpWaARE ASSOCIATION CONVEN- 
TION, Wheeling, Jan. 24, 25, 26, 27, 1928. James B. 
ot ga secretary, 411 Mutual Home Building, Dayton, 

hio. 

WESTERN RetaiL HarpwarE & IMPLEMENT Asso- 
CIATION CONVENTION AND ExuisiTion, Hotel President, 
Kansas City, Mo., Jan. 17, 18, 19, 1928. H. J. Hodge, 
secretary, Abilene, Kan. Western Hardware Show in 
connection. All hardware exhibits concentrated in Con- 
vention Hall under management of L. W. Shouse, Kan- 
sas City, Mo. 

Wisconsin Retart Harpware AssociATION Con- 
VENTION AND ExHIBITION, Auditorium, Milwaukee, Feb. 
7, 8, 9, 10, 1928. P. J. Jacobs, secretary, Stevens Point. 
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Vesco Kerosene Stoves 
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Nesco Gasoline Stoves 








A Symbol 


Grown Great Through Service 


HE Nesco trade-mark has gathered meaning through the 

torty-two years of our business history. 

It has come to stand for high quality merchandise, fair prices, 
assured value and courteous, friendly service. 

The trade, from the smallest cross-roads general store to the 
magnificent metropolitan department store, has found Nesco- 
built products permanently profitable to recommend and sell to 
their customers. 


Prompt Service Everywhere 

Eight Nesco factories and branches, strategically located across 
the country, supply the demands of many jobbers. Thus, your 
source of supply is always near-by, your needs are filled promptly 
with fresh merchandise, your stock is held to a minimum, your 
turnovers are rapid and profits multiply. 

The Nesco line is the complete and ideal line for experienced 
and progressive merchants who know the many advantages of 
one-source buying. 


NATIONAL ENAMELING & STAMPING CO., INC. 
425 East Water Street Executive Offices Milwaukee, Wisconsin 
Factories and Branches: 
Milwaukee New York Chicago Philadelphia 
St. Louis Baltimore Granite City, Ill. New Orleans 


Timely Saggestions for Spring Buying 
The new Nesco Rainbow line of Jap d Ware to meet your customers’ demand for 
color in kitchenware. Nesco K 1e and Gasoline Cook Stoves; Nesco Camp Stoves; 
Milk Cans; Kettles and Strainers; Dairy Pails; Water Coolers; Poultry Supplies; 
Refrigerators and Refrigerator Pans; Garbage Cans. 

These and many other Nesco products should be in your store and on your counters as 
your Spring buying season opens. There is a comfortable profit. in every item. 
When in New York or Chicago _ are cordially invited to visit the 
Nesco show rooms. In New York — Suite 510, 200 Fifth Avenue. 

In Chicago — 346 to 358 West Kinzie Street 
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But Don’t Compete In Credit 


(Continued from page 79) 


these facts—perhaps not; but any way, the man is a 
poor risk. 

A member of the association asks for a report on an 
applicant for credit, and he gets it. It may be a good 
report, too. But the customer may meet with adversity ; 
some situation may arise after the report is submitted 
and the account is opened, that will change his status 
from that of a good risk to that of a bad one. To supply 
its members with such timely and significant information 
as comes to its attention, the association issues a daily 
“green sheet,” so called because its contents are mimeo- 
graphed on green paper. At the county courthouse the 
association keeps a man who observes everything that 
goes on the records. The green sheet contains a digest of 
such of these records as may be of interest to Los An- 
geles merchants. 

Down the left-hand side of the sheet are listed the 
names of persons, each name followed by the address 
and the kind of instrument involved—suit, judgment, 
chattel mortgage or what not. Then follow the code 
numbers representing the stores with which that person 
has accounts. Reading down the right-hand side, instead 
of the left, the member looks only for his own number ; 
the appearance of that number tells him that here is 
someone in whose affairs he is interested. 

Let us suppose that a John H. Smith is being sued on 
a note for $7,000. A clerk at the association office pulls 
out the names of ten John H. Smiths. The address of 
none of them is the same as that of the Smith who is 
being sued; but the association does not assume, for this 
reason, that he is none of the ten. People continually are 
moving about: the association lists 75,000 changes of ad- 
dress every month. 

But the man at the courthouse also has reported the 
name of Smith’s attorney. An operator in the associa- 
tion office calls that attorney, and something like the 
following conversation ensues : 

“Did this Mr. Smith, your client, formerly live at 1234 
Wilton Place ?” 

“Yes.” 

“What business is he in?” 

“He works at Lasky’s.” 

“Did he formerly work at the Charlie Chaplin studios ?” 

“Yes.” 

“About how old is he?” 

“Oh, about forty, I should say.” 

“Do you know his wife’s name?” 

“Yes, it’s Lucille.” 

“Do you know of his ever having lived at 2410 Holly- 
wood Boulevard ?” 

“T’m not sure about the number, but he used to live on 
Hollywood Boulevard.” 

Thus the association identifies the Smith who is being 
sued as one of the ten in its files. Now, who’s interested 
in him? These stores: Numbers 1, 4, 18, 23, 41 and 72. 
Without these numbers following Smith’s name on the 
green sheet, it would be up to each merchant to deter- 
mine for himself whether he was selling to this particular 
John H. Smith. He doesn’t know the name of the at- 
torney in the action because he hasn’t seen a record of the 
suit, and he doesn’t care to ask the John H. Smith whose 
name appears on his ledgers if he is being sued. 

The members all receive and study the daily green 
sheet. Opposite Smith’s name, in the case we are as- 
suming, six numbers appear. Six stores are interested 


in Smith’s affairs and make some kind of notation of his 
suit. From some tactful credit man Smith sooner or 
later will learn that his suit is common knowledge and 
that he must be careful of his credit. 

In addition to a digest of the public record—suits, 
mortgages, judgments, bills of sale and records of deaths, 
divorces and so on—the green sheet lists special items 
contributed by member stores. One store closes an ac- 
count temporarily until it is paid; another closes an 
account permanently because of slow pay and unkept 
promises ; another closes an account temporarily or perma- 
nently on the husband’s instructions. The store sends 
the association a code memorandum of the action, and 
the green sheet reproduces these items to serve as warn- 
ings to other stores selling to the same persons. 

Twice each week there meet at round-table luncheons 
two separate groups of fifteen men each, representing 
thirty member stores. Each man of a group brings with 
him a slip bearing the names of two credit trouble- 
makers, copied from his store’s ledgers. The slips are 
laid on the table, fifteen slips bearing a total of thirty 
names. The association lists the thirty names on a mim- 
eographed form and sends a copy to each member of the 
respective group. In each store a clerk copies the names 
on a special form, one name to a sheet. At the top are 
spaces for the customer’s name, address, occupation and 
business address. Below are spaces for ledger informa- 
tion. Taking the thirty sheets to the ledgers, the clerk 
copies on each one the data on the name at the top— 
so much owing, so much past due, date of last purchase 
and so on. 

At the next meeting of the group each member brings 
back his own reports on the thirty delinquents. The 
chairman reads his thirty notations, while his colleagues 
listen and copy his experiences with each delinquent 
below their own; then they, in turn, read theirs while the 
others listen and copy. Each man leaves the meeting 
with a knowledge of the experience all the others have 
had in dealing with each of the thirty delinquents. The 
association also receives a copy of the composite report 
on each delinquent.’ Thus sixty names are treated, by the 
two groups, each week. . 

In the name of the association Mr. Van De Water 
writes a letter to each of the delinquents. If he receives 
a favorable reply, the fact is noted on the green sheet. 
Then if the delinquent fails to live up to his promise, 
some credit man reports “no payment.” Mr. Van De 
Water promptly delegates a clerk to telephone to other 
stores, and he may discover that the delinquent hasn’t 
paid a single one of his bills. The offender is requested 
to call at the association’s office and explain his failure to 
pay as agreed. His hand is forced; further recalcitration 
is taken as sufficient cause for placing the account in the 
hands of the adjustment bureau for collection. 

Members of the association are privileged to ask for a 
telephone report on a customer, and three such requests 
on one person the same day automatically start the asso- 
ciation’s three-call service. If three stores almost simul- 
taneously ask for a report on Mrs. John B. Gotrox, the 
association regards that circumstance as suspicious. It 
scents trouble and sets to work immediately to find out 
what is behind this sudden use of extensive credit. 
Maybe “Mrs. Gotrox” is not Mrs. Gotrox at all, but an 
impostor trying to charge merchandise to Mrs. Gotrox’s 
account. Meanwhile a clerk is hurriedly looking up 


Reading matter continued on page 110 
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BABCOCK 


SPRUCE LADDERS 


Order for Spring We Pay the Freight 
LADDERS AT ATTRACTIVE PRICES 
Write for Our Booklet and Latest Prices 


Prompt Shipment 


W. W. BABCOCK CO., Bath, N. Y. 
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General Taper Close Top Pouce p 
Purpose Single Fruit vreh Single Weatern Electric 
Extension 





























Keeps Draught Out, Water In— 


Highly Useful Fixture 


Many who consider a shower bath a necessity think of 
a private shower compartment as a luxury. 


Show them a Zouri Shower Door. Tell them how easy 
it is to convert the old, mussy open shower into a beau- 
tiful compartment, by merely tiling up a corner of the 
ome bathroom. Call attention to the comfort and privacy 
of it—the protection it affords against stray water—the 
simplicity and low cost of installation. 


The Zouri Door itself will be your best argument. It 
is a handsome fixture—plain yet distinctive in design 
—made in Extruded Bronze with either polished bronze 
or duplex nickel plated finish. Another type is of Ex- 
truded Nickel Silver. 


bees You are assured of a satisfactory profit margin and full 
cooperation by the prestige Zouri already enjoys in the 
Store Front field. 

















| | 





Get facts concerning prices and our liberal propo- 
sition to dealers. Also copy of folder, “Shower 
Suggestions”, sent free on request 








The following standard sizes 
are carried in stock for im- 
mediate delivery: 

2’ wide x 6’ high 

2'3” wide x 6’ high 

2’6” wide x 6’ high 











Zouri Drawn Metals Company 


Factory and General Offices 
1608 East End Avenue, Chicago Heights, Iil. 
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MORSE 


TAPS 
and 
IES 


are built with 
the same skill; 
backed by the 
same organiza- 
tion; used with 
the same excel- 
lent results as 
the famous 


MORSE 


High Speed 
and 


Carbon Drills 


These tools are 
chosen by man- 
ufacturers who 
seek 


Low 
Machining 


Costs 


plus 
Dependable 


RESULTS 





Progressive 
Dealers every- 
where, carry 
MORSE High 
Speed and Car- 
bon Tools. 


ORSE 





AW oEDYORD Ase 








But Don’t Compete in Credit 
(Continued from page 108) 


Mrs. Gotrox’s record, figuring how much she owes and 
warning the other stores at which she has accounts. 

Early one afternoon, recently, a Los Angeles store 
telephoned for a report on a woman whom we'll call 
Mrs. Thomas Latham. How much did she owe at other 
stores, and how was she paying her bills? An hour later 
another store made a similar request, within another 
hour a third. Thirty seconds after the third call the fol- 
lowing conversation was taking place over the telephone, 
with Mr. Van De Water at one end of the line: 

“Ts this Thomas Latham ?” 

“Yes—speaking.” 

“Attorney at six-ten Hinckley Building ?” 

“Yes, that’s right.” 

“You live at 1428 Bonair Avenue?” 

“Yes, who’s speaking, please ?”’ 

“Is your wife’s name Emma C. ?” 

“Yes ; what about it ?” 

»“Is she a somewhat large woman, dark, wears glasses 
and about fifty years old?” 

“Yes; what’s the matter anyway ?” 

“Have you a daughter about twenty-five years old?” 

“Yes; but what the devil is wrong? Have they met 
with an accident ?” 

“No, not that, Mr. Latham, but two women represent- 
ing themselves as your wife and your daughter have 
bought five thousand dollars’ worth of merchandise in the 
last three hours, charged it to your wife’s account, and 
they’re still buying. Thus far none of the merchandise 
has been delivered.” 

“Oh, is that all?” The voice assumed a tone of vast 
relief. “That’s my wife and my daughter, all right. It’s 
like this: my daughter is to be married soon, and she 
and her mother have been window shopping for months, 
but without buying. Today, having completed their 
shopping list, they’re buying everything at once. But 
how in the world did you find it out so quickly? And— 
Lord—suppose those two really were impostor !” 





Jobbers and Juries 


(Continued from page 65) 


‘ 


So I wandered back to my seat behind the fancy 
railing and waited. Time passed. The two’ hundred 
jurymen scratched their unshaved chins or rattled news- 
papers. They shifted in their heavy overcoats. The 
beauty of the architectural decorations did not seem to 
bring any balm to their souls. The big clock ticked. 
Finally the clerk rose and announced that His Honor 
had been unavoidably detained. The jurors sighed, 
looked around and again shifted in their seats. So we 
waited—two hundred of us—and I will bet that every 
living man there wondered just what detained Hizzoner 
after the three-day holiday of New Year’s. When he 
finally arrived, we all stood up. The opening of the 
court was announced but Hizzoner did not make any 
apologies or explanations! He just started in to listen 
to the excuses of jurors. About 50 per cent of the 
total number wished to be excused, among which I was 
one. I was excused for one week. Then Hizzoner 
announced that as there were several homicide cases 
coming next month, it would possibly be better for the 
jurors to get through with their service. in the month 
of January. 
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Well, well! I have never yet written in these articles 
about a homicide case. I wonder if it would not be 
interesting! I have served on the jury on several occa- 
sions here in New York and most of the cases that 
New Yorkers seem to bring are damage suits. After 
serving on the jury on a number of these damage suits, 
I have just made up my mind that there are a whole 
lot of people in New York who are ready at all times 
to try to gather in a little easy money. It also seemed 
to me that a good many of the lawyers for these plain- 
tiffs were working on a fifty-fifty basis. 


* * * 


I have always tried to convince myself that I have a 
fair and open mind but I am a little afraid, after hearing 
a lot of New York damage suits, that if I told the real 
truth when I am called as a juror and am questioned, | 
would be slightly prejudiced—kindly note: just slightly 
—against people who bring damage suits! It would 
seem that the average full-grown man or woman should 
use a little common sense and ordinary care in going 
up and down in the city, but judging from these damage 
suits, one would imagine that the average citizen of 
these United States, especially New York, is not sup- 
posed to take any care of himself whatever! Then, if he 
happens to run into a post or walk backward into a 
cellarway, there is an opportunity for a splendid suit 


for damages. 
a 


So next week, if I am not excused by the lawyers for 
my lack of intelligence, I may have an article on how it 
feels to be a juror in a criminal court. Juries have been 
doing some funny things lately and I suppose I will 
get on a funny jury. That Remus case, for instance, 
was, ina sense, funny. At one time, when he committed 
the crime, he was insane but after he had convinced the 
jury of his insanity, he- suddenly became sane again. 
Eight expert alienists declared that Remus was sane, 
but that Judge decided that since the jury said he was 
insane when he committed the crime, he was still insane 
and so off he was sent to an asylum! I take off my 
hat to that Judge! 

* 

Then there was the other case of the oil jury. That 
was funny, too. They decided that Fall was innocent 
and almost at the same time the Supreme Court of the 
United States decided that all of the oil leases were 


fraudulent! 
ok * Ec 


Well, here’s hoping that Hizzoner will be on time next 
Monday morning! I am afraid, though, that I am 
going to have a hard time. I am afraid the decorations 
in this courtroom, all these Corinthian capitals with the 
ovis poli columns, all the wooden and marble balls and 
the carved railings will get on my nerves. Now, in a 
plain, simple courtroom, one might think sanely but just 
imagine facing these architectural monstrosities and, at 
the same time, being called upon to pass judgment on 
your erring fellow men and fellow women! 


* * 


I wonder how it feels to be led like a wild animal 
through a corridor protected by a steel netting, with your 
wrist handcuffed to the wrist of your guard. I sup- 
pose next week I will see a lot of this. The New York 
City Tombs is crowded, especially after the festivities 
of Christmas and New Year’s! Oh, you who sit snugly 
protected in your own homes! How little you know 
how the other half of the world lives! 




















“Throughout 
the life of any structure 
GRIFFIN HINGES 
prove worthy of theim- 
portant part they play 
in daily service « « - 


RIFFIN 


Manufacturing Co 





ERIE, PENNSYEVANIA 
yanch Offices__, . 


New York, 45 Warren St. 

a W. Randolph St. 
Boston, 124 Pearl St. 
San Francisco, 703 Market St. 
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DIAMOND“E” 






All-Metal Frame 

CLOTH WINDOW VENTILATOR 
Diamond “E” Ventilators move quickly off 
the dealer’s shelves, because they are 
practically indestructible and in- 
stantly adjusted to any size 
window. Eight popular 
sizes. eile at 60c 

























SAVE 40% 


COMPARE OUR PRICES FOR 
Letterheads, Envelopes and Labels 










1000 2000 4000 

Letterheads 8% x il $3.50 $6.50 $12.00 
Noteheads 54% x 8% 3.00 5.50 9.00 
Envelopes 3% x 6% 3.50 6.00 11.00 
Labels 3% x 5% 3.50 6.00 10.00 
Volume production, machinery, 





special 
standardized equipment, no open accounts 
enables us to save you 40%. 
Hammermill Bond paper- with se as 
GOOD asthe BEST, better than most. 


FEDERAL ENVELOPE & LABEL COMPANY 


240 W. 12th STREET, ERIE, PA. 




















PAINE TOGGLE BOLTS 


“The Most Practical Toggle” 
The Toggle with the “Spring Wings” 
ANY STYLE HEAD 
ANY LENGTH BOLT 
Nickel Plated or Galvanized 
Having Tried the Rest 
NOW—BUY THE BEST 


Simplest and Quickest 


Samples on request. 
No charge. 


The Paine Company, 2951 Carroll Ave., Chicago, IIl. 
79 Barclay St., New York City, New tees: 
Stock Carried 915 Bryant St., San Francisco, Calif 



























sells quick to women 


a eee 
Gottschalk’s 
METAL SPONGE 


Cleans and Scours Everything 
Here's a quick and popular seller. 
Every woman wants one. Cuts 
utensil washing time in half. Keeps 
hands dainty, utensils bright and 
clean. Non-rusting. Does not scratch. 
Two sizes: 10c.—(red box) pkd. 2 
doz. in display carton. 25c.—(yel- 
low box) pkd. | doz. in display car- 
ton. Order from your jobber. 

Send for Free Sample. 
METAL SPONGE SALES CORP. 
Lehigh and Mascher Sts., Philadelphia, Pa. 








The Future of Salesmanship 


A paradox of the present business situation is that 
only the efficiently managed enterprise can succeed, and 
the cumulative effect of heightened efficiency is to over- 
equip industry. Modern science and invention have 
raised the productive power of American industry far 
above the dreams of earlier generations, and accordingly 
the major task of business has shifted from making 
goods to finding buyers. 

The new emphasis will tend to glorify the competent 
salesman and advertising man. The job is to implant 
in the human heart stronger desires for more products. 
In terms of the new production facilities, old-fashioned 
notions of what is extravagant must be revised. 

In accordance with the new trend, some of the lead- 
ing enterprises of the country have recently placed sales- 
men into positions of high command. 

These straws indicate how the wind has been blowing. 

C. J. Stark, president of the Penton Publishing Com- 
pany, in commenting on the new trend, said: 

“A new and growing fundamental to successful in- 
dustrial business has emerged from the conditions of the 
past. This is the distributive and the marketing side of 
business. In the past, this phase of management in in- 
dustry has been subordinated relatively because markets 
have been large, and growing and selling has been com- 
paratively simple. 

“In recognition of this transition we see a growing 
movement for the enthronement in the industry of the 
sales and merchandising mind. It is a significant thing 
that a number of large companies recently have elevated 
men of marked training to the position of chief execu- 
tive.” With his new status, the salesman has increasing 
responsibilities. The man who disposes of the most mer- 
chandise in a given period is not necessarily the best 
salesman. 

The ideal salesman places goods only with merchants 
and consumers who can use it advantageously. 

The man who oversells is not competent, for the buyer 
may be unable to meet his obligations. Moreover, if a 
vendor induces a merchant to overstock, the salesman 
builds up ill-will and gradually shuts off his avenues for 
future business. 

On the other hand, the good salesman identifies him- 
self with the true interests of his customers, helping them 
to select goods in the proper quantities which will meet 
the demands of their markets. The good salesman takes 
advantage of every opportunity to show his customers 
how to make money and cumulatively builds up their 
confidence in himself and good-will for his house—The 
Executive. 


A Shine in London 


Crudely lettered on the side of the shine-box of a little 
London bootblack were these words: 


Such a shine in a minute! 


We stepped up and patronized. We wanted to be- 
come acquainted with one who could say so mich about 
his business and himself in half a dozen words. We 
found the lad interesting and we found that his shine- 
box told the truth. ; 

That shine seemed to last longer than any other that 
ever graced our shoes. And now, long after the shine 
has worn off, the urchin’s slogan remains fresh and 
sparkling in our memory. 

How much can be done with words if they are handled 
with imagination and sincerity: Such a ‘shine in a 
minute.—THe LILLIBRIDGE VIEWPOINT. 




















HARDWARE AGE for JANUARY 12, 1928 





The Missionary Salesman 


From the Viewpoint of a Buyer in an Average Hardware 
Store in California 


ERBERT L. BELL, buyer for the Bell-Grassle 
Hardware Co., Redlands, California, writes as 
follows in reference to Saunders Norvell’s article 

on Missionary Salesman. 

I have read Mr. Norvell’s article in the December 
22nd issue of the Harpware AGE; in fact, I usually 
read them; sometimes I agree with him, sometimes I 
do not, but usually I read his articles and get more or 
less inspiration from them, so wish to express my sen- 
timent against the missionary salesman when it comes to 
tagging a regular jobber’s salesman over the territory. 

It always puts me on guard, for I naturally think they 
want to put something over on me, if it takes two of 
them to do it. We are glad to learn about new merchan- 
dise, but see no reason why our regular salesman could 
not be supplied with this information so he can stand on 
his own feet and show us such new merchandise from 
time to time. It would save his time and the time of the 
buyer, who has entirely too many salesmen calling as it is. 

Something must be done to cut down the cost of dis- 
tributing merchandise from the manufacturer to the con- 
sumer, or we are liable to wake up some fine morning 
and find it is too late. It is my opinion that the chain 
stores, with their powerful hook-up of foreign compe- 
tition with price merchandise, is going to be a factor to 
be reckoned with. 

I note what Mr. Norvell says about California not 
having many missionary salesmen. If that is true, we 
sure pity the buyers in the East, for there are entirely too 
many here. It seems they always come when you are 
the busiest with other things. So tell the manufac- 
turers for us that we would rather not see their mis- 
sionary salesmen, but rather have them instruct our 
regular boys so they can take the bacon in on their own 
hook. 

Hersert L. BE Lt, 
Buyer for Bell-Grassle Hardware Co., 
Redlands, Cal. 


Says the Man Behind the Counter: 


“That reminds me,” says an advertisement in suggest- 
ing the value of a suitable display of a product on a rack 
or show board as a means of reminding customers of 
their forgotten needs. The hardware salesman ought 
also to be subject to reminders that will cause him to 
suggest to his customers the things they may need but 
have not thought of getting. 

I wonder why it wouldn’t be worth while for the sales- 
man, when he has sold what the customer asked for, to 
look around and see whether he is not himself reminded 
by some display of something he may suggest as a fur- 
ther purchase. Incidentally, it may result in an idea if 
he watches the eyes of that customer to see what seems 
to attract and hold his attention. Notice a man look- 
ing at a display of certain items and the chances are that 
he feels some interest in those goods and will discuss 
them if the salesman begins it by offering some pertinent 
comment about them. 











A Real Good 
Shower Bath 


Retails at $5.00 


Attached to any bathtub 
fixture (without tovls) 
in a minute by anyone. 














PATENTED 


The “Morning Glory” 


Trade Mark 


Curtainless Shower 






A bathroom luxury everyone 
can afford. 

This handsome fixture is 
made of non-rusting metals, 
fitted with full size 6 inch 


Fits All 
Bathtub 
fixtures 







150 hole shower head, 

No rubber connections to 
rot. Will last a lifetime. 
For use in any bathtub, 


without curtains. Does not 
splash over the floor. 

Our merchandising plan 
shows quick turnover and a 
good margin. 


Write for samples and prices. 


A. K. TROUT 


Exclusive Sales Representative 


Hugh Pitcher Co., Inc., M’fr’s 
17 E. 45th St., New York City 





The Little Ace 

O meet the demand for a 

cheaper knife sharpener, Ace 
Hardware offers The Little Ace. 
Not a make-shift built to a price, 
but a smaller model, duplicating 
the fine appearance and the recog- 
nized quality of the original Ace. 
We will mail you a sample, free of 
charge, upon a written request on 
your letterhead. 


ACE HARDWARE MFG. CORP. 
PHILADELPHIA CHICAGO 


to retail for 


id De: 
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Millions of farmers know that 
Barb Wire, made by the Ameri- 
can Steel & Wire Company, 
' stands supreme in tensile strength, 
ie quality of steel, regularity of 
iE twist, extra heavy galvanizing 
and firmness of barbs. 


The following brands are busi- 
ness builders for dealers: 


Baker Perfect Ellwood Junior 
Waukegan American Special 
Ellwood Glidden American Glidden 
Lyman Four Point 
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American Steel & Wire Company 


Sales Offices: Chicago, New York, Boston, Cleveland, Worcester, 
Philadelphia, Pittsburgh, St. Louis, Buffalo, Detroit, Cincinnati, 
Wilkes-Barre, Baltimore, Kansas City, gn Ogg St. Paul, 
Oklahoma City, Birmingham, Atlanta, Memphis, Dallas, 

ver, Salt Lake City 
U.S. Steel Products Co., San Francisco, Los Angeles, Portland, Seattle 


American Steel & Wire 


How Time Flies! 
i WOLF, a good customer of Kubias & Mattinek, 
Cedar Rapids, Iowa, contributes the accompanying 


old time statement of an account as an interesting ex- 
hibit which emphasizes the speed of old Father Time. 

















It will be noted that the statement was rendered on May 
2d, 1892, and was paid the same day. We repeat that 
Sam Wolf is a good customer for any hardware store 
to serve. 

The statement will afford food for much discussion as 
to the present comparative prices of the various items 
mentioned thereon. 


Every Employee Should Know Nails 


When nailing crates or boxes, never allow nails to 
fall on the floor and remain there. A passing truck or 
cart may run over the heads of such nails and bury them. 
Nails in this position are very dangerous and when 
stepped upon or run against usually pierce the shoe 
slightly above the sole. 

Many accidents are reported by innocent victims as the 
result of carelessness. 


USINESS cannot prosper unless the purchasing 
power of the community is maintained, so there- 

fore— 

Build, 

Equip, 

Replace, 

Extend. 
Keep the other fellows busy and they’ll keep you busy. 





—Richard Wilcox, Doorways. 
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Overcome Sales 
Resistance ~~ 


WITH 


BALL BEARING CASTERS 


Your customers no longer want the old- 
fashioned rigid caster. The rigid caster is 
as out-of-date as the crank for an automo- 
tive engine, 


‘ 


(4 


a 
x 
# 


=, & 


Acme Casters 


Are Ball Bearing Casters 


They roll easily, quietly, smoothly in any 
direction. 


They protect the floor and floor covering. 


They last indefinitely and enhance the ap- 
pearance of furnishings. 





They are strong, sturdy and carefully built. 


Starrett Catalog No. 24 Build Up Your Caster 


We are telling more than Sales With ‘“Acmes” 


3,000,000 tool users to ask 
their hardware dealers for 
the New Starrett Catalog 
No. 24 “A”. 


If you have not already 
m Dealers everywhere are selling “‘ACMES” in 
received your supply of preference to any _ other caster. Generous 


1 ‘ d profits, quick turnover, popular demand. 
new Catalogs write us today. We'll be glad to send a sample and give you 


rue 1. 8. 6YARBETT CO. full particulars. Write us today. 


World’s Greatest Toolmakers ° 
stents di: Maclin Dreisiidal The Schatz Manufacturing Company 


Steel Tapes—Standard for Accuracy Poughkeepsie New York 


ATHOL, MASS., U.S.A. Agents: J. C. McCarty & Co. 
253 Broadway New York City 





PI He) 
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Sell Starrett Too 


"ROLL ALONG ON ACMES” 
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DESIGN 


Another very pleasing 
design added to our ex- 
tensive line of Colonial 
Hardware. 


In Reco Design we 
have endeavored 


the average home build- 
er of the present day. 


Devoid of ornamenta- 

bg = lines are pleas- 

the finishes, 

with highlights polished 
4 are most attractive. 

Furnished in both 

731DYI, 734WY1 1823 1534 wrought brass and steel 

and with glass, wrought 


RECO RECO RECO 4 brass and steel knobs. 


“To Russwin-ize ts to 
Economize.’’ 








Notice the position of screw- solid wood of the door. This 
holes above and below the feature eliminates the possi- } RUSSELL | ERWIN 
lock, allowing the use of long bility of the escutcheon be- | ries amereey Hordeor 
screws that hold firmly in the coming loose on the door. eg hen AM 
New York Chicago London 











PE SEE VUSUSYSVESEEEY ESS YY 
"AIT THE TRAIL HOLIDAY’ 


It’s a far cry from the mushers of ’49 to our present- 
day tourist. The glamour of “Gold” has long since 
gone but still an endless stream of wanderers flow 
through the beauty-spots of-our country, drawn on by a 
greater lure. 

















And while some prefer to frequent hotels and farm- 
houses, still a great portion prefer to “rough it,” in 
emulation of “those who have gone before.” There 
is a no more rabid body of hobbyists than these 
campers. 





You don’t have to search them out in your locality 
to sell them. A well-arranged window display of camp- 
axes, cots, camp furniture, hunting knives, tents, fishing 
tackle and other things dear to the heart of 
the lover of the “out-doors” will draw them 
to your store. 
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THAT NOTE OF SANI-ATTRACTIVENESS WOMEN 
DEMAND—IN EVERY NGC: FIXTURE 





What 1s more sanitary and attractive Jooking than a 


Send for our latest Booklet . : ; 
and Catalog which describes glass shelf, and pure white bathroom fixtures against any 
and illustrates the complete color scheme in the bathroom? 

line of RING sanitary, fast They speak cleanliness—invite the use of the drinking 
selling bathroom fixtures. glass, towel, brush, or whatever they are holding. 


RINGCS fixtures are made of solid brass, heavily fin- 
ished in durable white, to give everlasting service. 

The use of white will always be with us. RINGG@ 
fixtures will always pay the dealer who sells them. 


AMERICAN RING COMPANY 


Waterbury Connecticut 
Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 


DIXON’ 
FLAKE GRAPHITE 


There is but one flake graphite and its name is DIXON. For 100 
years this name has been associated with graphite and today, to thou- 
sands of exacting men in every line of industry it is synonymous with 


the best graphite obtainable. 
It is an ideal natural lubricant that spreads a smooth unctuous veneer 
over rubbing surfaces and reduces wear to a minimum. ge 
Recommended for cylinder and bearing lubrication, for coating 
gaskets, packings, etc. Properly mixed with grease or oil their c n- 
sumption is greatly reduced. : 





























Write for Circular 40-C. 


Joseph Dixon Crucible Co. 


Jersey City > New Jersey 
1827 | 1928 

























stones 
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An extruded metal 
padlock that defies 
theft. Pin tumbler 
mechanism pro- 
tected from dust, 
and a steel shackle, 
case hardened, and 
cadmium plated to 
prevent rust. A su- 
perior lock for 
your spare tire, 
garage, or wher- 
ever the utmost in 
security is desired. 





- 2880 A.G. 


A padlock assortment con- 
taining a variety of General 
Purpose locks. The assort- 
ment is mounted on a steel 
display panel measuring 
20% x 9% inches, finished in 
a circassian walnut. The 
panel is supplied with hinges 
ready to hang to the upright 
between the shelving, etc., so 
as to swing right or left, or 
can be suspended by the 
chain top. The assortment 
consists of 3% dozen pad 
locks, and the stock goes on 
the shelves, which makes it 
convenient for sales pur- 
poses. Each lock numbered 
with brass tag fastened to 


panel. No. 5002 























W. C. 1 Display Card 


This attractive display card, lithographed in 
seven colors, showing a few of our most pop- 
ular padlocks, will be sent to any dealer upon 
request. 


Padlocks, Automobile Locks, Cabinet Locks, 
Trunk, Suitcase Locks and Trimmings, Miscel- 
laneous Hardware, Keys and Key Blanks, 
Apartment House Letter Boxes and Home 
Saving Banks. 


CORBIN CABINET LOCK CO. 
THE AMERICAN HARDWARE CORPORATION : : Successor 
NEW BRITAIN, CONN., U. S. A. 

NEW YORK CHICAGO PHILADELPHIA 


Big Price --- 
Reduction 





this unusual opportunity to 
buy Eaton quality Ford springs 
at unprecedented Net Prices 


Eaton Springs are made by the largest spring manufacturer 
in the world and have for years been the choice of leading 
car and truck manufacturers as standard factory equipment 


Factory Branches located at Atlanta, Boston, Chicago, 


ie stocks of Eaton Springs are carried in Eaton’s 
Cleveland, Dallas, Denver, Kansas City and Philadelphia 


WRITE TODAY FOR QUOTATION 


The EATON BUMPER & SPRING SERVICE CO. 
E. 65th & Central Ave., Cleveland, Ohio 


EATON 
SPRINGS 














NEED HELP? 


A man who didn’t know how te 
‘swim fell overboard, but he knew 
hew to ADVERTISE and kept 
shouting “Help Wanted.” 


Some one heard him and he was 
rescued. 


Those who cry “Help Wanted!” in 
Hardware Age, the authoritative na- 
tional hardware paper, are heard all 
over the country. 


HARDWARE AGE 
Classified Opportunity Dept. 
239 W. 39h St. New York 
























































HARDWARE AGE for JANUARY 12,1928 | 119 





















“It’s a Pippin” 
A 10c seller that sells itself. Put Hold- 


Tite Crowns on the open display stand. 
They sell themselves. 


Ask Your Jobber 
or 
Write Us for Prices 


Apex Stamping Company 


Dept. ZW Riverdale. III. 











CASEMENT 
OPERATOR 


This Operator has 
been on the market six 
years; has been used 
from Coast to Coast in 
all sorts of buildings— 
both public and private 
—so we will simply 
state here that it opens 
and closes Outswinging 
Casement Windows 
from within, locks the 





Fig. 1 


sash in any position and 
is powerful enough to 
overcome binding and 
rattling. Screens and 
curtains may be hung 
inside without interfer- 
ing with operation. 

Simple, strong, prac- 
tical and _ absolutely 
guaranteed; an asset to 
the popular outswinging 
casement. Placed on 
top or within the frame- 
work as shown in fig- 
ures 1 and 2. 





Circular upon request. 


Fig. 2 
THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 10! PARK AVENUE, N. Y. 




















AN 


Quick Service 


Quick service in securing ATLAS 
Tacks and Small Nails may hold 
the customer. 





Immediate shipments right from 
stock—from either Fairhaven, 
Mass., St. Louis, Mo. 


The largest and oldest manufactur- 
ers of Tacks and Small Nails in 
the world, assures dealers of prompt 
service as well as known quality. 


Send for complete catalog. 


— A 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 
The largest and oldest manufacturers of Tacks 


and Small Nails in the world. 
Established in 1810. 

















Every Display a Silent Salesman 


a 


“ qt’ 4 








Rais 


HELLER 


Business Building Store Fixtures 


There is no more potent weapon known to the hardware trade for 
the independent dealer to meet and conquer competition than 
Heller display cabinets—and merchandise tables. The prosperous 
New Jersey store shown above installed Heller Pivot door wall 
cabinets and Heller Masterpiece display tables about a year ago 
and has increased its sales steadily ever since. Heller equipment 
will help you, too. Our suggestions place you under no obligation. 
Write either address. 


700 Bryant St., Montpelier, Ohio 
W. c. Heller & Co. 20 Vesey St., Suite 500, New York City 
Send details and prices on items checked— 


Penn. Metal Display Tool , Display Door Complete Store 
G Sew Rack "Sales Tables O Fangers D Cabinets oO Equipment 
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Your women customers will buy 
these Freezers in preference to 
any others. Just tell them how 
easily and quickly they can make 
the many delightful ice cream and 
frozen dainties most any time and 
most anywhere at a very small 
cost. 


They take very little ice and salt 
and freeze so quickly, it’s really 
no trouble at all. 


They sell on a reputation established by more than thirty-five years 
of high class service and they stay sold. This means sure profits. 

The Blizzard is simpler in construction and a trifie cheaper, but 
sells as well as either the Lightning or Gem, and should be carried 
with either style to satisfy the demand. 

We suggest that you place your order at once, for shipment at 
such time as you may designate. This will assure prompt shipment 
at the proper time. our jobber can supply. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia, Pa. 











Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


CONTENTS 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

Mail Order Houses handling hardware and housefurnishings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direet-by-mail promotion work and also a 


WoO oD SCREWS helpful guide for salesmen’s calls. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 


Rivets Roofing Nails Scratch Brush Wire have been more than 10,000 additions and corrections, and 


all appear in the current Eighth Edition. 





Hardware Wholesalers find Verified Lhst of great value in 


THE BRIDGEPORT SCREW CO. ' “checking” their retail prospect records. 
Brid C U.S. A. $12.00 postpaid 
cuss Euan Smee Hardware Age Verified List Department 
Milton Pray Co Sen F 4 


OY Bed a Ce te Te Se 239 W. 39th St. New York, N. Y. 














Wire Products : ‘tn, « Vie 


for every need 





Nails of all kinds, Staples, 


of Information 
Cambria Fence, Barbless, 


Twisted and Barbed Wire, s 2 2 

Frecisaed ‘Wha; Beate ane vitally-important facts, live mer- 

Galvanized Wire, Wire Rods, chandising ideas and sales-produc- 

and Steel Fence Posts to ‘ 

standard or special analysis. ing methods in HARDWARE AGE 

BETHLEHEM STEEL COMPANY each week. Make it a habit to read 
+ BE PA. your business paper regularly and 


BETHLEHEM|| *" 
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THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 


RUBBER GOODS AND SPECIALTIES 2 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 
370 ATLANTIC AVE., BOSTON, MASS. 


e_- t+ ~~ a 


A THOUGHT 
ON 
WRENCHES 
































































Many sales are lost- 
through hesitancy in 


Morrill Products are satisfactory ones 
to handle because, answering custom- 
ers’ questions. 


This need never oc- 
cur in selling a Coes 


The user gets a tool that is scientifically 


designed, properly made and does its REG, 


work perfectly. - Wrench, however. Whether your cus- 
tomer is a boiler-maker, an engine me- 

The dealer sells a tool that moves chanic or a home tinker, and he asks, 
quickly, gives satisfaction, stays sold tb : oor 8 _ owe An 

ici ack pleasantly, “If it doesn’t, bring 
and needs no servicing. it back. It’s not unusual for that wrench to stand 
Maybe some better combination of sell- up for 20 years. 
ing points will some day be discovered, And he’ll come back . . . to buy other items, 
but we don’t believe it. or more Coes Wrenches. 










Write in for prices on Saw Sets, Nail COES WRENCH CO. 


Pullers, Bench Stops, etc. “In Business Since 1841” 
Worcester Mass. 


t H A S © M O R R I L a 9 I n Cc e J.C. McCARTY & Bg ate iuge" New York 


_ {113 Chambers Street, New York 
102 La Fayette Street, New York City JOHN H. GRAHAM & CO. | 61 Shoe “Lane, London, E. C. 
FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 
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us that Endure 
Ec anette 


In building a new factory we have only bowed to the 
will of the Hardware Merchants of America. You or- 
dered “Twice the output”—doubled that old W. Rose 
plant. No. 116 blade is tough and the hardwood handle 
stays. All wholesale houses 


WM. ROSE & BROS. 
K. Goodwin, Owner 





George 
300 West Elmwood Ave., Sharon Hill, Pa. 


Selling Agents WIEBUSCH & HILGER, Ltd. 
110 Lafayette Street, 
New York, N. Y. 
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For Electricians and Plumbers 


A serviceable Tool 
Bag of smooth fin- 
ished black harness 
leather. Has pad- 
ded, adjustable 
shoulder straps, 
also straps encircl- 
ing entire bag to 
insure strength and 
safety when heavi- 
ly loaded. Lock- 
stitched. Water- 
proofed. Sizes: 14” 
to 24”x7”x8”. 

Get prices on our 
full line of Tool 
Bags, Rolls and 
and Golf Bags and 
Brief Cases. 





LENDZION LEATHER Goons Co., ft” Gi:sen nt. 


Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
—- Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 


% ore tools will please your customers, as well as eur 
famous Round and Oval Punches. 
Remember we have had one hundred oe ges of successful mani 
facturing experience, employ only skilled woken and wes the 
finest quality of materials. 
We stand back of every tool we make. Try us. 
Write for Catalog. 


C. 8. OSBORNE & ©O., NEWARK, N. J. 
ESTABLISHED 1826 

















Style A Style B Style N 
Straight Cut Straight and End Cut Straight End Cut 
with Nut Splitter 


CAROLUS CUTTERS 


Handy, time-saving tools for every shop. For splitting rusty and jammed 
nuts or for cutting bolts—either straight or end cut, with nut splitter. 
Three styles, all sizes. a steel jaws; tough cutting edges. 

If your jobber cannot ew you write us direct for literature and prices. 
CAROLUS MANUFACTURING co. Sterling, Illinois 
Sales Representatives—Surpless, Dunn & Co. 

New York Chicago 














CASEMENT HARDWARE 


For all wood and steel casements 


Geared Operators Direct-Acting Operators 
Combination “ Bolt-Fasts”’ 
Casement Stays Screen Hardware 


Send for complete data on types, finishes and prices 


The Casement Hardware Co. 
406-A North Wood Street . Chicago 





| 


CASEMENT HARDWARE HEADQUARTERS | 











N 
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Thoroughly practical. Easily 
attached and removed. They 
gtip and hold securely. 


Made with woven Strap 
and Buckle. 


Size No. 3 for Men, Size 
No. 2 for Ladies, Size No. 1 
for Cuban Heels. 


Retail at 50 cents per pair. 
Dealers’ price $4.00 per doz. 
pair. 





Order from your Jobber, 
or we will ship direct C.O.D. 


Churchill Mfg. Co., 287 Thorndike St., Lowell, Mass. 






















SVE 


Wright’s Jennings Auger & Car Bits 
High Gra 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 

















| B S BROWN ® SHARPE 
e roy be _~ 
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| Standard for Over 25 Years— 


Continental Screen 
products are the 
unquestioned 
standard of value 
—Quality is built 
right into them. 
Continental Cloth 

indow  Ventila- 
tors — Metal or 
Wood, have the 
same inherent 
value—they are the most satisfactory and best selling 
line on the market. 


Sold by all Leading Jobbers. 
CONTINENTAL SCREEN CO., Detroit, Mich. 























W R Ew PRODUCTS 


“Buffalo” Quality Standard Hardware 
Grade and “Buffalo” Special Hardware 
Grade are backed by 58 years’ experience 
in wire manufacturing. They give the kind 
of service to your customers that means 
more sales to you. Write for Catalog 8-A-B. 


BUFFALO WIRE WORKS CO., Inc. 


(Formerly Scheeler’s Sons) Est. 1869 


518 Terrace Buffalo, N. Y. 














ROOF GUTTER SUPPORTS 


This illustration shows, unassembled, one of the many styles of 
eaves trough hangers made by us which may be adjusted every 
eighth of an 
ineh for 
drainage in 
the gutter. 

These hangers are 
widely used through- 
out the United States. 








Write for catalog No. 
27, which also al 
trates and describes 
conductor hooks and @) « 
fasteners. 


Free sample gladly 
furnished. 


L. D. BERGER COMPANY 


51 N. 2d St., Philadelphia, Pa. 

















KEYSTONE 


Box Kit Socket Wrench 


Meets the demand for a 
moderate price emergency 
wrench set. 6 sockets and 
handle. Finely finished, 
tapered steel box. Does not 
rattle. 







Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, 
Dunn & Co., New York, Chicago 











in Paste Form— 
Packed in 
Collapsible 


Greatest Soldering Convenience 

Ever Invented. 

Every Electrical Connection 
_orIntricate Job Needs ~ 

SOLDERALL. 


“iS ‘THE SOLDERALL CO. Newark.N.J. 




















full name 


Look for the 


Russell Jennings 


Auger Bits 


Russell Jennings Mfg. 


Chester, Conn 








thy yh) 





The CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 
Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 








6 

(Sm 

—_ Ae. 
TRADE-MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


NY.) s OO): 38) 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 
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Classified Opportunities 


= 
fr Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 

Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 


Opportunity Exchange Section 50% off rates quoted 
Each additional inch J Address your advertisements and replies toe 
Set Solid, Minimum of 5 lines.. : Hardware Age, Classified Oppor- 
Each additional line 


tanities, 239 West 39th St., New 
All Capitals, Minimum of 5 lines. . 




















Discounts for Classified Advertising York City 


. t] 
Each additional line 80 4 insertions, 10% oo 8 insertions, 15% aspianm ham fe SURGE Goch Shaaaine. 
Average 10 words to a line 9 Forms close Nine Days previous to date of 
Allow One Line for Keyed Address Remittance Must Accompany Order publication. 


Samples of merchandise, literature, a WOM. poy J more than ordinary reforwarding postage should not 
to box numbers. 














{ 


~ 











To Manufacturers 


Salesmen with established trade through Jobbers and 
Large Retailers in territory west of New York-Pennsylvania 
north of Ohio River, all territory west of Mississippi River ; 
also Cities of Louisville, Memphis and New Orleans desire 
additional short lines or fair volume single items that can be 
handled by Wholesale Hardware, Drug and similar Houses; 
also by the larger Retailers. Territory covered several times 


each year by principal and assistants. 


/ 


Address replies to Box H-779, care of Hardware Age 














BUSINESS OPPORTUNITIES BUSINESS OPPORTUNITIES 


A 35 YEAR ESTABLISHED HARDWARE STORE on the main 
street in Washington for sale. 1 carry a stock between $25,000 and 
$30,000. Will sell the lease and get a renewal of same. Address Box 


NEW MONEY H-814, care of HARDWARE AGE, New York. 


is available for additional working capital or expansion IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
purposes for companies manufacturing staple products Sites to industries locating in Newton Falls. Three se ge electric 
which can show an earnings orang of from three to six freight service, main highways for trucking, the best supply of water in 
years. Correspondence Confidentia Mahoning Valley, right in the heart of the greatest industria, center in the 
William C. Carr & Co., 74 Trinity Place, New York world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 


= FOR a a Pree, SALES RIGHTS, tools stock and machines on 
aan he s = -. og eet Total Raph of oak, ——— 
and machines cash, the lance in stock or interest 
j an for with ed 38 years by 4, tied re busines She iw clving, show . the business. James A. O'Connell, 392 George St., New Brunswick, 
cases, elevator. Rent reasonable. oly HH 115 Ge x2. 

Jersey City, New Jersey, Phone Raat! 504 






































FOR SALE Stock of , hardware. New building on best corner in town. 
Three pump filling station./. Will lease or sell building. C. F. Farrar, 
‘rhe Winchester’ Store, Fonssville, La. oy 
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Classified Opportunities 





HELP WANTED 





SALES REPRESENTATIVES WANTED 











WANTED—BILL CLERK—To price sales sheets and figure profits. 
Salary $100:00 ag? month. Louisiana—Address Box H- a care of Harp- 
ware Acs, New York. 


POSITIONS WANTED 


BY HARDWARE SALESMAN, WHITE, MARRIED, age 36, 7 
years experience selling; managed store 5 years; 2 years university 
schooling; technical knowledge of paints and painting; seeking permanent 
location; can furnish references as to ability and character. Address 
Chester Montross, Hoopeston, Illinois. R.R. No. 4. 











EXPERIENCED MANUFACTURERS SALESMAN CALLING on 
the hardware jobbers for years, vast acquaintance, employed, but desires 
to make new connection. Successful record, best of references available. 
Present headquarters, Minneapolis. Commission or salary. Address Box 
H-811, care of HarpwAre AcE, New York. 





Salesman desires connection with manufacturers of Mechanic Tools or 
Hardware, preferably in New York and Pennsylvania gps fifteen 
years’ experience. Al reference. Address Box x H806, care of HaRDWARE 
Acz, New York. 


EXPERIENCED BUILDERS HARDWARE SALESMAN DESIRES 
a position with Manufacturer, Jobber or Retail store, capable of takin 
charge of a Builders Hardware Department, references readily furnish 
Address Box H-789, care of Harpware Acz, New York. 








POSITION WANTED IN HARDWARE STORE in small city or 
town, by experienced man, Michigan preferred. Can do anything and not 
afraid of work. Address “Hardware,”’ 6750 Vinewood Ave., Detroit, Mich. 


SALES ACCOUNTS WANTED 


Experienced Manufacturers representative well acquainted with Jobbers, 
Department Stores and Hardware Stores in Chicago, wish to add a line 
of Builders Hardware, Imported or domestic tools or high class house- 
furnishings. If necessary, can also cover larger towns in Illinois and 
Wisconsin. Address Box H-807, care of Harpware Ace, New York. 


ESTABLISHED FIRM IN NEW HAVEN, CONN., wishes to act 
for manufacturers who desire representatives in state "of Connecticut. 
—" Connecticut Distributing Co., 55 Church Street, New Haven, 
onn. 


SALES REPRESENTATIVES WANTED 


COMMISSION SALESMEN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territery covered and houses 
represented. Address Box H-638, care of Harpware Ace, New York. 




















7} 





TIRE SALESMEN OR BROKERS 


MEN for PRICE LINE TIRES, TUBES, in all sizes 
MEET ALL COMPETITION on a better product; includ- 
ing a line of highest possible quality. Good exclusive 
territories open. Submit references and ability produce, 
etc. Commission basis. 


Silver King Rubber Co., Sandusky, Ohio 














WANTED: Furniture or Hardware Salesman _ representing manufac- 
turer, NOT JOBBER, in position to handle as side line, heating stoves 
and parlor furnaces with consent of his present employer. Salary and 
commission basis to right party. Communicate with Marion Stove Co., 
Marion, Indiana, giving present connection. 





MANUFACTURER wants specialty, hardware and wun salesmen to 
sell SANITRAPS to dealers. An absolutely necessary household article. 
Going over big. Side line. Commission. State territory covered. Dealers, 
jobbers and Washeaniers get our proposition. Sanitrap Mfg. Co., Room 
406, 321 W. 3rd, Los Angeles, Calif. 





MANUFACTURERS OF COMPLETE LINE of Lawn Sprinklers wants 
Sales Representatives for the best Sprinkler Proposition in America. Nation- 


ally known line. Good commissions and credit for reorders. Some very 
choice territory open. Season just opening up. Answer at once stating 
lines you handle and territory wanted. . L. Manufacturing Company, 


3806 Montrose Ave., Chicago, II 





WANTED—Hardware and Sporting Goods salesmen of mechanical 
ability to call on retail trade in eastern territory. Leadin ng line Gasoline 
a Stoves, Camp Stoves, Water Heaters, Radiant Heaters, Lamps 
and Lanterns. Must give Bond and drive own car. Address Box H-784, 
care of Harpware Acz, New York City. 





WANTED—Reliable salesman now calling on the Hardware and Furni- 
ture trade to sell a very popular full ogg oe coal range. Price reasonable 
and big repeater, Territory open—Ohio, ae 9 Pennsylvania, Virginia 
West Virginia, North and South Carolina iberal commission. ROCK 
ISLAND STOVE COMPANY, Rock Island, IIl. 


MANUFACTURER BUILDERS’ HARDWARE has an opening for 
i Alabama and southern 





representative in territory comprising Florida, 

Georgia. Prefer one working out of Jacksonville. In reply, state houses 
represented and lines carried. Address Box H-813, care of HARDWARE 
Acz, New Yor 





MANUFACTURERS of full line of Enamels, Polishes, and Cleaners 
want local ——— in all important cities, to call on Hardware and 
Automobile trade. experience, lines handled, and territory covered. 
VELVET SPECTALTY “CO, INC., 2214 Livernois Avenue, Detroit, Mich. 














Plain or enameled 
in colors 


STRATTON 
HANDLES 


aes Gee Be. 


For Small Tools, Utensils, Ei 
Enameling, both baked ond air dried 


STRATTON MFG. CO. 


Sansten. Maine 











BROWN @© SHARPE 
§ ROle) Bh.) 


AY Eve lo 


3est 


They Give Complete Satisfaction 


(PS 


TRADE MARK 


BROWN & SHARPE MEG. CO. Providence, 


Catalog on request 


Rolain 





Confidence in Slangin, Brand 


Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
* Consolidated Electric 
Lamp Co. 
140 Maple St., DanVers, Mass 
“Licensed under the General Electric 
Company's Incandescent Lamp Patents 
















ARMSTRONG BROS. 


{|| _} Stocks and Dies Sell Best 


Handle the Line of Recognized Quality. 
Write for free Catalog showing Complete Line 
of Pipe Tools, sizes, prices, etc. 
ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., 
Chicago, U. 8. A. 


















= 


Hardware Age. If you don’t see just what you 


HARDWARE AGE 





HEN you are in the market to buy or sell a store, to secure help 
or a position, or to secure sales representatives or a sales account 
look over the offerings in the Opportunity Exchange section of 


there is always some one who will be interested in your proposition. 
Rates on request. 
Exchange Dept. 


want, ask for it as jobbers in all sections 


of the country. 


239 W. 39th Street, New York 
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Sporting Goods Manufacturers: 
Is Your Advertising 


GOING OVER? 


Sporting goods are sold by many hardware 
dealers. The number is steadily increasing. 
Why? Because Hardware Age is constantly 
“selling” the hardware dealer upon the de- 
sirability of sporting goods as a line that is 
profitable to handle. 


Sporting goods advertising in Hardware Age 
is read for this reason. Your advertising 


will “go over” when you address it to the 





hardware dealer through the paper he relies 





on for buying information—Hardware Age. 
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Consider the importance of CLEAR VISION in 
the levels you sell. Unless the user can see the 
bubble in the glass CLEARLY, it is practically 
impossible to take an accurate reading. 


This is especially true on gloomy days, and in 
places where the light is faulty. 


Sand’s has overcome all this through the use of 
good glass, which is always tested for clearness 
and defects. A Sand’s Level can be easily read, 
because it affords a clear and full vision from all 
angles, and in all places. It can be used to plumb 
any end, or level any edge up. 


Protected vials are another feature. Sand’s accu- 
racy is built in at the factory and then permanently 
sealed. 


These are the reasons why carpenters, masons, 
and bricklayers prefer Sand’s Levels, and the fact 
that they are Nationally advertised in class pub- 
lications makes them easy to sell. 


Any good Jobber will supply you. 
Send for latest catalog. 


Sand’s Level and Tool Co. 


8629-37 Gratiot Ave., Detroit, Mich. 


Sand’s sole manufacturers and distributors of 
Stevens line levels! 


Sands Levels, Plumbs & Toals 


Sands Levels Tell the Truth. 
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To Dealers m_ 
PEDAL CARS 
BABY WALKERS and 
PLAY CARS 


The Supreme Court of the United States has 
refused to review sweeping decision of U. S. 
Circuit Court of Appeals upholding basic 
Kiddie Kar Patent. 


BRIEF HISTORY OF CASE 


_ In sustaining the Kiddie Kar patent the U. S. Circuit Court of Appeals 
handed down so favorable an opinion that we sent to the trade the following 
telegram: 


“United States Court of Appeals in sweeping de- 
cision sustains basic KIDDIE KAR patent. Emi- 
nent counsel advises patent not avoided by adding 
pedals making car propellable either by feet on 
ground or on pedals, or by changing shape of 
seat, or by baby walker made convertible into car 
which child can steer.” 


The defendant then petitioned the U. S. Court of Appeals to reopen the 
case for further proceedings, citing our telegram as a reason for i 
and claiming our interpretation of the decision too broad. - The Court denied 
the petition. 





CRRRRERE RRR EREEE 


The defendant has now paid back damages, taken a license, and the Kiddie 
Kar patent stands broadly sustained. 


Since dealers are liable for damages, be sure you buy no pedal cars, con- 
vertible baby walkers or play cars having the White invention, unless marked 
as licensed under White Patent 1,220,038. 


H. C. WHITE COMPANY 


“KIDDIE” Vehicles Juvenile Desks 


Trade Mark 


Plant: North Bennington, Vt., U. S. A. New York Sales Office: Fifth Avenue Building 























